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to earn your 
customers’ good will 


SELL QUALITY — In these days of material 
shortages, quality counts heavily because quality 
products /ast longer. Thus the Webster line 


serves a real wartime need and will win more 


friends than ever for you 


SAVE TYPEWRITER RIBBON SPOOLS 
AND BOXES New government restrictions 


have been placed on the manufacture of type- 
writer ribbon spools and boxes. If you have 


not already done SO, plan now to collect old 


spools and boxes to replace all new ones sold. 


ASK FOR PRIORITY RATINGS Ask 
your customers with Prioricy ratings to cooper- 
ate and furnish this information on every order. 


This protects their own and your future supply. 


PREACH CONSERVATION Show your 


customers how to make their carbon papers and 
typewriter ribbons last longer. Here are a few 


simple rules: 


Typewriter Ribbons Turn the ribbon after 
a week's usage. Use the heaviest degree of ink- 
ing that’s practical. Be sure the ribbon feed 
mechanism is in proper adjustment. Keep the 


machine in good repair and clean oft the erasure 


St daily 


Carbon Papers Use each sheet as long as 
possible. Use the heaviest practical weight car- 
bon paper. Handle carefully. Always lay the 
sheets evenly upon each other, face down Keep 
away from direct or excessive heat. Insert in 


typewriter evenly to avoid wrinkling or treeing. 
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13 Amherst St., Cambridge, Mass. 
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JOFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in forty-eight other coun- 
tries who deal in American 
office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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by Evan Johnson. 





Published on the first of every month by The Office Appliance 
Co., 600 West Jackson Boulevard, Chicago, Illinois. Cable 
Address: Applico, Chicago, Telephone Canal 3454 
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ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873; Typewriter Trade 
Journal & Office Systems, New York, 1904; The Office, Frank- 
linville, N. Y., 1904; The Office Appliance Journal, Chicago, 
1905; Business Equipment Journal, Chiceen, 1908; Office Out- 
fitter, Chicago, 1908; the original National Stationer, New 
York, 1909. 
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What Is the Outlook for Stationers in 1942? 13 
War’s Effect on Records 14 
W anted—Eficiency ....... 17 
“Staplers to Fit Your Business” sieht Shows Heavy 
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Help Your Government Buy Wisely. 19 
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Office Appliances Information Service Under the 

Emergency ; 28 

Sy the Tieton 
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War Work Forces Macey to Convert to Wood Lines... 38 
Morgan & Barclay in New Home 38 
Schwabacher-Frey Display Features Columbia's 

Ready-Master Forms ..................... 39 
Rutherford Buys New Houston Home. 39 
Deardorff Buys Yarbrough Business 40 
Hughes Elected General Manager of re Loomis 

Company 44 
Brainard Named WPB Oficial. 44 
Speed-O-Print in New Home : 44 
Royal Promotes Two Men 44 
Northwest Travelers Notes 65 
Bates’ Plant in War Work 65 
Parker Employees Go “All Out” for War Bonds 72 
Seen and Heard in Southern California 77 
Horder to Aid Old Rubber Stamp Collection 81 
Haley Opens Own Business 96 
Old Town Offers New Sample Folder 118 
Remington Rand Stages “Military” Sales Contest 129 
New England Travelers Notes 131 


Departments and Classified News 


Calendar of Industry Activities... 40 News and Miscellany 44 

——— an Office Furniture, Wood and Steel 22 
ngagements 2 : 

For Our Country 99 ae — In 

Guest Book 37 apes. y 

Here and There 27 Weddings 129 
Meetings, Dinners, Conventions 46 Business Opportunities 8 
New Machines and Devices. 34 Patents 9 





{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign— one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application — only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as Second - Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
{|“Office Appliances” is regis- 
teredin the United States Pat- 
ent Office, Washington, D.C. 
COPYRIGHT. Contents 


covered by Copyright, 1942, 
by the 
Company. 
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ADVERTISEMENTS 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 

A 
Ace Fastener Corp 
Aeme Visible Records, Inc 
Aigner, G. J., Co. 
Allen & Co. 
Allied Carbon & Ribbon Corp. 
All-Steel-Equip. Co., Ine 
Amer. Engineered Prod. Co. 
Amer. Number. Machine Co 
American Passbook Co. 
American Photo Laboratories 
Amer. Writing Mach. Stores 

Div. 

Ames Supply Co 
Anderson-Hickey Co., Ine 


Art Metal Construction Co. 
Steel Sales 
File & 


Art 


Automatic Index Co. 


B 


Bankers Box Co 
Barkley, C. L., & Co 
Company 


Mfg. 


Bassick 
Bentson Co 
Blaisdell Pencil Co 


Bolens Products Co. 


stright Chair Co 
Bristow, Stanley R. 
Browne-Morse Co 
C 
Clarotype Co., The 
Mfg 


Codo Corp. 
Jollier-Keyworth Co. 


Rib. & 


~ 


‘olumbia Car. Mfg. Co. 


‘olumbia Steel Equip. Co. 
‘ontinental Ink 


‘ook, The H. C., Co 
Right Mfg 


Co 


Corp. 


~ 


Sopy 
‘orona Typewriter 


Mfg. 


Corp. 


~ 


‘orry-J amestown 


‘otterman, |. D 


Cramer Posture Chair Cx 


D 
Index Co. 
Darnell Ltd. 
Mfx. Corp., The 
Works 


Daco Card & 

Corp., 
Dawn 
Dayton Stencil 
Mfg 
Diebold Safe & 


Jos., 


Co 
Lock Co 


Dennison 


Dixon, Crucible Co. 
Downey, C. L., Co. 


Corp 


Eaton Paper 


Works 
The 


ehriich Upholstery 


Esterbrook Pen Co., 


It 
Fair Furniture Co 


. George E., & Co 107, 





Corp 92, 


121 


or 


130 


through the journal. 


G M 
General Fireproofing Co., The Manifold Supplies Co. 41 
52, 53 Markilo Co. 133 
Globe-Wernicke Co., The 19, 101 Markwell Manufacturing Co... 134 
Graff, Geo. B., Co. 107 Master-Craft L. L. Div. Shaw- 
Guide System & Supply Co. 59 Walker 96 
Gunlocke, The W. H., Chair Co. 102 Meilicke Systems, Ine 132 
Melind, Louis, Co. RO 
Met: Speciz es Mfg ‘o 32 
H fetal pecialti Af ( 132 
Metalstand Co. 134 
Hano, Philip, Co. 99 
Meyer & Wenthe, Inc 121 
Hanson Scale Co 135 
Miami Systems Corp. RG 
Harding, Milo, Co. 129 
Michigan Desk Co. 60 
Harter Corporation, The 56 : ; 
Midwest Naturlite Co. 126 
Heyer Corporation, The 137 
; Mittazg & Volger, Inc. 111 
Hotchkiss Sales Co. 94 ‘ 
Monroe Calculating Machine 
Co 105 
I Mosler Safe Co., The 78 
Imperial Desk Co. 50 Mutschler Bros. Co 118 
Imperial Mfg. Co. 98 
Imperial Methods Co. 87 
pe € On ‘ N 
Indiana Desk Co. 116 
‘ . 5 : National Blank Book Co 133 
Ink Specialties Co., Ine. 54 
P : Nat’! Brief Case Mfg. Co. 114 
International Business Ma- sh . ss 
chines Corp. BS Nat'l Office Cushion Co. 135 
New Indiana Chair Co 116 
Niemann, Inc 103 
J 
Jasper Chair Co. 64 
Jasper Desk Co. 110 Oo 
Jasper Office Furn. Co. 130 «©. Old: Town Ribbon & Carbon 
Jasper Seating Co. 129 Co 67, 68, 69, 70 
Oxford Filing Supply Co 83 
K 
Kerr, W. K., Pen Co. 132 P 
Kilian Mfg. Corp 127 Pacific Cb. & Ribbon Mfg. Co 65 
Peerless Key-Imperial Mfg. Co. 98 
L Peerless Steel Equip. Cx 115 
Leopold Co 112 Phillips Process Co., Inc. 131 
Little, A. P., Ine. 118 Photo Materials Co 125 























THE SERVICE BUREAU 






















- of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 





They do, however, offer their services in resolving any disagreements which result from relations established 


Polar Mfg. Company 74 
Polychrome Corp., The 109 
Pronto File Corp. 123 
Q 
Quality Park Envelope Co. 72 
RK 
Rite-Rite Mfg. Co. 132 
Rivet-O Mfg. Co. 135 
Roberts Numbering Mach. Co...127 
Roberts, Weldon, Rubber Co.....122 
Rock well-Barnes Co. 1X 
Royal Typewriter Co 17 
~ 
St. Johns Table Co. 113 
Schwab Safe Co., The 130 
Service Industries, Ine. 133 
Shaw-Walker Co. 96, 104 
Sheaffer, W. A., Pen Co 75 
Sheppard, C. E., Co. 100 
Sherwin Plastic Products Co 82 
Sloane, W. & J. 81 
Smith, L. C., & Corona Type- 
writers, Inc. 13 
Speed Key Mfg. Co. 133 
Speed-O-Print Corp 119, 120 
Standard Office Products Co. _.128 
Stein Bros. Mfg. Co. 115 
Storms, H. M., Co 112 
Sturgis Posture Chair Co. 133 
Sundstrand Back Cover 
T 
Technygraph, The 124 
Toledo Metal Furniture Co, 111 
lriner Seale & Mfg. Co 124 
U 
Underwood Elliott Fisher 
Back Cover 
United Service Organiz’t'n 84, 132 


U. S. Defense Bonds—Stamps..136 
U. S. Typewriter Ribbon Mfg. 
Co. 117 
\ 
Vail Mfg. Co 71 
Van Dyke Industries 124 
Veit Mfg. Co. 135 
Vietor Adding Machine Co 133 
Vietor Safe & Equipment Co... 76 
Vogel-Peterson Co 121 


wW 
Warshaw Mfg. Co 12¢ 
Waters & Waters Branch 128 
Webster, F. S., Co. 2 
Wilson Jones C 91 
\ 
Yawman and Erbe Mfg. Co 106 











For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 


Adding Machine Parts 
Writing Mach 
Co 


Amer 


Ames Supply 


Stores 


Adding Machine Rolls & Paper 


Rockwell-Barnes C« 
Adding Machines 
Writing Mach 


Calculating 


Amer 

Monroe 

Sundstrand 

Victor Adding Mach 
Adding Typewriters 

Underwood Elliott 
Adhesives 
Inks, 


See Adhesives 


Ste 


ine 


he 


r 


res 


Machine ¢ 


Arch and Clip Board Files 


Fox, George E., & Co 
Globe-Wernicke Co TI 
Rockwell-Barnes Co 
Service Industries, Inc 
Shaw-Walker Co. 
Yawman and Erbe Mfg 
Autographie Registers 
Han Philip, Co 
Miami Systems Corp 


Ball Bearings for Drawer Slides, ete 


Kilian Mfg 
Bankers Note Cases 


Corp 


Art Steel Sales Corp 
General Fireproofing 
Wernicke Co 


Safe & 


Globe 


Victor Equip 


Billing Machines 


Underwood Elliott 


Binders, 
Aigner, G. J Co 
Master-Craft L. L 
National Blank Book 
Sheppard, The CC. E 


Binders, 
sankers 

Master 
Sheppard 


tox 
Craft L. L 
The C. E 
String 


Sox Co 


Binders, 
Bankers 
Blank Books 


National Blank Book 


ar 
The 
{ 


Div 


ie 


Fisher 


‘ 


Div 


t< 


( 


Permanent Storage 


Back 


Ba 


Back 


iv 


Catalogue and Periodical 


Rockwell-Barnes Co 
Wilson-Jones Co. 

Blue Print and Plan File Cabinets 
All-Steel-Equip Co 
Anderson-Hickey Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Browne- Morse Co 
Columbia Steel Equip. (*« 
Corry-Jamestown Mfg Corp 
General Fireproofing Co., The 
Globe-Wernicke Co., The 
Peerless Steel Equip. Co 
Pronto File Corp 
Shaw-Walker Co 
Yawman and Erbe Mfg. ¢ 

Bond Boxes 
Art Steel Sales Corp 
General Fireproofing (¢ The 
Globe-Wernicke Co The 

Book Cases 
Art Metal Construction ¢ 
Browne-Morse Co 
Corry-Jamestown Mfg Cory 
General Fireproofing C<¢ The 
Globe-Wernicke Co., The 
Michigan Desk Co 
Peerless Steel Equip. Co 
Shaw-Walker (« 

Yawman and Erbe Mfg. ¢ 

Bookkeeping Machines 
Internat'] Business Machi 
Corp 
Underwood Elliott Fishe I k 

Box Letter Files 
Art Steel Sales Corp 
Globe-Wernicke ¢ rhe 
Rockwell-Barnes Co 

Brief and Zipper Cases 
Master-Craft L, L. Di 
National Brief Case Mfg. Co 


Mfg. Co 


Stein Bros 


100 


Calculating Devices 
Meilicke 
Calculating Machines 
Monroe Calculating 


Systems, Inc 


Machine Co 
Sundstrand 
Victor Adding 

Calendar Pads & Stands 
Fox, George E & Co 

Carbon Papers 

Ribbons 


Machine Co 


See and Carbons 


Card Index Boxes and Trays 
All-Steel-Equip Co 
Art Metal Construction Co 
Art 


Bents« 


ales ( 


Mfg. Co 


Steel S 
Lal 
a Steel Equip. Co 
Mfg 

Fireproofing C« 





Corry -Jamestown Corp 
General 
; Wert 
Guide System and 


il Methods Co 


Equip. Co 


Globe 
Supply Co 
Imperi 
Peerless Steel 
Pronto File 
Walker Co 46 

Warshaw Mf ar 

Yawman and 
Cash Boxes 

Art 


Genera 


Corp 


Shaw 


Steel Sales (¢ 


Fireproofing Co., The 


Casters, Caster Bearings, Slides 
Bassick ¢ 
Darnell Corp 
Kilian Mfg. Cor 


Celluloid Envelopes 


elopes ( 


See Ex , elluloid 
Chair trons 
fassick Co 
tolens Products (« 
Collier-Keyw 
Chair Mats 
Polar Mf ( 
Service Industries Ine 


Office 


Chair Co 


Chairs, 


tright 


General Fireproofing Co 
weke The W. H 


Harter Corp 


Gunl 


Jasper Chair ( 
Jasper 
Michig 
New Indiana Chair Co 
Niemant Inc 
Shaw-Walker 
Sturgis Post 


Toledo 


ure 
Metal Furn. ¢ 
(Posture) 


Chair Ce 


Chairs 
bright 


Cramer Posture Chair Co 


General Fireproofing Co., The 
Gunlocke, The W. H. Chair Co 
Harter Corp 
lasper Chair ¢ 
Jasper Seating C« 
Shaw-Walker Co oF 
Sturgis Posture Chair (« 
Toledo Metal Furn. Co 
Chairs, Tablet Arm 
Jasper Chair Co 
Jasper Seatir cr 
New Indiana Chair Co 
Check Covers & Passbooks 
American Passbook Co 
Checks, Stamped Metal 
Dayton Ster Works 
Meyer & Wenthe, I 
Clip Boards 
See Arch and Clip Board File 
Coin Bags, Trays and Wrappers 
Art Stee Sa s Corp 
Downe ( I ( 
Copyholders 
‘ py Riel \if ‘ 
Dawn Mfg ( I The 
Costumers 
Fair Furt e 
Globe-Wer . ( The 19 


Back Co 


‘orp ” 


Peerless Steel Equip. Co 
Shaw-Walker Co 
Vogel-Peterson (C« 
Crayon 
Dixon, Jos., Crucible ¢ 
Cushions and Pads, Chair 
Fair Furniture C¢ 
Fox, George E., & ( 
Nat'l Office Cushion ¢ 
Polar Mfg. Co 
Cuspidor Mats 
Fox, George E., & (« 
Polar Mfg. Ce 
Dating Stamps 
Amer. Number. Mach. ¢ 
Melind, Louis, Co 
Meyer & Wenthe, In 
Rivet-O Mfg. 
Desk Bumpers 
Fox, George E., & ¢ 
Polar Mfg. Co 
Desk Lamps 
Dawn Mfg. Corp 
Midwest Naturlite ¢ 
Standard Office Product 
Van Dyke Industri 
Desk Pads & Tops 
Aigner, G. J Co 
Fair Furniture ¢ 
Fox, George I & 
Polar Mfg. Co 
Desk Pen & Ink Sets 
Kerr, W. K., Pen ¢ 
Sheaffer, W \ Pen ¢ 
Desk Trays 
Aigner, G. J Co 
Art Metal Construct 
Art Steel (C¢ 
Automatic File & Index 
Corry-Jamestown Mfg 
Fox, George E & 
General Fireproofing ¢ 
Globe-Wernicke Co. rr 
Imperial Methods (¢ 
Peerless Steel Equip. ¢ 
Shaw-Walker Co 
Yawman and Erbe Mf 


Desk Work Distributors 


Art Steel Sale Corp 
Bristow, Stanley R 
Fox, George |} & 
Globe-Wernicke Ce I 
Polar Mfg. ¢ 
Victor Safe & Equip. ¢ 
Desks 
Art Metal Constri 
Art Steel Sales Corp 
Automatic File & Index 
tentson Mfg. Co 
srowne-Morse ¢ 
Columbia Steel Equipment 
Corry-Jamestown Mfg. ¢ 
General Fireproofing ¢ 
Globe-Wernicke (C¢ The 
Imperial Desk Cc 
Indiana Desk Co 
Jasper Desk Co. 
lasper Office Furn. ¢ 
Leopold 
Michigan Desk ¢ 
Peerless Steel Equip. ¢ 
Shaw-Walker Co 
Sloane W & J 
Victor Safe & Equ ( 
Yawman and Erbe Mf 


Duplicating Machines & Supplies 


Amer. Writing Mact 
Columbia Rib. & ¢ 
Harding, Milo, ¢ 
Heyer Corporati rm 
Ink Specialties ¢ 
Manifold Supplie ( 
Mittag & Volger, Ir 
Polychrome Cory T! 
S h I ( & 
Sp 1-0O-Pr ( I 
I nygrapl I 

\ r Sa «& | 


ws 


I) 


( 


Envelopes 


Globe-Wernicke Co., The 49, 101 

Quality Park Envelope Co 7? 
Envelopes, Celluloid 

Markilo Co 133 

Veit Mfg. Co 135 
Eradicators, Ink 
« Heyer Corp., The 137 
Erasers, Rubber 

Blaisdell Pencil Co 128 

Dixon, Jos., Crucible Co. 77 

Roberts, Weldon, Rubber Co. 122 
Eyelets & Eyelet Fasteners 

Rivet-O Mfg. Co 135 
Fanfold Continuous Forms 

Co 99 


File Boxes, Collapsible Corrugated 
Box Co 66 


Philip, 


sankers 








Barkley, ¢ L., & Co &5 
Globe-Wernicke Co., The 19, 101 
Guide System & Supply Co 59 
Oxford Filing Supply Co 83 
Pronto File Corp 123 
File Boxes, Metal 
All-Steel-Equip. Co 73 
Art Metal Construction Co. 63 
Art Steel Sales Corp 92, 93 
Corry-Jamestown Mfg. Corp 57 
Globe-Wernicke Co., The 49, 101 
Peerless Steel Equip. Co 115 
Pronto File Corp 123 
Rockwell-Barnes Co 48 
Shaw-Walker Co 96, 104 
Standard Office Products Co 128 
Victor Safe & Equip. Co 76 
Filing Cabinet Ball & Roller Bearings 
Kilian Mfg. Corp 127 
Filing Cabinets, Insulated 
Mosler Safe Co., The 78 
Shaw-Walker Co 96, 104 
Victor Safe & Equip. Co 76 
Filing Cabinets, Metal 
All-Steel-Equip. Co 73 
Anderson-Hickey Co 90 
Art Metal Construction Co 63 
Art Steel Sales Corp 92, 93 
Automatic File & Index Co 132 
Bentson Mfg. Co 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 
Columbia Steel Equip. Co 95 
General Fireproofing Co., The..52, 53 
Globe-Wernicke Co., The 9, 101 
Peerless Steel Equip. Co 115 
Pronto File Corp 23 
Shaw-Walker Co 3, 104 
Victor Safe & Equip. Co. 76 
Yawman and Erbe Mfz Co. 106 
Filing Cabinets, Wood 
All-Steel Equip Co. 7 
Art Metal Construction Co. 63 
Art Steel Sales Corp 92, 93 
Columbia Steel Equipment Co 9 
General Fireproofing Co., The 92, 53 
Globe-Wernicke Co., The 19, 101 
Imperial Methods Co. 87 
Indiana Desk Co 116 
Michigan Desk Co 60 
Shaw-Walker Co 96, 104 
Victor Safe & Equip. Co 76 
Yawman and Erbe Mfg. Co 106 
Filing Supplies 
Aigner, G J Co. 10 
Art Metal Construction Co 63 
Barkley ( L., & Co gy 
Brow! Morse Co 127 
Corry-Jamestown Mfg. Corp a7 
Daco Card & Index Co 134 
General Fireproofing Co., The 52, 53 
Globe-Wernicke Co., The 19, 101 
ide System & Supply Co 59 
Imperial Methods Co. 87 
Oxford Filing Supply Co. RS 
Pronto File Corp 12: 
Quality Park Envelope Co 72 
Rockwell-Barnes Co 18 


THE CLASSIFICATIONS 
(Continued on page 6) 
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THE CLASSIFICATIONS 


(Continued from page 5) 
Shaw-Walker ( } o4 
Veit Mfg ( 

Victor Safe & Equip. ¢ 
Warshaw Mfg. Co a 
Yawman and Erbe Mfg. Co 06 


Filing Tables 


Toledo Metal Furniture (¢ 
Finger Pads 
Melind, Louis, Co 80 
Folders (See Filing Supp 
Fountain Pens 
Esterbrook Ver Co 130 
Kerr, W. K Pen Co 132 


Sheaffer, W A Pen ¢ 


Gummed Cloth Rings 


Dennison Mf Co ay 
Graff, Geo. B., Co 07 
Warshaw Mfg. Co 1 2¢ 


Gummed Tape 
Mfy Co x9 


Dennison 


Gummed Tape Sealing Machines 
Metal Mfg a 132 


Specialtie 
Index Card Signals 
Cook, H. ¢ 


Graff 


Co ] 
Geo. B ( 7 
Safe & 
Index Tabs 
Aigner, G J 
Barkley, ¢ L 
Globe-Wernicke Co., The 19, 10 
Guide System & 
Markilo Co 
Master-Craft L. L ) 
Melind, Louis, (¢ 80) 
Walker 
Sheppard, The ¢ 
Veit Mfg. 
Victor Safe & Equip. Co Tf 
inks, Adhesives, Ete 
Continental Ink Co 
Mfg. Co gu 
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Ehrlich Upholstery Works 7 
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Storage and Transfer Cases 
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NIS A 
BANNEREPAN 
The rate for classified advertisements is 


SITUATIONS WANTED 


Typewriter Salesman, 22 years’ 


OFFICE ; L 
experience, manage branch, handle repairs, desires connection 


EQUIPMENT and 


with future, California or vicinity. Address F-62, care Office 
Appliances, Chicago 

ALL MAKES TYPEWRITER MECHANIC with twenty years 
experience, which includes adding and other machines, will 
be open for new connection soon. Available only because 
present employers are entering armed service. Prefers 
medium or small size city in one of the central states. Will 
work on salary or 40-60 basis Dependable, good habits, 
conscientious worker, a non-drinker Address "-§1, care 
Office Appliances, Chicago 

SALESMEN WANTED 

WANTED—Experienced inside salesman or saleslady with 
a thorough knowledge of office supplies and equipment for 
a stationer and office outfitter in South Texas. Address T-184, 


care Office Appliances, Chicago 


SALESMAN WANTED: To sell a most complete line of albums 


for photo and commercial purposes. These are most attrac- 
tive and low in price. Write for complete details. Amberg 
File and Index Company, Kankakee, Illinois 

WANTED: MAN THOROUGHLY FAMILIAR with sales of 
office furniture to take care of office furniture department of 
large stationery store in Ohio. Write details of experience 


Address T-183, care Office Appliances, Chicago 


and references 


WANTED: Salesmen of good character and systems selling 
experience, to represent leading manufacturer selling Army 
and Navy exclusively. Write T-181, Office Appliances, Chicago, 


MECHANICS WANTED 


State age experience etc 
W. J. Crowley Company, 
Wisconsin 


MECHANIC 
Confidential 
Milwaukee, 


ELLIOTT FISHER 
Excellent opportunity 
134 Caswell Building 


mechanic with some 


and cash registers 


POSITION for typewriter 
adding machines, portables, 


PERMANENT 


experience on 


(Optional). Selling ability desirable, but not necessary. Must 
be of good personal habits and not subject to draft. Answer 
fullv stating age, experience and salary expected. Wonderful 
opportunity with commissions on inspection contracts, ete 


Our mechanic knows of this ad as he is drafted and due for 


Pengad Bldg fayonne, N. J 


service soon Pengad Corp., 

MECHANICS WANTED, one each, Typewriter, Adding Ma- 
chine, Cash Register. Sales ability desirable. $35 weekly 
salary plus commissions Muncie Typewriter Exchange, 


Muncie, Indiana 


ADDING MACHINE MECHANIC also Typewriter, Address- 
ograph, Multigraph Mechani« Good salary Pruitt Office 
Machines, 425 N. LaSalle, Chicago 
REPRESENTATIVES WANTED 

REPRESENTATIVES WANTED—Manufacturer of ribbons, 
carbon paper, inks and stencils, well established, one of the 
oldest in the industry, requires representation in various open 
territories from Coast to Coast Addres Ben Zurns, 1517 
Central Avenue, Far Rockaway, Y 

TRADE SCHOOLS 
Weber Typewriter Mechanics School 4 simplified Practical 
Homestudy Course. Our students now operating their own 
business. Division 2, Canton, Ohio 

SALES LETTERS 
LETTERS WILL BUILD SALES: For years I have built letters 
that pull sales You need then nore than ever now Send 
me vour data for new letters, or unsuccessful letters for 
reshaping. Particulars on request. Address H. M. Goldthwait, 
1659 Broadway, Denver, Colt 


FOUNTAIN PEN REPAIRING 


ALL MAKES Pens, Pencils, Desk Sets, etc. Repaired—usually 
12 to 24 hour service. Standard prices. Welty Pen & Repair 
‘o., 38 So. State St., Chicago 


N 


) tOR SALE 


eight cents a word, minimum charge, $1.60. 


ADDING MACHINE PARTS, TYPE, ETC, 


LARGE STOCKS of new and used Adding and Calculating 


Machine Parts available Quotations furnished on specific 
parts upon request. I. A. Dehn, Jr., 1643 101st Ave., Oakland, 
Calif 


DUPLICATOR SUPPLIES 
DUPLICATING INKS, two grades, all colors. 
of hectograph gelatin, 1, 5 and 10 lbs. cans. 
on boards which do not require any melting. 
Co. Inc., 884 Broadway, Bayonne, N 


Complete line 
Gelatin sheets 
Pengad Mfg. 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Cal- 
culating Machines, Dictaphones, Ediphones, bought and sold. 
Chicago Office Appliance Co., 529 S. Wells St., Chicago. 


ELLIOTT-FISHER Machines, Adding Machines, Comptom- 
eters, Burroughs and Monroe Calculators, Typewriters and 
all office machines bought and sold. Teeter-Warsh Co., 849 
N. 3rd Street, Milwaukee, Wisconsin 


BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping 
Machines, Comptometers, all makes calculators bought and 
sold. Dorrell-Markel, 93 S. 11th, Minneapolis, Minn. 


BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Ma- 
chines, Kardex All types office machines bought and sold. 
Fort Pitt Typewriter Co., 644 Liberty Avenue, Pittsburgh, Pa. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington 
Accounting Machines, and everything in the office machinery 


line. State model, serial number and we will quote highest 
cash prices. International Office Appliances, Inc., 326 Broad- 
way, New York City 


ELLIOTT-FISHER machines, calculating machines, adding 
machines—all office equipment, bought and sold. W. J. 
Crowley Company, 434 Caswell Bldg., Milwaukee, Wis. 


BURROUGHS, Moon Hopkins, Comptometers, Bookkeeping 
Machines, Bought and Sold. H. T. Carroll, 547 So. Dearborn 
St., Chicago 


DICTAPHONES—EDIPHONES—Foremost specialists in re- 

building, sales and purchases of dictating equipment. Write 

for catalog. American Dictating Machine Co., 235 Fifth Ave., 
‘3 


New York, N. 

KARDEX, ACME, all makes used visible filing equipment. 
Thousands of reconditioned cabinets, panels, books, always 
on hand. Special service and prices to dealers for purchase 
or sale Get our quotations Chas. §S. Nathan, Ine, 548 
Broadway, New York 


VISIBLE EQUIPMENT bought, sold and exchanged. We spe- 


cialize in rebuilt Kardex, Acme and International Visible 
Factograph cabinets, as well as other makes. We can supply 
new improved brass shift rods (that will not break), for 
International cabinets, also cards and card holders. Have 
available credit authorization equipment in one line tube 
panels, and 5x1™% pocket panels, for reasonable prices. Write 
and tell us what Visible 


Equipment you need or have fer sale. 
Special a 2 4 North 


Street, 


Dealers 
Mo 


prices to Heineman, 


St. Louis, 


Eighth 


KARDEX, ACME, POSTINDEX, etc., visible filing equipment 
of all types bought and sold. We specialize in this fleld and 
offer full cooperation to dealers. Commercial Card System, 
135 Grand St., New York City 


GUARANTEED REBUILTS, KARDEX, other visible systems, 
attractively refir thoroughly rebuilt for years of addi- 
tional service, moderately priced. Used equipment also bought 
and exchanged. Universal Office Equipment Co., 561 Broad- 
way, New York, N. Y 


ished, 


ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, 


Sealers, Folders, Typewriters, Adding Machines. Write for 
FREE Money Making Circular. Pruitt Office Machines, 527 
Pruitt Bldg., Chicago 

WANTED TO BUY Business Machines. All makes. (Hand 
or electric) Cash registers, Adding Machines, Calculators, 
Cash registering machines (with adder & cash drawer com- 
bined). Send list and prices. Muncie Typewriter Exchange, 
Muncie, Indiana 

WANTED TO BUY FOR CASH—International Payroll Ma- 
chines. Address T-182, care Office Appliances, Chicago. 
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~NEW TRADE LITERATURE 








(Catalogues, pamphlets, broadsides, folders and other publicity 
materials recently released) 


The G. J. Aigner Company, Chicago, has released some printed material 
under the title, “Sectionalized Sales Promotion,”’ bound in a_ third-cut 
correspondence size folder tabbed “Aico Products and Service.’ Five of 
the eleven sections or units that will eventually make up the complete 
catalogue are included in the present release. A gummed slip on the 
inside of the front of the file folder carries a statement indicating tha 
the other units will be Under a covering sheet which 
effectively spotlights the word “indexing” is Unit A—General Information 
It tells about the company and its backgrounds, gives suggestions 
how to order, explains telegraph codes and lists indexes and subdivisior 
The four other sections devoted to products, are as follows: Unit B 
Post Binder indexes; Unit C-—-Ring Book indexes; Unit E, Special Use 
indexes, and Unit G—Aico-Grip products. Sections to come later include 
Unit D-—-Memo Book indexes; Unit F--Index Tabs and Supplies; Unit H 
File and Card Guides; Unit I—Index Specialties and Services; Unit J 
Cellulose Envelopes and Specialties, and Unit K-—Visual Display Binders 
With several of the units in color and all of them thoughtfully designed 
to provide information and inspiration, the ensemble measures up to the 
“Sectionalized Sales Promotion.” 


available soon 


words 
received the company has issued Unit J 
ideas for Aico cellulose 


¢ 


protectors, roll and sheet 


above material wa 
which contains descriptions, prices and = sales 
ecard holders, shop ticket holders, sheet 
cellulose and windows and inserts 

The Dennison Manufacturing Company, Framingham, Mass. has re 
cently published and distributed to dealers a new issue of its well-knowr 


Since the 


booklet entitled “Display Ideas As in previous issues, the booklet is 
created for the purpose of helping stationers design better display 
windows during the easons of the year as well as for special events 
tecause of a growing scarcity of other materials the booklet features 
crepe paper as an ideal window dresser and aptly proves its point by 


presenting several excellent illustrations with accompanying text Phe 
seasons and occasions covered by these illustrations are exemplified by 
the captions which head the text, among which are the following 
Spring’s the Thing” Fourth of July Mother's Day”, “For Gradu 
ition’, and “Wedding Gifts Included also are some valuable tips on 
color combinations and tube variations. Copies of “Display Ideas’ are 
ivailable on request to the company, and a new issue of the 
is published three times a year 

The Duplico Manufacturing Company, 65 Mine street, New 
ny. J makers of typewriter supplies, has recently published a new book 
let describing its line of products, including ribbons, carbon papers 
stencil ink stencils, et« Copies are available on request to the firm's 
sales department at the address given above 

Monroe Calculating Machine Company.— Devoted to picturing and de 
cribing the firm’s recently built and equipped Munitions Production unit, a 
new and handsome brochure has been issued to the trade by the Monroe 
Calculating Machine Company, Orange, N. J. Enclosed in an attractive 
three-color cover, and entitled “Building for Today—and Tomorrow,” the 
booklet contains only eight pages, two of which (a center spread) show the 
new Monroe structure in color, with a descriptive caption reading: ‘‘New 
War-Production Building at Plant of Monroe Calculating Machine Company 


booklet 


Brunswick 


Orange, N. J." Preceding the descriptive text is an explanatory state 
ment over the signature of President E. F. Britten, Jr., which declares 
that Monroe presents the brochure with a feeling of “pride, because 


the new building represents another step in our business growth . ind 
honor, building we find expression of a privilege to serve 
ll of us, in the present emergency, may 


because in the 
our country, a means whereby all 
ontribute our utmost to the cause of victory.’ 

The Sanford ink Company, Congress and Peoria streets, Chicago, has 

ued a new and attractive catalogue covering its lines of writing inks 
ind adhesives The cover is in three colors and bears the inscription 
Established in 1857."" There are twenty-six pages on Wire-O binding to 
which is also attached a special fibreboard strip, punched for loose leaf 
so that if desired the front cover of the catalogue can be turned back and 
the entire catalogue then inserted in a ring book. Many of the Sanford 
products are fllustrated and there is an alphabetical index in the front 
ind a numerical index in the back. The latter is very well arranged wit} 
irge, clear type and gives, for each item, the weight per price unit, iter 
which the item may be found 





number price ind page n 


—_————— 


Current Corporation Reports 


ordered a dividend of 25 cents a share on 
0) cents declared three months ago and 
(New York Times, May 138, 1942.) 


The Dictaphone Corporation 
stock, compared wit! 
cents ordered at this time last vear 


the common 


fiscal vear had 

the 5 per 
advised the 
Such earnings 
] 


Eversharp, Inc., in the first two months of the new 
earned in excess of the full year’s dividend requirements on 
preferred stock, Martin L. Straus, president 


cent svo par 
it their first annual meeting yesterday 


stockholders 


would exceed $69,528 on the basis of the presently outstanding preferred 
shares The company reported for the last fiscal year net profit of 
$365,276, equal after preferred dividend requirements to $2.52 a commoar 
share (Chicago Sur May 20. 1942.) 


Janesville, Wis... 


realized a net income of $885,416, equal 


Parker Pen Company, vesterday reported that in the 


fiscal vear ended February 28 it 
to $4.38 a share, compared with $530,390, or $2.70 a share, in the preceding 
year Kenneth Parker, president of the company, said sales increased 


mainly because of a vast increase in letter writing by and to members 
armed forces.’ Parker Fountain Pen Company, Ltd., of Toronto 
had a profit of $76,326, and pen sales in the Dominion were 70 per cent 
larger than in the preceding year, the report showed The Canadian 
unit is devoting 75 per cent of its efforts to munitions production, Parker 
rribune, May 6, 1942.) 


of the 


said. (Chicago 
Directors of the W. A. Sheaffer Pen Company, Fort Madison, Iowa, last 
nth declared and paid a regular dividend of fifty cents and an extra 


dividend of twenty-five ents Payment was made on May 25 to all 
mon stockholders of record May 15 \ similar total was paid ir 
the same quarter of last vear 


Smith (L. C.) & Corona Typewriters, Inc.-.March quarter 
77 ifter preferred dividends, to $1.41 each on 276,2 
: 2 common share last yea! 


Times, May 8, 1942.) 


Net profit, 
S408 577 equal, 87 shares 


or &S1.46 


(New York 


mmon st k igainst S42 





Ssaies s ) 44 iga t S3,Seé 


BUSINESS OPPORTUNITIES 


Wants Catalogues...The Office Machine 

Company, which is owned and operated by James V. Proctor, at 527 
Seventh street, Des Moines, Iowa, is seeking catalogues from manu 
facturers in the office supply and equipment field. The firm, which in 
the past has been confined principally to the sale of carbons, ribbons, 
ls and inks, has had numerous requests for all types of supplies 


tencils 
ind for that information on all available sources of 


Des Moines Dealer 


reason desires 


Ae Firm Ask for Catalogues from Office Supply Manufacturers...A. M. 
Hardin recently organized the Hardin Office Equipment Company at 209 
Miami avenue, Miami, Fla 4 request has been received from 
him for catalogues of all types of office supply items. Address mailings 
to the attention of Mr. Hardin 

_ i oe ———_—— 


Heimann Sees U. S. Credit and Resources as Prosperity 
Keystone in Post-War Era 


Despite the war's adverse effect on America’s living standards, the post 
war interdependence of nations will tend to lift the standard of living 
mankind throughout the world, Henry H. Heimann, executive manager 
f the National Association of Credit Men, declared this morning in his 
kevnote address, “Credit for the Duration—-and After!"’, before the 47th 
Annual Credit Congress of the National Association of Credit Men. 
With this prediction, Mr. Heimann cautioned the 1,500 credit and financial 
executives from forty-four states in attendance at the Netherland Plaza 
Hotel, that ‘“‘we must not overlook the fact that those nations which 
ire best able to produce will make the greatest contribution. 

It will need’’, he said, “the combined efforts of productive ability and 
redit facilities to bring to the world a realization of just what the better 
way of life means. 

The course of credit parallels the civilization Let us 
therefore have the courage to use our credit judiciously once the struggle 
has ended. Let us bring relief to the suffering abroad. It will be bread 

ist upon the waters, for it will return to the world an appreciation of 
the things that are noble and good, things that follow the doctrine of the 
Man who preached a message of brotherly love that has survived through 
ill the ages 

Let us thoroughly understand, as we could never understand in any 
peacetime period, that all of the material resources of the world are of 
no value unless they are used for the purpose of contributing to a better 
way of life The exception to this must necessarily be their con 
tribution to the struggle to maintain our ideal of a better way of life. 

If we have this vision before us, and if we have the courage to put 
into effect these credit policies, then it can truly be said that the likelihood 

1 long peaceful era is a quite reasonable expectation. 

{ man who has an opportunity to work, to clothe and feed himself 
ind his family, to provide them with adequate shelter, is not a subject 
ipon which dictatorship can thrive He tills no soil from which arise 
the poisonous weeds of doom and destruction. He gathers, instead, the 
blossoms of prosperity and peace that spring from the soil of freedom 
ind human destiny 

These are the goals that should be constantly before us. The ideals can 
be reached, and we in this country—you and I—can play a major part 
in attaining them.” 

One of the very important home front economic battles that we have 
faced, Mr. Heimann said, is that of rising price structures to the point 
serious inflation 


South 


progress of 


f 


Sacrifice By All 
It is idle to speak of control of inflationary forces if we approach our 
program in a cowardly fashion’, he warned. “This war entails sacrifice, 
not for the other fellow, but for you and me, for every living human being. 
No segment of our people, irrespective of their political strength or 
their bellicose attitude, or their blustering demands, should escape this 


sacrifice—nor can they escape it if we are to be successful. 
4 price control program cannot work in three spheres if it leaves a 
fourth uncovered. It cannot apply to the middle class and miss the wage 


farmer, or the extremely wealthy. Limitations of profits are 
Limitations of food costs and rationing 


earner, the 
limitations of wages 
ire part of a controlled economy 
We do not wish these unnatural restrictions in eras of peace. We 
recognize they violate sound economic laws—but so does war And even 
ready to acquiesce In some measure of 


part of 


the most conservative must be 
ition of economic laws in the interest of defending our economic system 
e we must stand back of a price control program, constantly correct 
its weaknesses, and courageously make it all-inclusive. 
Equity Essential 

Convince the American people that the burden is equally distributed 
iccording to their ability and they will meet any call for sacrifice. This 
will follow, whether the takes the form of heavier tax bills, 
restricted use of peacetime goods, savings programs or physical effort 

But the burden must be placed as equitably as possible or, in the end, 
machinery out of adjustment and disrupt our 


sacrifice 


it will throw our economik 
forces of production 
In the matter of self-denial and unselfishness, let us be honest in our 
nduct. The rationing program now in effect would in many instances 
be less severe if hoarding and selfishness had not been the order of the 
sacrifice is a definite contribution to 


y A rush to escape the commor 
the cause of dictatorship 

“We cannot in this period argue about dictatorial fine-points because 

cing dictators on the field of battle, our democratic way must be flexible 
enough to permit, for a limited period of time, the use of sterner policies 
And if we join in these efforts and accept these hardships, 


d practices. 
right to demand a return to the peaceful way of life 


then we have the 
known.”’ 


‘ } \ 
ve ive 








MISSING MACHINES 


The following companies ask dealers everywhere to be on the lookout for 
office machines (described and numbered beside the firm’s name) which 
are reported lost, stolen or strayed. Information concerning the where- 
abouts of these machines should be forwarded to the company concerned 
at the earliest opportunity. 


Standard Typewriter & Supply Company, Shenandoah, ltowa. 





Burroughs 


dding machine, style SOS01, serial number, 1098618. This machine 1s 
reported stolen from a local law office Information should be sent to 
the above company at World building, Shenandoah, Iowa 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, | 
LD. C., for ten cents each in cash, postofiice | 
money orders or certified check. Stamps and 
personal checks not accepted. 





280,145. Lower Margin Indicator for Typewriters. 
d F. Drabick, Seattle, Wash., assignor of one 
third to George E. Bradner and one-third to Her- 
bert O. Landon, both of Seattle, Wash Application 
1939, Serial No. 297,574 Granted April 





Fastener. Daniel A. Brennan, Chi 
f ; Elmer L. Zwickel, executor of said Daniel HH : 0 0 . ‘ 
A. Brennan, Chicago, Il.; Elmer L. Zwickel, execu 5 
tor of said Daniel A. Brennan, deceased, assignor af Hitt _.9- 22.8 8 8 2280920 
to Acco Products, Inc., Long Island City, N. Y a m P.. be 
corporation of New York. Application June 21, 1939 =e 
Serial No. 280,267. Granted April 21, 1942 2280772 2,280,874 

2 280,409 Manifold Assembly. John R. Keeley ’ ’ 
Chicago, IL, assignor to International Tag & Sales 
book Company, Chicago, Ill., a corporation of Illi 
nois. Application May 19, 1941, Serial No. 394,133 
Granted April 21, 1942 

2,280,702. Typewriting Machine. George F. Hand 
ley, Glendale, N. Y assignor to Royal Typewriter 
Company, Inc New York, N. Y., a corporation of 
New York Application January 18, 1941, Serial No 
375.061 Granted April 21, 1942 

2,280,772 Copyholder. Nugent Dodds, Washing 























ton, D. C., assignor to Alfred M. Houghton, Wast ae - 
ington D ( Application November 20 1940 2281322 ‘ 
Serial No. 366,486 Granted April 28, 1942 

2,280,808 Typewriting Machine. jernard J 2280958 2.281463 





Dowd and Henry J. Hart, West Hartford, Conr 
assignors to Royal Typewriter Company, Inc., New 
York, N. ¥ a corporation of New York Applica 
tion March 14, 1941, Serial No. 383,442 Granted 
April 28, 1942 

2,280,874. Indexed Book or the Like. | 
Yonaka, Algonac, Mict Application July 26 
Serial No. 286,709 Granted April 28, 1942 

2,280,920 ie a ae Machine. Walter W. Land 


siedel Elmira N assignor to Remington Rand “ fi ‘fl TE 










H 
1939 





Inc tuffalo, N : a corporation of Delaware 

Original application April 6 193¢ Serial N« 

73.020 Divided and this application March 17, 1939 

Serial No. 262,351 Granted April 28, 1942 2.281.486 
2,280,958 Cash Register. James W. Kelly, Day 

ton, Ohio, assignor to The National Cash Register 

Company, Dayton, Ohio, a corporation of Maryland 

Application May 20 1939 Serial Ne 274,675 

Granted April 28, 1942 
2,281,067 File Follower Plate. Ed. Bergman 


New York, N y assignor to Art Steel Company 
Ine New York, N. Y a corporation of New York 
Application December se 1940, Serial No. 370,371 " 
Granted April 28, 194 


2,281,322 es ~ Machine Anvil William G 

















Pank onin, Chie Il Original application Sep ‘ 
tember 2¢ 1040, Serial No. 358,439. Divided and | . 
this application April 11, 1941, Serial No. 388,011 | 
Granted April 28, 1942 
2.281.463. Divider for Filing Drawers. Clarenc 
W Straubel, Youngstown, Ohio, assignor to The 
General Fireproofing Company, Youngstov Ohi 4 
corporation of Ohio. Application June 6, 1941, Serial 
No. 396,953. Granted April 28, 1942 | 
2,281,486 File Box Closure Fastening Harry 
L. Fellowes, Chicago, Tl assignor to Bankers Box 
Company Chieago Ill a corporation of Illinois | 
Application September 15, 1939, Serial No. 294,99¢ | << 
Granted April 28, 1942 » 4 
2,281,557 en Machine. Stephen A. Crosby +. 
lacksor Heights issignor to Speed Products  £ ¥ 
Company New ek ai Y isolicatien July 10 
1930. Serial No. 283,692. Granted May 5, 1942 2282062 2,282,565 
2,281,688 Ribbon Attachment for Typewriters for ‘ 
Making Duplicate Copies. Josefine Rosa Geser 
Zurich, Switzerland Application August 8 1939 2282020 
Serial No. 289,078. Granted May 5, 1942 | 
2,281,742 Adding Machine Charles H. Bradt } 
Groton, N. ¥ assignor to L. ¢ Smith & Corona 
Typewriters, Ince Syracuse i a corporation of > 
New York Application November 2, 1939, Serial Me 
No. 302,505 Granted May 5, 1942 4 
2,281,851 Printing Mechanism for ae Ma- +7 uhhh ne 
chines. Thomas O. Mehan, Chicago, TIl., assignor ‘ , 
to Victor Adding Machine Co., Chicago, Tl a f IH \° 
poration of 1 linois Application February 1, 1937 y} 4} I. hte 
Serial No, 123,320. Granted May 5, 1942 tt | IF 7] 
, Duplicating Machine. Ernest J. Bras yd ul 2,282,840 
tka, Ill., assignor to A. B. Dick ¢ : Li Te 2,282,630 
) l a corporation of Illinois Ap e 
uary & 1940 Serial No 312,849 2,282,610 
7 1942 


Time Recorder. Frederick Q. Rast 
ae assignor to International Busi 2.282574 


Corporation New York N y 


ff he 





oratior New York Application July 7, 1938 
Serial No. 217,95 Granted May 5. 1942 
82,020 Means for Connecting Sound Tubes to 
Dictating Machines. Theodore H. Beard and Joseph < =] 
M. Luearelle Bridgeport, Conn assignors to Dicta - 4 
phone Corporatior New York, N. Y¥ a corporatior 
f New York Applicatior November 2 1940 





Serial No. 367.243. Granted May 5, 1942 2.282.976 ‘SA eC 
2.282 062 Envelope Ope aymond ewett ' " 
tir Ter teers of Hi ag rear ¥ a4 2.282994 2,28 3,062 


1941. Serial No. 395,302. Granted Ma 1942 2,283,107 





























282,4 Sheet Feeding Mechanism for Ac- 
cunition Machines. Osear J Sundstrand West 
Hartford Conn assignor to Underwood Elliott an = sa ii es at Sen 
Fisher Company New York N. ¥ a corpo ” 
of Delawi ire Application June 3, 1940, Serial 
8.509. Granted May 12, 1942 04,104. Granted May 12, 1942 Elliott Fisher Company, New York, N. Y., a cor 
2,282,565 seed Leaf Binder. William H. Crow 2,282,737. Printing Transferring Machine. Albert poration of Delaware Application September 16, 
West Spri ld, Mass Application Febr W. Mills, Endicott, N. Y., assignor to International 139, Serial No. 295.296. Granted May 12, 1942 
1941 _Serial No 379,208 Granted May 12, 1942 Business Machines Corporation, New York, N. Y 2,283,062. Tilting Chair Mounting. Walter F 
2,282,574 Drafting Pencil. Gerald K. Halbasel 1 corporation of New York Application May 8 Herold sridgeport, Conn., assignor to The Bas 
eld, I Application July 28 441, Serial Ne { : No. 392.409. Granted May 12. 1942 sick Company, Bridgeport, Conn., a corporation of 
7 Granted May 12, 1942 Fountain Pen. Kussell T. Wing, Ex Connecticut Application June 15, 1939, Serial No 
610 — — Copy ae Unit. Howar Application October 3, 1941, Serial 279,318. Granted May 12, 1942 
liar tother Chicago n t nM Granted May 12, 1942 2,283,107 Eraser for Pencils and Holding —_— 
"4 Serial Ne 9S, S25 ranted “May 2, 1942 2,97 Loose Leaf Binder. Alfred M. Martir Therefor. Horace B. Van Dorn, Maplewood, 
4 Book Reference “Calendar. Orion P Park Ridge. Il Application May 31, 1940, Ser assignor to Joseph Dixon Crucible Company —— 
St Paul Minr assig Brown & No 8.063 Granted May 12, 1942 City, N. J., a corporation of New Jersey Applica 
St. Paul, Minr a corporation of Minne 2,282,994 Typewriting Machine Willian \ tion May 22, 1941, Serial No. 394,586. Granted 
i ation November 13 19 ’, Serial No Dobson, Wethersfield, Conn assignor to Underwor May 12, 1942 











THE STAR SPANGLED BANNER 


FLOATING high over field and factory, 
proclaiming a united people grimly engaged 
in the task of defending the freedom at- 
tained through sacrifice, toil and single 
hearted purpose of the founding fathers, 
the flag of the United States of America 
symbolizes anew the deep and abiding loy- 
alty to a nation where justice, liberty and 
opportunity prevail for all. Flag Day, June 
14, stirs minds and hearts again to thought- 
ful recollection of the year 1777, when the 
Star Spangled Banner was adopted as the 
emblem of a free people, imbued with an im- 
perishable conviction that the principles of 
democracy are worthy of unswerving adher- 
ence and, if need be, supreme sacrifice. May 
outward observances of the day implant in 
every heart a reconsecration to the cause of 
liberty and a firm resolution to take the 
initiative in participating in the tasks that 


lie ahead. 


Mural by Artist Robert H. Van Liski, presented through the courtesy of 
the American-Marietta (Paint) Company. 
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Basic Featurs of the 
GENERAL MAXIMUM PRICE REGULATION 


GU Retailers in Office Equipment. 


IGID government controls for 

the war’s duration over retail 
and wholesale prices and rents 
were announced April 28, 1942, by 
Price Administrator Leon Hender- 
son. 

In a single sweeping order—the 
General Maximum Price Regula- 
tion—the administrator set the 
highest prices charged in March, 
1942, as an absolute ceiling over 
virtually everything that Ameri- 
cans eat, wear, and use. The only 
exemptions are a limited list of 
food commodities. Companion or- 
ders paved the way for Federal 
control of rents in 302 defense 
areas in 46 States and Puerto Rico, 
housing more than 176,000,000 per- 
sons, and set separate ceilings for 
a broad range of commodities and 
products. 

Highlights of the order include: 

(1) Beginning May 18, retail 
prices, with a few exceptions, were 
fixed not to exceed the highest 
levels which each individual seller 
charged during March 1942. 

(2) Beginning May 11, manufac- 
turer and wholesale prices and the 
prices for wholesale and industrial 
services were fixed not to exceed 
the highest March levels for each 
seller. 

(3) Beginning July 1, no one 
may charge more for services sold 


Qwusdiction 


at retail in connection with a com- 
modity than he charged during 
March. 

(4) Effective April 28, all retail- 
ers, wholesalers, manufacturers 
and sellers of services were re- 
quired to preserve existing records 
of sales made during March for 
maximum pricing purposes when 
the ceiling went into effect. 

An outstanding requirement is 
that every retail store must pub- 
licly display the ceiling prices for 
selected “cost-of-living” commod- 
ities on and after May 18. These 
include tobacco, drugs, toiletries 
and sundries; apparel and yard 
goods; certain fresh foods, canned 
foods, groceries and household 
sundries; household furniture, ap- 
pliances and furnishings; hard- 
ware and agricultural supplies; ice 
and fuel. None of these are in the 
normal stock of the average com- 
mercial stationer, office equipment 
or office machine dealer. Conse- 
quently, price posting, which is re- 
quired for “cost-of-living” com- 
modities, is hardly a problem in 
this field. 

Another important feature is 
automatic licensing of all retail- 
ers and wholesalers, effective as of 
the date the ceiling applies to 
their articles or services. In other 
words each retailer should con- 


and Supplies Fucld Under Its 


sider himself licensed as of May 
18 and each wholesaler as of May 
11. Later, wholesalers and retail- 
ers will be required to register in 
writing on forms which OPA will 
provide. 


Commodities and Services 
Covered 


The general regulation applies 
to prices at all levels—manufac- 
turer, wholesale, and retail—of 
every commodity or product, do- 
mestic or imported, that is neither 
covered by a separate OPA regu- 
lation or specifically excluded. All 
services connected with commodi- 
ties also come under the ceiling. 

Prices on literally millions of ar- 
ticles of all sorts are, by the regu- 
lation, automatically controlled. 
Prices on relatively few products 
are exempt. 

Among those controlled are 
prices of almost every processed 
food commodity—such as bread, 
cake, and bakery products; beef, 
pork and their products; sugar, 
fluid milk and cream sold at re- 
tail; ice cream; canned meats, 
soups, canned fruits and vege- 
tables; canned fish and other 
canned seafoods; cereals; lard and 
shortening; coffee, tea, cocoa, salt, 
and spices. Also covered by the 
ceiling are all clothing, shoes, dry 
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goods, and yard goods; soap in all 
forms; every kind of common fuel 
(even firewood); pipes, cigars, cig- 
arettes, and prepared smoking and 
chewing tobacco; drugs, toiletries, 
and sundries; furniture and fur- 
nishings; appliances and equip- 
ment; and hardware and miscel- 
laneous agricultural supplies. 

“Cost-of-Living’” Commodities 

Specifically mentioned in the 
regulation are “cost-of-living” 
items including those which are 
most significant in the budgets of 
average low - and - middle-income 
family groups. Ceiling prices on 
such items must be publicly dis- 
played by retailers. 

All the existing OPA schedules 
and regulations issued over the 
past year continue in full force 
and effect. Those commodities 
covered by temporary sixty-day 
regulations automatically will 
come within the provisions of the 
general ceiling regulation upon 
their expiration unless otherwise 
treated by separate orders. Tem- 
porary Price Regulation No. 15, 
covering new typewriters, is one of 
those revoked. Regulation No. 9, 
however, applying to used type- 
writers, is still in force. The ceil- 
ing is the highest price in effect 
for each individual dealer during 
the period from March 1 to March 
5, inclusive. 

The separate orders, issued sim- 
ultaneously with the general reg- 
ulation, impose maximum prices 
over a broad range of products of 
a nature requiring special pricing 
treatment. For the most part, 
these separate regulations set 
prices back beyond March, 1942 
in some cases back for the levels 
of last October. 


Exclusions 


Commodities not covered by the 
regulation fall generally into three 
classifications: 

1. Those that are exempt be- 
cause of provisions of the Emer- 
gency Price Control Act of 1942 
either (a) because they do not fall 
within the Act’s definition of a 
“commodity”—this excludes ad- 
vertising, newspapers, books, mag- 
azines, motion pictures, wages, 
common carrier and public utility 
rates, insurance, real estate, and 
professional fees; or (b) by reason 
of the Act’s special treatment of 
agricultural commodities unless 


and until they attain a level re- 
flecting a substantial 
over parity. 

2. Commodities which do not 
have organized markets and for 


premium 


which it would be almost impos- 
sible to determine maximum 
prices either on the basis of previ- 
ous sales or prices for comparable 
articles. Examples are: highly sea- 
sonal fresh vegetables, fresh fish 
and game, objects of art, and col- 
lectors’ items. 

3. Primary raw materials—such 
as timber and mineral ores—all 
prices for which are substantially 
controlled by ceilings already in 
effect at certain levels. 

Administrator Henderson ex- 
plained that many of the com- 
modities which are left free of 
price regulation at the present 
time will be covered in the future 
by supplementary orders. Among 
other things, he said, it is planned 
to set maximum prices for certain 
agricultural products as soon as 
such action is consistent with 
present or future legislation. 

Personal services not connected 
with commodities, and profession- 
al services are excluded from the 
order. All other retail services hav- 
ing to do with the installation, 
maintenance, preservation, repair, 
storage, and distribution of com- 
modities must be priced no higher 
than the highest levels charged in 
March 1942. (The “retail service” 
ceiling goes into effect July 1.) 

Thus the rates charged by auto- 
mobile repair shops, garages, tail- 
ors, laundries, dry cleaners, shoe 
repair establishments, etc., are 
covered by the regulation, while 
the prices set by barbers and 
beauty shops (services to the per- 
son) and the fees of doctors, den- 
tists, and lawyers, etc. (profession- 
al services) are not. 

Services that are not rendered 
at retail, for example, repair of ma- 
chinery in a manufacturing plant 
by an outside contractor, come un- 
der the ceiling on May 11—the 
same date on which maximum 
prices apply to manufacturer and 
wholesaler. 


Maximum Prices 


One feature of the General 
Maximum Price Regulation will 
result in different prices for the 
same article in different stores, 
even though they are under com- 
mon ownership or are located in 
the same neighborhood. This is 
because the order requires each 
individual seller (and each store is 
considered ‘an individual seller’) 
to charge no more for any article 
than the highest price charged in 
that particular store during March 
1942. 





OFFICE APPLIANCES 


The heart of the regulation is 
contained in Sections 2 and 3— 
the provisions by which maximum 
prices are determined. 

As a first step, the seller is or- 
dered to take for his maximum the 
nighest price he charged during 
March, 1942, for the same com- 
modity or service sold to a pur- 
chaser of the same class. 

“Highest price charged” means 
two things: 

First, it means the top price for 
which an article was delivered 
during March, 1942, in completion 
of a sale to a purchaser of the 
same class. Customary allowances, 
discounts or other price differen- 
tials cannot be changed, except 
to lower the price. Thus a physi- 
cian who buys bandages or propri- 
etary medicines from a local drug- 
store will, if he has a professional 
discount, continue to receive the 
benefit of a lower maximum price 
than an ordinary citizen. 

Second, if there was no actual 
delivery of a particular article 
during March, the seller may es- 
tablish as his maximum price the 
highest price at which he offered 
the article for sale during that 
month. This permits the use of a 
list price if no completed sale oc- 
curred in March. Conversely how- 
ever, if there was a completed sale 
at a price under the list price the 
actual sale price must be used as 
the maximum. The “offering 
price” where used to set the max- 
imum price cannot be a “freak” 
price quoted to open bargaining 
or one never intended to apply to 
a bona fide sale. 

To cover articles that were not 
sold during March and had no of- 
fering price—such as a new line 
of canned goods—the seller must 
establish as his maximum price 
the highest price charged in 
March for the most nearly similar 
article. The seller cannot use his 
own discretion to adjust the max- 
imum price for the new article up 
or down because it may vary in 
grade or quality or size, but must 
adhere strictly to the “March 
highest” price of the most similar 
article. 

A “similar commodity” is defined 
as one that has the same use, 
gives the buyer fairly equivalent 
serviceability, and is of a type 
which ordinarily would be sold in 
the same price line. Differences 
merely in style or design which 
do not affect use, serviceability or 
the price line cannot be taken into 
account. 


(Turn to page 103, please) 





What 9s the Outlook 


FOR STATIONERS IN 


Y NOW we are all fairly well 

conditioned to the wartime 
situation with all of its social and 
economic dislocations upon busi- 
ness in general. Most assuredly, 
the old, old saying that “nothing 
is permanent except change it- 
self” has been brought home to 
all of us in one way or another by 
the fast-moving events of recent 
months. As Americans, we have 
accepted the challenge of the 
times and are prepared to do 
whatever is expected or demanded 
of us to help win the war. No per- 
sonal or business sacrifice is too 
great; we are all-out for total 
cooperation to help win the war, 
and to halt inflationary tenden- 
cies. 

The question, ‘What lies ahead 
for stationers in 1942?” is indeed 
a difficult one to answer. To state 
the facts frankly and realistically, 
one must take the chance of being 
called a pessimist and so I ask you 
not to pass judgment too harshly 
nor too quickly—at least not until 
I have placed before you all of 
the facts that I have gathered 
together. I want to emphasize 
right from the beginning that I 
am making no predictions; I am 
simply trying to induce construc- 
tive thinking and discussion out 
of which I hope some good may 
come. 

It may seem a little late in the 
year to be speaking on a subject 
like this; and yet, it is not too 
late, because we are by circum- 
stances compelled to think not 
alone in terms of 1942, of which 
there are still many months left, 
but also about what lies ahead for 
the duration of the war and that 
may mean one, two, or more 
years. Who knows? 


Restraints and Restrictions 


Frankly, because of rapidly 
changing events, restraints and 
restrictions upon business of all 
kinds, ours included, I do not 
think that there is anyone in our 
own industry who can, or is will- 
ing to, make a prediction as to the 
outlook for stationers in 1942 or 
for the duration. I make that 
statement because as I view the 
economic situation, the disloca- 
tions are too widespread and af- 


By A. R. SKIBBE 


Vice-President 
Associated Stationers Supply Co., 
Chicago, Ill. 


(Address Presented at the Meeting of 
Districts 4 and 9 of the National Sta- 
tioners Association, at Jackson, Miss., 
May 17, 18 and 19, and at Several 
Other Regional Meetings This Spring.) 


o 


fect each business in a different 
way. 

Just think of the effects of all 
of the restrictions and restraints 
we have already experienced such 
as—merchandise scarcities, buying 
problems, rationings, priorities, 
higher taxes, frozen retail selling 
prices, consumer credit and 
charge account limitations, lim- 
ited service to customers, trans- 
portation for sales people, and the 
employment situation thrown in 
for good measure! 

It seems to me that with all 
this, and more to come, it is per- 
plexing enough to forecast or pre- 
dict what lies ahead for even one 
stationery business without at- 
tempting to forecast the outlook 
for all stationers as a national or 
sectional retail trade group. 

Each business, to a very con- 
siderable extent, presents an indi- 
vidual problem because the dislo- 
cations now existent, and those 
yet to come, affect each market, 
each community, and each sta- 
tioner differently—some favorably 
and others unfavorably. 











MR. SKIBBE 


1942? 


In the present transition from a 
defense to a full wartime econ- 
omy, we have now reached a point 
where there will be a steady and 
a more rapid increase of scarcities 
and rationing of many additional 
items and lines that are normally 
sold through our particular trade 
channels. 


The Transition From Defense 
To War Economy 


Under a full wartime economy, 
civilian needs and requirements 
are obviously subordinate to gov- 
ernment requirements. The gov- 
ernment is determined, and right- 
fully so, that every scrap of raw 
material and every ounce of 
metals must be made available for 
war use. Just as obviously, we, as 
stationers, are confronted with 
the growing problem of getting 
merchandise for shelf stock re- 
placements. I think that we all 
thoroughly understand the differ- 
ence between obtaining goods for 
shelf stocks as compared to buy- 
ing merchandise on priority cer- 
tificates for immediate customer 
delivery. 

As a result of all of these things, 
there is much concern about the 
future outlook for stationers, and 
in that respect all retailing, 
wholesaling, and manufacturing 
are in the same boat. It may seem 
too elementary to even say so, but 
our very existence depends upon 
our ability to buy and sell mer- 
chandise. 

Speaking about the retail trade, 
I find that there are many sta- 
tioners who are puzzled and who 
are wondering just what to do 
about their own individual situa- 
tions. In all of the discussions 
that I have had in recent weeks, 
I find that there are three distinct 
schools of thought, which evolve 
into three specific questions: Will 
it be contraction, expansion, or 
survival? Some _ stationers are 
actually and logically planning 
shrinking programs, which means 
that where sales losses become too 
heavy because of non-availability 
of merchandise, operating ex- 
penses will have to be contracted 
and held proportionately in line 
with declining sales volumes. 


(Turn to page 121, please) 








WAR'S EFFECT ON RECORDS 
Materials. for Recording. Indisponsable but. Can Bo Restricted 


HREE hundred years ago busi- 

ness needed no records. The 
shopkeeper, the trader, even the 
manufacturer seldom employed 
more than a few men. No written 
data were required to keep the 
wheels of work going. In those 
times the “master’s mind” was 
all-important. The master’s mem- 
ory was a storehouse of accounts. 
The master’s treasure chest was 
a bank. The master’s eye did all 
the supervision. Today’s complex- 
ity of business, multiplicity of 
government regulations and em- 
phasis on speed can no longer be 
handled by the mind of one man, 
however great a genius he may 
be. Today’s facts and figures can 
be put to use only with the help 
of records. Only on the basis of 
records can the “master’s mind” 
still function today. 

Take government. It cannot 
exist without records. Ten men 
are the greatest number that one 
man could manage efficiently. Yet 
the American government can 
direct two million civil servants; 
at the same time it can run an 
equally large army of military 
men. Its means are records. The 
American government is gearing 
up 130,000,000 people into a tre- 
mendous war effort. The plan- 
ning, the coordination, the execu- 
tion are all performed through 
records. The government is col- 
lecting more taxes than it ever 
did before and as one Official said, 
“We could not collect so much in 
so short a time without records.” 
Finally, a thousand and one dif- 
ferent controls prescribe that rec- 
ords pertaining to them “must be 
kept on file.” 

Take industry. Again it is obvi- 
ous that no sizable firm could be 
operated for any length of time 
without the records to plan, pre- 
pare estimates and budgets, 
schedule production, keep data on 
performance, pay wages, under- 
take research and carry out its 
many other functions. 


Materials for Record Keeping 
Indispensable 


We are essential. There is no 
doubt that those who make the 
records and those who produce 
the machines to write and tab- 
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ulate the records are indispens- 
able. What we are up against is 
the growing shortage of many 
materials so well-known to every- 
body. Our job is to help relieve 
that shortage. Our job is to make 
our importance doubly so by using 
as little material and labor as we 
can. For the less we use, the more 
will be available for the victory 
program. We can and we must 
cut down the resources which we 
employ. We can do it by elim- 
inating all the frills and all the 
waste which we have taken over 
from peace times. 

On the subject of conservation 
in war-time we in America are 
in a position to draw valuable 
lessons from the experience of 
our British counterparts. The 
writer of this article was for- 
tunate enough to be attached to 
the “war efficiency” staff of the 
president of the largest loose leaf 
company in England for almost 
two years of war and it is pro- 
posed to draw on the work of 
that firm for the purpose of illus- 
trating the following program of 
fighting frills and waste. 

There is no doubt that the most 
important way in which we can 
contribute towards winning the 
war is by reducing the variety 
of the things which we make. 
Competitive conditions have often 
forced us to make a large num- 
ber of different items for the 


MR. DALE 





same purpose, the items differing 
frequently by the mere fraction of 
an inch or some little gadget. 
Thus it comes that while the de- 
mand for a purpose is compara- 
tively large, the demand for each 
article produced to serve that pur- 
pose is small, and that involves 
all the extra expenses and dis- 
advantages of having a small out- 
put. Often this is not realized, but 
factual studies of the additional 
costs of the additional unit of out- 
put of goods in our industry have 
revealed the big economies of pro- 
ducing on a large scale. During 
a war competition disappears, for 
everything that can be produced 
can also be sold. Paper work in- 
creases tremendously during war- 
time, and the supply can simply 
not keep pace with it. Hence all 
variety, all frills which are made 
for competitive reasons can be 
eliminated without any difficulty. 


Economies Achieved 


The list of economies, achieved 
by a reduction of variety, is long, 
impressive and profitable. Briefly, 
a smaller number of jobs for each 
man means greater specialization 
and hence greater speed in per- 
forming any given task. It means 
that machinery is more fully util- 
ized and overheads are reduced. 
It means that less floor space is 
required, less stock kept and less 
planning undertaken. 

The English loose leaf company, 
which was mentioned above, went 
all out for “simplication.” It pro- 
duced twenty-nine different pat- 
terns of binders at the beginning 
of the war and within one year 
these had been reduced to twelve. 
Most patterns were discontinued 
because the demand for them had 
been falling for a number of years 
and was too small to be catered 
to any longer. These articles used 
to be put on the market merely 
because the “other fellow had 
them.’ Now it could be said with- 
out loss of good will or incon- 
venience “the war has killed 
them.” Other patterns were dis- 
continued for lack of raw mate- 
rials. Similarly, the number of 
sheet sizes was reduced drasti- 
cally, the criterion being to elim- 
inate all sizes which had to be 
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cut down with more than two 
per cent waste. The ream sizes 
purchased from the paper mills 
used to be twenty-nine; after a 
year’s war only four were bought. 
All special sizes were abolished 
and none could be made without 
authorization from the president 
of the company and he would lit- 
erally “blow up” whenever the 
sales department made such a re- 
quest. The prices of fast-moving 
lines were lowered so as to stim- 
ulate the demand for them and 
produce them in still larger quan- 
tities. The variety of materials 
was reduced by half. The variety 
of printing features was cut down 
sharply. A list of permitted fea- 
tures was drawn up; no excep- 
tions were allowed without the 
consent of the president, and no 
salesman dared to ask for it. So 
it came that only one color was 
used in printing instead of the 
previous six. Altogether it may 
be said that the production of 
quantities brought extraordinary 
economies and there seemed to be 
no limit to it except the shortage 
of men and materials which pre- 
vented an even greater production 
of an even more concentrated line 
of goods. 


Cost Reduction Through Added 
Processes 


A second way in which we can 
help is by extending the degree 
of “vertical integration,” that is, 
whenever we find that we can 
perform any one operation more 
cheaply than an outside firm, we 
should take over that process. 
For example, the English loose 
leaf company began to tint its 
own paper with the result that 
there was less waste, less stock 
carried and greater uniformity of 
coloring. 

A third way of assisting the 
war effort is to lower the stand- 
ards of quality. For example, 
when some unimportant line is 
omitted or not absolutely straight, 
the job should not be done over 
again as in peace times, provided 
of course that the essential needs 
of the customer are filled. 

A fourth way of using less mate- 
rial is cutting down waste. It is 
amazing how many wasteful prac- 
tices have always existed and how 
many have been added over the 
course of time. The English loose 
leaf company conducted a num- 
ber of highly profitable investiga- 
tions into this subject, in par- 
ticular on paper. Paper waste was 
divided into “ordinary” and “ex- 


traordinary” waste. The former 
comprised what was considered 
customary or “inevitable” waste 
such as results in more or less 
large amounts on each job from 
cutting up the “cheeses” or big 
rolls of paper, as they arrived at 
the factory, down the commercial 





ESSENTIAL ECONOMIES 


To fit the national war program, 
every business must economize. 
While that means elimination of 
non-essentials, it means just as 
strongly maintenance of essentials. 
Careful judgment should be exer- 
cised in selecting what to remove 
and what to hold. 





sized sheets, from the initial 
printing stages down to the final 
examination. Each of the many 
thousands of jobs was accom- 
panied by a “factory control 
ticket” as it went through the 
works. The control ticket bore the 
name of each possible operation. 
The number of sheets given out 
when beginning the job was 
marked on the control ticket. The 
number of sheets which were 
spoiled in each operation were 
marked on the ticket whenever 
the figure was ascertainable. The 
marking was generally done in 
the final examination or inspec- 
tion, because the examiner was in 
a position to tell at which stage 
the waste had occurred. The 
total number of sheets spoiled in 
each operation was computed 
from time to time and compared 
with the total number of sheets 
handed out. Thus a percentage of 
waste was ascertained for each 
operation and this would reveal 
the source of waste and it became 
the object of investigation and 
remedy by the engineers of the 
“waste department.” As a result 
of this (admittedly) detailed work 
of record-keeping the annual cost 
of waste (recorded as a separate 
item in all costing and account- 
ing returns to the president) was 
reduced from $40,000 to $25,000. 
The “extraordinary” waste, that 
is, each job which was partly or 
wholly spoiled, had to be reported 
to the president of the company, 
who would go red and blue in his 
face, if he considered the waste 
to be avoidable! 


Waste Paper Collected and Sold 


Finally, a large-scale waste 
paper campaign was launched 
and conducted by a special de- 
partment, run and financed by 
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the president in his spare time 
and from his own funds. This 
campaign did not consist merely 
of posters, slogans and pamph- 
lets. It began with setting up 
waste statistics for each depart- 
ment, covering all waste occurring 
ordinarily as a matter of office 
routine plus any paper waste from 
the employees’ homes. Dust bins 
and receptacles were provided 
freely, all waste collected at the 
end of the day and the weekly 
waste sold and credited to the de- 
partment. Any waste considered 
“avoidable” by the president was 
debited. All departments com- 
peted keenly for the honor of the 
highest weekly credit. In addi- 
tion, special drives were launched 
for various metals. The proceeds 
were sent in the form of gifts 
to the company’s employees who 
served in the armed forces. 


A suggestion campaign formed 
part of the drive for waste paper. 
Rewards were equal to half of the 
value of the savings to the com- 
pany. Some rewards were over 
$1000, others were a mere ten 
cents consolation, such as was 
received by a small girl who pro- 
posed that all stenographers’ 
notebooks should be reclaimed by 
rubbing out the pencilled short- 
hand! The main difficulty of 
suggestions is to keep up their 
flow, and the interest in them. 
This was achieved by giving spe- 
cial prizes from time to time, and 
by acknowledging all proposals, 
however small they might be. 


Increasing efficiency by cutting 
down variety and waste is a 
profitable and essential job for 
everybody in industry today. We 
who produce the tools for increas- 
ing efficiency must stand out as 
a shining example. We must show 
the way in overcoming material 
shortages. I believe that we can 
do it. I base my belief on the 
experience of British industry. 
Faced as they were by drastic 
reductions in the supplies of many 
materials all of a sudden and 
much greater than in this coun- 
try, they turned out by and large 
the same quantity of goods as 
before the war, though of course 
the final product, the sheet of 
paper, was a good deal thinner 
and less white than it used to be. 
American production men are 
even more ingenious than their 
British counterparts. We _ shall 
produce the goods, but to survive 
and win, we must produce them 
with a minimum of variety, frills 
and waste. 








IRWIN VINCENT 
President 





17th Annual (Convention 


NATIONAL 
TYPEWRITER AND 
OFFICE MACHINE 

DEALERS ASS'N 


ESPITE the time consuming work of keeping 
members informed on government orders 
and regulations concerning dealers in typewrit- 
ers and other office machines, President Irwin 
Vincent and Secretary Harry Turner have found 
opportunity to work on matters pertaining to 
the Seventeenth Annual Convention of the Na- 
tional Typewriter & Office Machine Dealers Asso- 
ciation. As in past years, the 1942 assembly will 
be held in the summer, July 20, 21 and 22. Pitts- 
burgh has been chosen as the convention city 
and headquarters will be in the William Penn 
hotel. Details of the program, names of speakers 
selected, etc., will be announced soon. In the 
meantime, every dealer is urged to organize his 
summer plans to include the convention, where 
information, interpretations and helpful sugges- 
tions of inestimable value will be presented. 

President Vincent has already appointed a 
nominating committee to function at the con- 
vention. The chairman and members are as 
follows: O. A. Olson, Typewriter Service Shop, 
Detroit, Mich., chairman; Robert Randazzo, 
General Typewriter Company, Kansas City, Mo.; 
James P. Ward, Reliable Typewriter & Adding 
Machine Company, Chicago; James J. Sheehan, 
Office Appliance Company, Providence, R. L; 
J. T. Boyce, S. L. Ewing Company, Dallas, Tex.; 
George Neuschafer, Neuschafer & Jacobs, New 
York, N. Y.; George Hammond, G. N. Hammond 
Typewriter Company, Sacramento, Calif. 

In referring to the committee, Secretary 
Turner says: “The nominating committee will 
have a strenuous job this year to properly dis- 
tribute representation on the board. Many new 
members are aggressive, able and capable. Mem- 
bership is more completely nation wide than 
ever before in NTOMDA history. Never before 
has the committee had such likely timber to 
consider. Suggestions for those who should be 
considered as directors should be sent direct to 
Chairman O. A. Olson, 39 West Milwaukee, 
Detroit, Mich.”’ 











HARRY TURNER 


Secretary 
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HE office equipment and supply 

industry has been justifiably 
proud of its record of service and 
contribution to the business world 
in general. Through new models, 
improved equipment, thoughtfully 
developed systems of recording 
and filing, the industry has pro- 
vided office tools which have made 
possible the operation of business 
on the scale it is conducted today. 
This contributing progress was 
achieved under conditions of plen- 
ty so far as raw materials were 
concerned. Confronted now with 
shortage and curtailments, the de- 
mand for the industry’s products 
cannot be met, except on a limited 
basis. 

An alternative is to engage in a 
campaign of aiding business to 
more efficient use of equipment 
and materials now on hand. The 
industry has always sold its wares 
on the basis of service—the results 
that could be achieved rather than 
the equipment itself. Stepping 
further along the pathway of serv- 
ice to customers, the salesman of 
office equipment, machines or sys- 
tems is now faced with a circum- 
stance that permits him to become 
an advisor in office efficiency. 

In a thoughtful treatise titled 
“Office Science, or How to Fix 
Standards for Paper Work,” A. H. 
Stricker, manager of the statistical 
department of the General Elec- 
tric Company lamp division at 
Nela park, Cleveland, Ohio, says: 

“The production and _ profit 


Sheets of the shop are scanned 


with penetrating concern by the 
lowliest executive to the biggest 
brass hat to find the elusive dollars 
that have broken through the for- 
ward wall of science and thrown 
the balance sheets for a loss, or at 
least extravagance. 

“To prevent this they have used 
every slide rule and yardstick, de- 
vised every formula that multiple 
brain power in scientific perform- 
ance can evolve, but the paper 
workers upstairs have marched 
with slower tread, absorbing slow- 
ly the progress that comes through 
long experience, but without law 
or formula, to set the pace of do- 
ing as is done in the shop. 


Factors Involved in Paper, 
or Office Work 


“Paper work, a more applicable 
designation of office work, includes 
all items of office procedure deal- 
ing with the recording of informa- 
tion, the compilation of reports 
and statements, and with all items 
of a clerical nature whether per- 
formed in the general office or in 
a factory office. It embraces the 
whole output of the office, whether 
it be the daily report of production 
laid on the desk of a manufactur- 
ing executive, the quarterly divi- 
dend check put in the mail for the 
stockholder, or the copy prepared 
for the printing of the annual re- 
port. 

“The modern office has more 
and more become recognized as a 
vital, not just a necessary, part of 
a business organization devoted to 


the direction and codrdination of 
its activities. 

“But even modern mechanized 
offices are not filling today their 
obligations as major divisions of 
business structures. Records will 
not substitute for scientific plan- 
ning for production and cost re- 
duction, surveys of consumer 
demand, territorial analysis and 
other phases of administration in 
manufacturing and selling. 


“What progress has been made 
in improving office methods has 
come pricipally from the contribu- 
tions of office machine manufac- 
turers, but their short-cut meth- 
ods, which are effective in con- 
junction with their machines, do 
not supply the solution to all office 
efficiency. 

“This must come from the appli- 
cation of science, a science created 
out of formative data pertaining 
to various phases of business op- 
eration, the lack of which until 
now, has had a retarding effect 
on the progress of business and 
may have contributed to many 
business failures.” 

The need for better office meth- 
ods, snapped into obvious exist- 
ence by the pressures of an all-out 
war economy, represents a gen- 
uine opportunity for the office 
equipment industry to more than 
maintain its high standard of 
service to the business public. A 
challenge to greater contributions 
is rooted in contemporary condi- 
tions. 











“Staplers to Fit, Your Business.” 
DISPLAY SHOWS HEAVY VOLUME 


BOUT the quickest way to 

sell a more profitable volume 
of stapling machines, according to 
J. L. Baudean, of Baudean, Inc., 
New Orleans, La., stationery 
house, is to dramatize a wide 
choice of models produced by va- 
rious manufacturers, and by dis- 
playing them “to fit the business” 
of customers who come into the 
store. 

Baudean, Inc. devotes an entire 
counter to stapling machines, one 
of the largest such displays in 
New Orleans, with a sign five feet 
long on standards over the dis- 
play reading, “Proper stapling 
machines for your business save 
time and effort.” Below this are 
shown eighteen types on a large 
green blotter pad, which Mr. Bau- 
dean says is the largest choice the 
store can show to embrace all 
nationally-known manufacturers 
and particular types. His display 
goes all the way from small $1.50 
desk-type models for light work 
to large sixteen-inch stapling ma- 
chines holding 1000 staples. There 
are three of each model shown, 
the entire group ranged in a 
semi-circle around the counter so 
that the customer standing in the 
center can easily reach each one. 
The center stapling machine of 
each three is raised on a small 
wooden block, and there is a stack 
of scratch-pad paper in a basket 
in the center. Thus the customer 
coming upon the display can pick 
up a piece of paper or two, staple 
them together, and try out each 
machine at his leisure. To further 
engage his interest, each stapler 
type shown is marked with a 
small identifying sign pointing 
out that it will work efficiently 
in a specific service. For example, 
the sixteen-inch, 1000-staple size 
has a placard which says, “For 
insurance offices, realty firms, re- 
tail stores, etc—now that paper 
work has multiplied by several 
times, protect your office efficiency 
with this high-capacity stapler.” 


J. L. BAUDEAN 


Baudean, Inc. 
New Orleans, La. 


Dramatizes Paper 
Fastening Machines 
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ranges of business to which Bau- 
dean, Inc. sells, and are such 
that the average customer spends 
around fifteen minutes looking 
over the display digesting the 
messages presented. A lot of store 
customers who come in for some- 
thing else, “sell themselves” as 
a result of this interesting setup. 

Mr. Baudean feels that a lot of 
stapler sales are lost because the 
store does not put sufficient effort 
into demonstrating them properly. 
Consequently, every person in his 
store has been taught to not only 
operate the stapler, but how to 
refill it, remove jammed staples, 
etc. When a customer steps up 
to the display with a sales person, 
the first thing the latter does is 


to open it up, remove the spring 
or tension rod, and point out to 
the customer how simply this 
keeps the supply of staples mov- 
ing towards the point of use. At 
some other time during the dem- 
onstration, the sales person man- 
ages to do this again—in each 
case, demonstrating twice how to 
take apart and reload the stapler 
so that the customer understands 
it thoroughly. Then, when he 
uses it himself to staple some of 
the sample pieces of scratch paper 
together, he has a better idea of 
how it works, and most important, 
is convinced that it is not a com- 
plicated “gadget” which will 
break down after a few months’ 
use. A supply of extra staples is 
kept on hand at the display, in a 
convenient drawer, and_ each 
model is loaded with only a few 
staples at a time. Steady display 
of this kind combined with the 
huge choice offered, sells approxi- 
mately the same volume through 
each of the twelve months of the 


year for Baudean. 
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A MOTHER’S DAY WINDOW WITH A REAL MOTHER.—The Pounsford Stationery 
Company, Cincinnati, recently promoted the sale of ‘“Mother’s Day” cards by setting 
up this unique window in which a living model took the part of the mother. Placed 
in a setting calculated to present the atmosphere of a modest home, the model posed 
in the window five hours daily for three days. In addition to attracting considerable 
attention the window received much favorable comment from men and women who 
expressed the belief that use of a living model in a setting of this nature brought to 
hundreds of passersby the thought of remembering their mothers. 








Another, a smaller desk model is 
marked, “Office executive—loose 
papers will not be lost or blown 
off the desk when stapled together 
with this efficient hand stapler.” 
Similar descriptive slogans are 
applied to each, covering all 
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FILING EQUIPMENT AND SUPPLIES 


IRCUMSTANCES prevailing today emphasize the importance of 
C rapid and efficient methods of filing and finding records, documents, 
correspondence, etc. Government required records for social security, 
wages and hours, excise taxes, priorities, price ceilings and others, must 
be safely housed and readily accessible. On the following three pages 
are some sales suggestions on supplies and equipment for filing worthy 


of dealer study. 


HELP YOUR GOVERNMENT BUY WISELY 


JAR MOME Front”—and “Make 

Every Dollar Count,” are 
two among many other slogans 
adopted for an allied victory. 
These two are chosen because 
they represent those which can 
be directly applied to office equip- 
ment and supplies. 

The “Home Front” has been 
created overnight by an endeav- 
our to achieve an all out war ef- 
fort. Millions of dollars are to be 
spent on office furniture and of- 
fice systems—this expenditure is 
the result of the influx of govern- 
ment clerks, technicians and mili- 
tary staff offices. The latter are 
foremost in “Unseen Dollars,” 
which are in a great number of 
cases, unwisely spent. The adop- 
tion of, “Make Every Dollar 
Count,” can be successfully ap- 
plied only when the barrier that 
separates systems experts from 
round table discussions on pur- 
chase of systems, can be removed. 
Too much skepticism is employed 
by most offices in the attitude 
that systems representatives are 
merely “peddlers of filing sup- 
plies.” This is, in some instances, 
only too true. However, there are 


reputable houses selling office 
supplies to whom this title does 
not apply. 


Systems experts are in readiness 
to offer trained and experienced 
minds, their systems ability and 
their practical suggestion on cut- 
ting corners for office efficiency. 
They offer this service at better 
than face value—backed by the 
pledge of Canadian and American 
supply houses who are only too 
eager to stretch each dollar spent. 
Lawyers are consulted on legal 
points, doctors on health prob- 
lems, technicians on problems of 
mechanical nature—but the office 
boy is still too often entrusted 


By THOMAS E. MOORE 


Representative of the H. H. Popham 
Organization, Ottawa, Canada. 
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with the purchase of office filing 
systems—and in too many cases 
twenty-five guides A to Z and a 
few thousand folders, with utter 
disregard of system. The systems 
expert of today can in all right- 
eousness lay claim to being a “Doc- 
tor of Systems”’—for he, as other 
professional men, has spent many 
years in studying and puts these 
studies into practice. Yet today 
he is knocking hard for recogni- 
tion where he should be sought 
after instead. 


Efficiency Demanded 


Government executives today 
are demanding greater efficiency 
from their secretaries, office man- 
agers, and so on down the line to 
the last office clerk. The purchase 
of office equipment is necessary 
for this boost in efficiency, but the 
lack of judgment in most cases 
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points an unwavering finger to 
the filing systems department. 

1. Those who recognize their re- 
sponsibility and take necessary 
steps to improve outmoded filing 
systems by interviewing systems 
experts that are on their tele- 
phone list, ready to offer their 
advice without obligation. 

2. Those who are virtually 
shoved into the filing department 
because they do not seem to pos- 
sess the qualifications of an am- 
bitious nature. This number two 
type, when found in such a posi- 
tion, shows undoubtedly, a lack of 
knowledge of office efficiency by 
personnel management. 

Department executives have at 
their command batteries of add- 
ing machines, dictating machines, 
calculators, ete., because they 
know or have been sold on the 
value of time. However, the cal- 
culator operator or the adding 
machine operator can regularly be 
observed waiting for necessary 
records to proceed with work— 
which work enters the office and 
is buffed and rebuffed from cabi- 
net to desk, hand to hand and in 
most cases finds itself tucked 
away in a time wasting system. 

Today more than ever before 
the importance of government 
correspondence has become pro- 
nounced. Today more than ever 
before in the history of the office, 
does the filing systems expert 
come into his profession. 

This profession requires many 
years of study and practical ex- 
perience, as follows: 

A. Knowledge of floor space 

needs. 

B. Type of files to be used for 
maximum efficiency in as 
small a space as possible. 

C. Arrangement of files: where 
card index systems can be 
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run in the same files as 
correspondence, etc. (This 
is a point not very often 
thought of in most offices.) 

D. Knowledge of the basic fac- 
tors that contribute to 
proper organization. 

E. Knowledge of the system to 
be employed—subject, al- 
phabetical, numerical, etc. 

F. Knowledge of systems prop- 
er, which is to know where 
and when to use one fifth 
cut guides, one fifth cut 


folders, insertable tab. 


guides, red fibre folders, 
pressboard folders, binder 
folders, etc., etc. It includes 
knowing weights of ma- 
nila or kraft to be used, 
weights of cards to be used, 
card guides, proper alpha- 
betical card guide arrange- 
ments for the number of 
cards to be housed and the 
proper housing of such 
records, which are only a 


few among the many, 
many problems of the or- 
ganization of a filing de- 
partment. 

The future of office efficiency 
depends entirely upon organiza- 
tion of office requirements, selec- 
tion of the proper tools and the 
practice of the system to be em- 
ployed. 


Labor Saving Through System 

There are many labor saving 
systems of office practice that can 
be demonstrated by a systems ex- 
pert if he is given the opportu- 
nity. Naturally this peak of office 
efficiency cannot be successfully 
reached without the help of ex- 
pert advice. Representatives of 
reputable office appliance agen- 
cies have been trained for this 
opportunity—tthe opportunity to 
do our part in stretching the “De- 
fense Dollar.” 

Systems are vital to an all-out 
war effort, if one is to increase 





OFFICE APPLIANCES 


the productive ability of staffs 
whose plans, specifications, costs 
and correspondence are on paper 
before reaching the production 
stage. Consequently, it stands to 
reason if we are to speed up actual 
production of war weapons we 
must revert to the office systems 
expert to speed up office work. 
The key to the locked door is in 
the hands of department chiefs 
the key is trust. We are to- 
gether in offering that trust, 
namely, 
“That we, the representatives 
of the office equipment in- 
dustry, shall pledge to our 
government, by our oath of 
allegiance, to aid in solving 
office efficiency problems in 
an economical manner and 
shall not betray any confi- 
dences entrusted to our keep- 
ing in so doing.” 
Systems experts must be recog- 
nized, as they and only they can 
stretch “Dollars for Victory.” 


Tariff File Installations of Oxford Pendaflex 


NE of the outstanding appli- 

cations of Oxford Pendaflex 
hanging folders is for the filing 
of railroad, freight, and steam- 
ship tariffs. These rate schedules 
vary in thickness from a single 
sheet to a bulky volume of hun- 
dreds of pages, sometimes two or 
more inches thick. The filing of 
tariffs has always been a prob- 
lem. The conventional manila fil- 
ing folder is satisfactory for the 
thin tariff but entirely inadequate 
for the thick tariff. The heavy 
pressboard large expansion folder 
or file pocket will hold the thicker 
tariffs, but of course is a waste 
of material and space if used to 
file the thin tariffs. A common 
procedure has been to mix the 


two styles of folders in the same 
file. 

This breeds a whole family of 
filing difficulties. The thin manila 
folders are lost to view; the heav- 
ily loaded folders can be moved 
back and forth to make filing 
room only with the utmost exer- 
tion. The use of Oxford Pendaflex 
folders offers a solution to the 
problem of tariff filing. The new 
principle embodied in Pendaflex 
hanging the folders by their top 
edges instead of setting them on 
their bottom edges—provides com- 
plete tab visibility, requires the 
use of only one style of folder to 
hold either a single sheet tariff 
or the bulkiest 500 page tariff, 
and relieves the file clerk of the 


considerable exertion usually in- 
volved in tariff filing, for the 
Pendaflex folders can be shifted 
back and forth with a light touch, 
and the contents of any folder are 
removed and returned to the file 
with speed. 

Two recent installations of Pen- 
daflex for tariff filing are illus- 
trated. The Pittsburgh and Lake 
Erie Railroad uses Pendaflex fold- 
ers in the ninety files in its traffic 
department and the Jones & 
Laughlin Steel Company use Pen- 
daflex folders in the bank of sixty 
files shown, as well as in as many 
more files not visible in the pic- 
ture. The E. W. Curry Company, 
a progressive Pittsburgh dealer, 
made both installations. 





Pendaflex Installations Sold by E. W. Curry Company, Pittsburgh, Penna.—At the 
left are files in the offices of the Jones & Laughlin Steel Corporation, Pittsburgh. 
The tariff files at the right were put into service for the Pittsburgh & Lake Erie 


Railroad at Pittsburgh. 
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Dealer Uses “Smash” Promotion to 
INTRODUCE WOOD FILING CABINETS 


J. D. LeBLANC 


J. D. LeBlanc, Inc., 
New Orleans, La., 
Puts on Sales Campaign 
Involving an Effective 
Window Display 


o 
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MR. LeBLANC 


OME highly unusual promo- 

tional methods, including a 
window display notable enough 
to be photographed and repro- 
duced in the city’s newspapers are 
being used by J. D. LeBlanc, Inc., 
stationery house of New Orleans, 
La., to introduce wood filing cabi- 
nets to the New Orleans trade. 

J. D. LeBlanc, president of the 
firm, has been handling a line of 
wood files for three months, an- 
ticipating the freezing of metal 
stocks and the lack of supply 
early enough to replace his metal 
file lines with wood models alto- 
gether shortly following the first 
of the year. His six salesmen 


went to work immediately upon’ 


prospects by demonstrating “vic- 
tory” selling points of the wood 
files such as resistance to fire, 
matching colors for blending with 
metal files, durability, lightness, 
swinging arms, etc. At the same 
time Mr. LeBlanc arranged the 
display window shown in the ac- 
companying illustration, which 
“stopped” thousands of passersby 
for more than a month. 

The window display includes a 
“toy battle,” a group of twelve 
files arranged to form the familiar 
“Vv” of victory, and patriotic me- 








Window in the LeBlanc Store Which Effectively Presented the New Line of Wood 
Filing Cabinets.—Note the background signs urging the purchase of war bonds, 
thus hooking up the war economy idea with the reintroduction of wood cabinets. 


mentoes of all types. The toy 
battle scene was provided by sol- 
diers, trains, battleships, tanks, 
machine’ guns, artillery, etc., 
which Mr. LeBlanc borrowed from 
his son’s collection. The space 
around the 110 toys which made 
up the scene was trimmed with 
red, white and blue crepe paper, 
with a sign pointing out that the 
metal which formerly went into 
making office files was now going 
into the armament depicted in 
the battle scene at the front. 
Famous manufacturers now busy 
with war contracts were listed. A 
spotlight was used to illuminate 
the display all through the night. 


Sign Indicates Ample Stocks 
Are on Hand 


In the space to the rear of the 
eleven wood filing cabinets Amer- 
ican flags were arranged to form 
a V, with a sign stating that the 
store had a capacious stock of 
cabinets on hand to meet the 
needs of customers unable to buy 
metal types. Prospects coming 
into the store were taken into the 
window itself to be shown the 
advantages of the wood cabinets. 
A clever feature of the display 
which went a long way toward 


convincing office managers that 
the files could be added appro- 
priately to their present equip- 
ment was the “concealment” of 
a new metal file, which Mr. Le- 
Blanc retained for the purpose, 
among the wood types. It could 
not be detected from the rest un- 
less the customer touched or 
tapped it. “We can fit our wood 
files into a battery of metal type 
without the least clash in appear- 
ance,” Mr. LeBlanc pointed out, 
“and can use the idea of conceal- 
ing an ordinary metal one in the 
display as a most effective selling 
point.” 

In March Mr. LeBlanc had a 
stock of 150 cabinets and expected 
to be able to sell them all swiftly, 
with orders piling up. The sales 
staff was enthusiastically promot- 
ing them to office managers who 
had given up replacing or adding 
to present filing facilities, taking 
many prospects to the store to be 
shown the display. LeBlanc’s is 
busy at the same time with pri- 
ority supplies for the Army em- 
barkation station near New Or- 
leans, and is running daily wood 
file aas which have created an 
excellent early business for the 
new line. 
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SALES RISE IN USED FURNITURE 


Mi E dealers of office furni- 

ture are becoming daily 
more and more aware of what the 
curtailment of manufacture is 
going to do to our sales of new 
equipment,” says Frank Wolf, 
owner of the Wolf Office Appli- 
ance Stores, Philadelphia, “and 
for that reason we, as other deal- 
ers are doing, will have to pay 
more attention to used and re- 
modeled furniture as soon as our 
stocks of new products run low 
and the rationing of new mer- 
chandise steps in.” 

The aggressive dealer will find 
that the amount of new mer- 
chandise available today or pos- 
sibly in the near future will not 
take care of sales demands, and 
that he must eventually give a 
large consideration to used appli- 
ances to fill in the gap. And to 
that end the Wolf Anpliance 
Stores are adjusting themselves. 

“Due to the present National 
Defense Program, daily opening 
of new offices, and enlargement of 
offices of stabilized companies, the 
demand for office equipment has 
by far exceeded our supply,” com- 
ments Mr. Wolf. In order for us 


At Right.—Above is the modern two 
window front of the Wolf Store. The 
office display in the window consists of 
used furniture. Below.—Frank Wolf is 
shown examining a reconditioned desk. 
A sign is placed on it pointing out sav- 
ings in purchasing used furniture. 


By PHIL LANCE 








to meet this demand we have 
been giving more thought to used 
merchandise. In this way we hope 
we will be satisfying our old cus- 
tomers as well as the new ones 
and will help keep our business 
rolling as usual.” 

Mr. Wolf has been using two 
methods in selling used office 
equipment to fill individual needs. 
His first idea involves trying to 
make his stocks of new equipment 
last as long as possible. New mer- 
chandise is coming in somewhat 
slower than before, of course, but 
he is having success in its distri- 
bution to his customers by selling 
along lines that he has patterned. 
Customers Urged to Buy Some 


Used Furniture 


When a customer wishes to pur- 
chase more than one desk, chair 
or piece of office furniture, he 
points out to him the difficulty 
dealers are experiencing in sup- 
plying the demand for new mer- 
chandise and how, under adverse 
conditions, they are doing a fine 
job of it. With this reasoning he 
tries to close his sale by selling 
only one new item and completing 
the bill with used equipment. 

“Customers are not hard to con- 
vince any more about present cur- 
tailment conditions,” points out 
Mr. Woif, “for if people have not 
been directly hit by it in one way 
or another, they have most cer- 
tainly read about it in the news- 
papers. For this reason, when we 
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try to interest a customer in fill- 
ing his order for equipment with 
used articles after allowing him 
to purchase one new item, cus- 
tomer satisfaction is usually reg- 
istered. For determined new fur- 
niture buyers we have another 
plan.” 

In order to sell used office 
equipment to those customers who 
had their mind centered on new 
equipment, furniture presentation 
must be made in such a way as to 
influence the prospective pur- 
chaser to accept the fact that 
used merchandise can be _ used 
almost as advantageously as new 
furniture. The first appeal is on 
the appearance of the article to 
be shown the purchaser. Usually 
an old piece of furniture is 
thought of as marked or defaced 
in one way or another. This ap- 
plies particularly to desks. By 
showing completely rehabilitated 
furniture which closely resembles 
new equipment, prospects are 
quite readily convinced. 

This is only half of Mr. Wolf’s 
plan for selling used furniture in 
place of new, for converting new 
office equipment buyers to con- 
sideration of renewed furniture 
requires good display as well as 
salesmanship. And display is the 
main factor in Mr. Wolf’s next 
step. 


Mass Displays Not Used 


Showrooms are not cluttered up 
to present a mass of merchandise. 
While such a method might reveal 
the extensiveness of stocks on 
hand, it does not help sales much. 
Where desks and chairs alike are 
piled one on another, necessitat- 
ing pulling one item out of a mass 
for closer inspection, the pros- 
pect’s impression is negative. This 
procedure particularly tends to 
cheapen the used articles in the 
eyes of buyers, as many dealers 
display new items nicely and sort 
of “junk” the used. 

“A showroom is just what its 
name implies,’ Mr. Wolf empha- 
sizes, “and its value is enhanced 
by inclusion of small model offices. 
Through appropriate use of them, 
renewed furniture can be sold 
easily in place of new merchan- 
dise. Exhibiting it in modern and 
well dressed surroundings takes 
away that ‘old and musty atmos- 
phere’ and shows the prospect 
that used merchandise will add as 
much dignity to an office, when 
in proper condition, as will new 
merchandise.” 

Fluorescent lighting brilliantly 
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floor of the window space, which 
resembles a miniature office. 

In the top display are shown 
individual furniture pieces set in 
modern surroundings. Strong 
lighting makes both displays as 
effective in the evening as during 
the day. 

“By adhering to this type of 
promotion program,” says Mr. 
Wolf, “we have found our cash 
register chalking up to our credit 
just about as many sales of used 
furniture as we formerly recorded 
for new merchandise. This just 
shows that proper timing in the 
use of logical merchandising 
themes will keep sales coming in.” 


illuminates the showrooms and 
brings out the full color of the 
furniture. The walls are white, 
offering a fine contrast to the 
highly polished floor. It is really 
surprising to see how just a few 
showroom renovations will add 
distinction to any used furniture 
on display. 

The front of the Wolf store has 
been built to allow a double dis- 
play, with one show window above 
the other. The bottom window, 
which is the main one, displays all 
used furniture in as modern a 
setting as in the store itself. Built 
up back and side walls are white 
and brown. A large rug covers the 


Mahogany Goes to War 


O MOST people mahogany furniture is a symbol of beauty and tradi- 

tion. They learn with considerable surprise that mahogany is also so 
important in the grim business of war that it has now become one of the 
critical materials in our all-out war program. 

In such a program, mahogany is chosen above all other woods not for 
its beauty but for a combination of superior physical characteristics. 
Among these are its unusual strength in proportion to its weight, a high 
resistance to shrinking, swelling, warping, and the fact that mahogany 
lumber is available in unusually large dimensions, free from defects and 
so evenly textured as to permit perfect joining and glueing. As a result 
mahogany is already being used in quantity to produce resin-bonded 
plywood for airplane and boat building, and is also important in the 
making of foundry patterns. 

Because of these essential uses, large quantities of mahogany must 
continue to be imported into this country. Not all of the mahogany 
imported will be put to war uses, however, as a substantial portion will 
not meet rigid government specifications for straightness of grain. Thus 
from the mahogany logs imported for war uses a substantial amount will 
be available for the manufacture of civilian furniture. 
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FEATURING BARKLEY INDEX TABS FOR FILES.—This window of the Aldine 

Printing Company, 232 South Spring street, Los Angeles, Calif., is another example 

of the growing practice of prominent stationers to devote an entire window to one 

type of product. In this case the Aldine organization featured plastic tab guides, 

index tabs, tab folders and other items manufactured by C. L. Barkley & Company, 
517 South Jefferson street, Chicago, for filing cabinet use. 
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32, 38, 38, 3B 
BUSINESS BUILDERS 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE ... COURAGE... 
COOPERATION 


IRECT from the desk of an 

office outfitter in that grand 
early American state of Massa- 
chusetts to us; and known as the 
state above the great hill to the 
Algonquian tribes who named it, 
comes a nomination for the June 
OFFICE FURNITURE PEPPER- 
UPPER. With the contribution 
comes the comment that it is a 
verbatim transcription from that 
illustrious Charles “Put-it-there”’ 
Garvin. The message is cap- 
tioned, “That Last Ounce.” List 
to the following ring side, sen- 
tence-by-sentence running com- 
ment that C. P. G. set down some 
time ago, when he too was on the 
office outfitting sales line: 

“I watched a boat race the 
other day on the Charles river 
(they named this river for Charles 
P. and also Charles of London of 
office furniture suite fame). I 
found a number of things about 
rowing that I didn’t know before 
or at least that I didn’t realize 
before. 

“All the crews knew how to row. 
They all knew how to row well 
and in perfect unison and with- 
out fuss. Each crew was strong 
and had the fighting spirit that 
fights to win. But the crew that 
won was the crew that had a 
final ounce of strength left after 
the other crews had used up their 
last ounce. You’ve got to have a 
little more than the other fellow 
to finish first. 

“So it is with any sales organ- 
ization. You’ve got to know how 
to sell or you are not in the race. 
You’ve got to pull together and 
in unison without fuss, with the 
fighting spirit that fights to win! 
With all these qualifications you 
may win, but if you have that 
FINAL OUNCE of STRENGTH OF 
PURPOSE after the other chap 
has used up everything he has 
you will win and will never be 
beaten. The race is to the strong” 

. and we humbly add: is not 
this June PEPPER-UPPER of C. P. 
G.’s rediscovered by another dis- 
tinguished New Englander worthy 
of framing and USING for you, 
your OFFICE FURNITURE DE- 


PARTMENT, your ENTIRE 

OFFICE OUTFITTING STORE 

ORGANIZATION; in fact, your 

UNCLE SAM, himself right now? 
* * oo 

This from the pen of B. C. 
Larrabee is worthy of your Idea 
Note Book for reading and re- 
reading: “The Power to Persuade 
Plenty of People to Purchase your 
Product at a Profit can easily be 
Produced if you have Plenty of 
PEP, PUNCH, and PERSEVER- 
ANCE!” 

You derive value from the fol- 
lowing terse quotations taken out 
of letters, postal cards, and tele- 
grams received from OFFICE APPLI- 
ANCES’ readers in response to last 
month’s query: “How can we 
spend a little more on the prep- 
aration of our advertising to make 
it more effective?” ... Here they 
are :— 

—“Your family doesn’t bake its 
own bread, does it?—well, then, 
consider the worth of a _ well 
chosen advertising consultant in 
either the preparation of or in 
the collaboration with the produc- 
tion of your ad copy—it pays; I 
KNOW!” 

—“‘Give your department heads, 
your junior sales people, too, in 
fact, everyone down to your de- 
livery boys and janitors, a chance 
to give their respective slants on 
clarity of copy and new sales 
promotional ideas in effective ad 
copy. There you will have added 
man-power, self-creating enthus- 
iasm and teamwork so needed 
right now.” 

—‘‘Do not crowd too much copy in 
one ad; consider the three-second 
successful idea of the billboard 
that clicks.” 

—“Give each ad unity; give each 
campaign series continuity.” 
—‘Sell in every ad.” 

—“Do not sell just office furni- 
ture; sell straight-line office effi- 
ciency!” 

—‘‘Use an_ interest - compelling 
illustration in most every ad, 
small space or large.” 
—‘Obviously place emphasis on 
those items you can deliver; but 
be timely and aggressive with 
alternates coming out to satisfy 
demands for items temporarily 
off the boards for the duration. 
Also build for the future with ads 
about items that will come back.” 
—‘Strive to have your own AlA 
priority on ingenuity and USE IT.” 


* * * 


Wine, like friendship, improves 
and is valued more highly as time 





OFFICE APPLIANCES 


goes on. Not so with old mer- 
chandise. 
* * ~ 
(This welcomed from: 
St. Paul, Minn.): 

“Formerly, I was just an aver- 
age employee for a local stationer; 
today, I’m on the way up, with a 
most definite goal—and I want 
the readers of your inspirational 
column at some future date to 
read a clipping to which I owe 
much. It is from a trade paper 
called ‘RAYS OF SUNSHINE’ 
published for the optical trade. 

.. I hope it literally opens the 
eyes of many of your readers and 
their friends. Here it is and the 
author is C. C. Carpenter:— 

“*WE SHOULD move up a bit 
each year. No man has the right 
to be as ignorant, as sinful, as 
lazy as he was the year before. 

. The law of life is the law 
of growth. We either go forward 
or backward. The road forward 
is uphill and hard to travel, but 
the higher the hill, the finer the 
view. .. . Keep going up—up be- 
yond the petty things, beyond the 
tiny stings, overlooking, ignoring, 
and forgiving ... with hearts too 
big to cherish hatred and malice, 
and souls that search the heavens 
for their inspiration.’ ” 

* * cd 

A southern office furniture firm 
puts our June question of the 
month; in fact, suggesting a new 
way of terming it the IDEA EX- 
CHANGE OF THE MONTH. This 
down south house suggests that 
we lead off with this idea to be 
discussed in June BUSINESS 
BUILDERS in OFFICE APPLI- 
ANCES: “Sales letter ideas for 
the office furniture dealer”; there- 
fore, from your own experiences 
as well as creative thought, jot 
down an air mail note, postal 
card, or telegram and rush it to 
the co-ordinator of this BUSI- 
NESS BUILDERS page, address- 
ing same Box 2153, care of Shaw 
& Borden Company, Spokane, 
Wash. Know the good SHARE- 
THE-IDEA feeling of participat- 
ing in our nation-wide hook-up 
and in some instances even inter- 
national net-work of aggressive 
office outfitting firms. 

a * * 

Note: The word AMERICAN 
ends in I CAN; yours for Victory 
with a V-I-M! 

Ralph B. Ortel 


ht ot 
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SHAW-WALKER UNIT PROVIDES FAST 
REFERENCE.—This Shaw-Walker Expandex 
in Wobble Block Visible files enables the 
Philadelphia Evening Bulletin to constantly 
maintain fast reference to clippings. The 
reference department keeps time with the 
tremendous pressure of putting a news- 
paper “to bed” by periodically enlarging 
the Expandex to provide for increasing 
number of clippings. The system and files 
were sold by H. H. Budd of Shaw-Walker’s 
Philadelphia office. 
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G-F EQUIPMENT IN INSURANCE 
BUSINESS.—Fifty-five No. 55-RL filing 
cabinets, made by The General Fire- 
proofing Company, were recently in- 
stalled in the offices of the American 
Insurance Company, Rockford, IIl. 
Cabinets are finished in olive green 
with bronze trim and drawers com- 
plete with G-F’s Divide-A-Files. The 
installation was sold and installed by 
V. A. Gustafson of the McFarland 
Office Equipment Company, Rockford. 





BANISHES OVER-CROWDED CONDI- 
TIONS.—Some time ago the order de- 
partment file room of the Youngstown 
Sheet & Tube Company, Youngstown, 
Ohio, became overcrowded and there- 
fore inefficient. So officials of the firm, 
headed by Office Manager S. D. Hor- 
ner cast about for relief with the re- 
sult that this good-looking battery of 
Super-Files of The General Fireproof- 
ing Company were installed and gave 
immediate relief. James & Weaver, 
Youngstown G-F dealers, arranged the 
layout of the files and made the 
installation. 
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EDITORIAL 


Get Priorities 

@@ DONALD NELSON’S recent statement that 
before the year is over American business will be 
almost wholly on a war economy basis obviously 
means that a larger percentage of the station- 
er’s business will be done with concerns engaged 
in war work. For even though commerce and 
industry are converted to the war effort, the de- 
mand for office equipment and supplies will 
continue to be great. 

This will increase both the opportunity and 
necessity for the retailer to obtain priorities with 
his orders, so that he will be able to replenish 
his stocks. Dealers are now experiencing con- 
siderable difficulty in securing equipment and 
supplies without priorities. Indications are that 
this condition will apply to more lines in the 
future. 

Office equipment dealers should therefore 
heed the advice of their manufacturers to get 
priorities wherever possible. The dealer who 
fails to do so runs the risk of selling himself out 
of business. 

The retailer not only has done well in adjust- 
ing himself to the new conditions thus far, but 
he has contributed tremendously to equipping 
business, industry, and government agencies 
with the office utilities required for conversion 
to wartime production. In order to maintain 
this essential service to business and govern- 
ment, he must, and is entitled to, insist when 
necessary upon priorities with orders; even 
though some who can furnish them may tend 
to incline away from this detail. 

Office equipment dealers undoubtedly will 
continue to adapt their operations to conditions. 


_—_ee- 


WRITE it on your heart that every day is the best 
day in the year. No man has learned anything rightly 


until he knows that every day is Doomsday. 
—Emerson. 
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Trade Associations Prove Invaluable 
© THE service being performed by the various 
associations of the office equipment industry as 
liaisons between their respective divisions of 
the industry and agencies of the Government 
give the members of this industry reason to be 
grateful for their trade associations and proud 
of their competent leadership. Among these 
groups are the National Stationers Association, 
the National Typewriter & Office Machine Deal- 
ers Association, and the Office Equipment Manu- 
facturers Institute. 

Representatives of the industry’s national or- 
ganizations, together with some industry com- 
mittees, have been in frequent contact with gov- 
ernment officials since the national emergency 


made necessary imposition of such familiar 
measures as curtailed production, priorities, allo- 
cation of materials, freezing orders, rationing, 
plant conversion, and price control. 

In these conferences the associations have 
rendered valuable patriotic service to the Gov- 
ernment in cooperation with the war effort, as 
well as representing the interests of the industry 
members. The Government’s recognition of the 
importance of trade associations is evidenced 
by its practice of first consulting the associa- 
tion leaders when information is needed as to 
the place a given industry occupies in the na- 
tional economy. Through their intimate knowl- 
edge of the industry, our association representa- 
tives have been able to speak with authority on 
the many phases of the subject. They have 
clearly identified the industry as essential to the 
war effort. Thus they have been able to help 
the government agencies and at the same time 
justify proper consideration by the Government. 

The associations have assembled comprehen- 
sive facts about their divisions of the industry, 
both in statistical form and as to functional 
operations. In normal times the chief benefits 
of this service have been in the use made of this 
information by the association members. But 
in times of national emergency, when the Gov- 
ernment contemplates action affecting the in- 
dustry, these facts are of further value in en- 
abling the industry to portray its significance 
and in helping the Government become familiar 
with its operations. 

Decisions affecting an entire division of an 
industry are in consequence of such importance 
that the Government has tried to avoid making 
these decisions without giving due considera- 
tion to all factors involved. This has placed a 
great responsibility on the association represen- 
tatives and the government agency. In the case 
of the rulings on the typewriter and office 
machine industry, for instance, the OPA has 
been called upon to weigh all the factors pre- 
sented by the committee for the typewriter and 
office machine industry so that both the future 
needs of the nation at war may be met and con- 
sideration also be given the dealers, who are 
carrying on an essential function in supplying 
and servicing greatly needed machines through- 
out their local areas. 

A similar situation of responsibility and need 
for full consideration has prevailed in relation 
to regulations applying to other major prod- 
ucts of the industry which are produced from 
critical war materials. 

A point not to be overlooked is that the rep- 
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resentations made to the Government by the 
trade associations serve all who are engaged in 
the division of the industry concerned, regard- 
less of association membership. It is gratifying 
to learn that this service is appreciated by many 
who have not previously been affiliated with 
their industry associations but have now en- 
rolled in their growing memberships. 

These associations are essentially cooperative 
organizations working for America’s victory 
and advancement of their divisions of industry. 
In addition to their coordinating activities and 
planning so that the more vulnerable members 
of the trade shall not suffer disaster, they are 
giving an immense amount of assistance in the 
dissemination of information. 


_——_eom- 


SAVE time thinking you can do the other fellow’s 
job better than he can—put it in doing your own job 
better!—Herbert A. Schoenfeld, in “The GF News.” 





Buy War Bonds For Victory 


@& “WHAT does victory mean to me? It 
means the security of my business, the protec- 
tion of my future, the guaranty of my freedom.” 

This is what the businessman in Canada is 
saying today; and he is working, sacrificing, 
and investing in his country’s victory bonds to 
help accomplish the victory. 

Victory means no less to the businessman in 
the United States. To every citizen it means 
preservation of all that he considers worth- 
while: security, welfare of home and family, 
freedom in his rights and liberties. We are all 
determined to win and we all have a part to 
play. No sacrifice is too great. 

In the words of Secretary of Commerce Jesse 
H. Jones, when addressing the recent Chicago 
meeting of the Chamber of Commerce of the 
United States, ‘Associated with us in this de- 
termination are 35 other nations, people pledged 
as we are pledged, to the right to live their own 


| HERE AND THERE 


NSA PRESIDENT RIDES THE 
BLACK MARIA 

E. B. "Dick'’ Healy, president of 
Santa Fe Book & Stationery Com 
pany as well as National Stationers 
Association, had an unexpected ride 
while in Little Rock, Ark., as the 
guest of Walter Guy. Mr. Guy is 
well known as operator of the Ar 
kansas Printing & Litographing Com 
pany and twice governor of the 
eighth district NSA. While on the 
street on the occasion of the pro 
gram put on by a convention of 
Shriners, Dick was surprised to find 
himself surrounded by Little Rock 
policemen who placed him under 
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lives and shape their own destinies. Many of 
their countries are now occupied by the enemy. 
These people must be freed.” 

To meet the increased demands of our war 
machine, upwards of fifty percent of our total 
productive capacity and an equal share of our 
national income must be diverted to making 
war materials. Billions have been and will be 
spent to win this war. 

During the past month our Government has 
launched an intensified program to promote 
the systematic purchase of United States Sav- 
ings Bonds. The voluntary investment of ten 
percent of individual wages and salaries is urged. 

Secretary of the Treasury Morgenthau pointed 
out that some individuals will be able to set 
aside more than ten percent; others less. 

The plan has the merit of both immediate and 
far-reaching objectives: (1) to check inflation, 
by absorbing excess consumer income which if 
spent for a limited supply of consumer goods 
would tend to force prices up; and (2) to help 
finance the war to victory. Buy Bonds! 

WE must so strive that each man may regard him- 
self as the chief cause of the victory—xXenophon. 


_ __eem-. 


Price Control Information Given 


@&@ COMMENDATION is due Price Adminis- 
trator Leon Henderson and his OPA organiza- 
tion for the extraordinary service and speed 
with which the country’s 1,900,000 retailers are 
being acquainted with the meaning and me- 
chanics of the General Maximum Price Regula- 
tion which became effective May 18. An in- 
tensive educational program is under way, 
employing trade meetings, business organiza- 
tions, the press, radio, and literature by mail. 
Consideration was also shown the retailer in 
allowing a week lag between effective dates 
of the wholesalers’ and retailers’ regulations, 
enabling retailers to set their houses in order. 


arrest. Arguing produced no result. 
Dan MacDougall of the Stationers 
Loose Leaf Company, offered to 
furnish bond. Then he, too, was de- 
tained, his car confiscated, and Dick 
and Dan both found themselves in 
the patrol car. Letting Nature take 
its course, soon they found them- 
selves in the Shrine parade along 
with camels, elephants and other 
parade attractions. After the pa- 
rade was over the prisoners were 
released at the entrance to the 
Shrine temple where Dick and Dan 
and Walter Guy participated in an 
elaborate dinner and the Shrine 
ceremonial. 
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GENERAL CONSERVATION ORDER M-126 COVERS 
MANY OFFICE EQUIPMENT AND SUPPLY ITEMS 


Thousands of manufacturing plants on May 5 were 
ordered by the War Production Board to stop using 
iron and steel in the manufacture of more than 490 
common civilian products. 

The list of products banned includes such common 
iron and steel items as bathtubs, pie plates, cash reg- 
isters, waste baskets, cigarette lighters, clock cases, 
mail boxes and fountain pens. 

The sweeping order—General Conservation Order 
M-126—affects not only the manufacturing plants but 
also thousands of wholesalers, distributors, jobbers, 
retailers, employees in all these businesses and the 
consuming public. 

Limited production is permitted until the first part 
of August, but after that manufacture must stop, even 
for many items customarily used by the armed forces. 

Manufacturers who have been making items on the 
list out of iron or steel may not substitute any other 
metal except gold or silver. During the ninety-day 
period when fabrication and assemblage are permitted, 
manufacturers may sell iron and steel to others en- 
gaged in the same line of business. They may not 
sell iron and steel from inventory otherwise except 
on preference ratings of A-10 or higher for other than 
alloy steel and A-1-k or higher for alloy; to the Metals 
Reserve Company or its agencies or with the specific 
authorization of the Director of Industry Operations 
J. S. Knowlson. 

An entirely new appeals system is set up in the 
order. All appeals must be made on Form PD-37 and 
must be filed with the field office of the War Pro- 
duction Board for the district in which the plant to 
which the appeal relates is located. No appeal will 
be considered that is not filed in accordance with this 
requirement. Administration of the order will be 
moved out of Washington to New York City, where 
offices have been established. 

From the 400 items on the restricted list the follow- 
ing have been selected as affecting office equipment 


Store display equipment 
and show cases 
Swivel chairs 


Check cancelling 
Check cutting 
Check dating 


Check numbering Tags: 

Check signing Identification 
Check sorting Key 

Check writing Name 


Price 

Thermos jugs and bottles 
over one quart 

Waste baskets 


Envelope handling 
Envelope opening 
Envelope sealing 
Envelope stamping 
Envelope mailing Water color paint boxes 
Folding contents of en- Window display advertis- 
velope ing 
Pencils, non-automatic Window ventilators — ex- 


Pen holders 
Photographic accessories 
Sample boxes 
Show window 
and display equipment 
Sign hanger frames 
Sign posts 
Slide fasteners 


lighting 


cept industrial and hos- 
pitals 
Wire racks and baskets— 

except: 

(a) Industrial 

(b) Scientific laboratory 
equipment 

(c) Animal cages for 
biological work 


and supply dealers: 


Advertising novelties 
Air conditioning systems 

—except for hospital 

operating rooms and in- 

dustrial plants* 
Autographic registers* 
Blackboards 
Book ends 
Cabinets—except: 

(a) Hospital operating 
and examining 
rooms 

(b) Office furniture as 
permitted in Lim- 
tation Orders L- 
13-a and L-62 

Cans or containers for: 

Chalk 

Pencils 

Playing cards 

Staples 

Cash boxes 

Cash registers* 

Copy holders 

Dictating machine cylin- 
der racks 

Drawer pulls 

Erasing knives 


Fountain pens — except 
functional parts 
Furniture*—except: 
(a) Wood furniture 
(b) As limited by Lim- 
itation Orders L- 
13-a and L-62 
(c) Hospital operating 
and examining 
rooms 
Ink well holders 
Letter openers 
Letter trays 
Lockers—except: 
(c) Office equipment as 
limited by Limita- 
tion Order L-13-a 
Loose leaf binding wire, 
rings, posts and metal 
parts 
Mechanical book binding 
wire 
Novelties and souvenirs of 
all kinds 
Office machinery 
for:* 
Change making 
Coin handling 


used 


*Maintenance and repair excepted. 


o 
THE RUBBER SITUATION 


We are in the grip of a rubber shortage which might 
bring defeat in our present military struggle, but we 
have in our possession the means with which to trans- 
late that shortage into sufficiency. 

On the one hand, this nation which normally uses 
half the world’s rubber supply in the manufacture of 
more than 50,000 articles—one of which, the rubber 
tire, normally carries 34,000,000 vehicles more than 
500 billion miles a year—has been shut off from 
ninety-seven per cent of its sources of rubber by the 
Japanese thrust in the Pacific. 

On the other hand, American motorists hold on the 
wheels and within the works of their automobiles a 
precious reserve of rubber, approximately 1,180,000 tons 
of rubber, or nearly twice the average normal con- 
sumption of the country. And the unnumbered tons 
of old rubber lying in American attics, cellars, garages 
and farm-yards are an asset of vital importance to 
the war effort. The potential supply of reclaimed rub- 
ber, in fact, swells our stock pile by a good thirty 
per cent. 

What has happened since Pearl Harbor? When the 
Japanese struck southward through British Malaya 
and the Dutch Indies to the gates of Australia they 
slammed and bolted the door on America’s rubber 
supply. We import only two per cent of our needs 
from South American and African sources. Our syn- 
thetic rubber industry is barely an infant—we cannot 
count on production from the guayule plant to solve 
our problems. 

We must not look for miracles, we must get along 
with what we have and with what we can scrape up. 

Even as we lost our major source of rubber our 
growing military machine sent our rubber require- 
ments soaring to the highest peak in our history. If 
rubber is a convenience of peace. it is indispensable 
in war. In modern warfare mechanized legions roll 
into battle on rubber. Rubber fights our battles on 
land, sea and in the skies. Every new battleship, for 
instance, requires seventy-five tons of latex, or enough 
to make 17,143 automobile tires. A ten-ton pontoon 
bridge consumes 3200 pounds, a scout car 398 pounds, 
the carriage for a seventy-five MM gun 175 pounds, 
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a doughboy’s raincoat two pounds. Not only must we 
supply the rubber used for these purposes by our own 
armed forces, but we must also supply rubber for the 
forces of our allies. 

What, then, can “Home Front” Americans do to save 
rubber and thus help win the war? In the first place, 
they can guard their tires as though they were more 
valuable than gold—which, in this war economy, they 
are. We can always dig more gold from the earth, 
but we cannot reach across the seas for more rubber. 
Drive as little as possible and only when it is essen- 
tial. Pool your car with your neighbors so that it 
always carries a full load of passengers—not forty 
per cent, as at present. Rotate your tires from wheel 
to wheel every 5000 miles so that they wear off evenly. 
Have your wheels lined up properly so that they don’t 
scuff off rubber. Avoid “jack rabbit” starts, sudden, 
screeching stops and bruising contacts with the curb. 
Above all, drive slowly, carefully and courteously. 


Conserve or Lose Use of Automobiles 


Unless America does these things, America is going 
to wake up some morning to find that it has had its 
last blow-out—that its tires are beyond repair—that 
it can’t buy new ones—that it must lay up its autos 
for the rest of the war. This would be a national 
tragedy, because our national civilian economy is 
geared to rubber; rubber tires take America to work 
and transport much of the supplies which keep us 
going. And yet today American motorists are riding 
themselves off the highway at the rate of three and 
one-half per cent a month. 

Americans can help save rubber by reversing this 
trend, by making tires last as long as possible. And 
they can help by getting scrap rubber into the hands 
of the junkman and started back to the reclaiming 
plants. 

To one with an alert eye the attics, backyards, 
cellars, corrals, garages, junk yards and open spaces 
of the land are veritable El Doradoes of used rubber. 
Old automobiles, farm machinery, trucks. bicycles, 
household appliances are mines of old rubber which 
can be salvaged to meet essential military and civilian 
needs. Wornout tires, hot-water bottles. rubbers, 
galoshes, children’s toys, even the baby’s old nipples 
can be sent to reclamation plants, mixed with prime 
rubber and emerge as new products. 

Here are a few translations of rubber from the 
values of peace to the values of war: 

An average automobile contains about 120 pounds 
of rubber—seventy in the tires and fifty elsewhere in 
the mechanism—or enough to make four emergency 
pneumatic rafts for a bombing plane. The rubber in 
eighteen such cars would provide the rubber parts for 
the motor of a bomber. The rubber which went into 
thirty billion peace-time rubber bands would make 
1,500,000 army gas masks and more than 500,000 rain- 
coats. The rubber which was made into garden hose 
last year would put tires on 8500 seventy-five MM 
gun carriages and on 6800 thirty-seven MM anti-air- 
craft gun carriages and, in addition, would supply 
more than 600 ten-ton pontoon bridges. One army gas 
mask could be turned out from the rubber in 200 
girdles. 

And so we have it within our power, by saving and 
by salvaging, to increase the available supply of rubber, 
the available supply of a vital material needed to keep 
the United States rolling toward victory. Victory may 
depend upon the way we take care of our tires and 
feed rubber reclamation plants. For we must have 
all the rubber we can get—to keep the tanks and 
trucks streaming toward the front, to keep our bomb- 
ers aloft above the Pacific, to keep the army and 
war workers shuttling to and from the factories. 


o 
COPPER RESTRICTIONS 


On May 7, the War Production Board prohibited the 
use of copper and its alloys, including brass and 
bronze, in an additional list of civilian products; cur- 
tailed other uses after June 15, and ordered a num- 
ber of other restrictions designed to conserve supplies 
of the red metal. The action was taken in a revision 
of Order M-9-c issued by J. S. Knowlson. M-9-c orig- 
inally was issued on October 21, 1941, and has been 
amended frequently. List “A” of the previous order 


is maintained in substantially the same form. Use of 
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copper in the manufacture of articles on this list was 
prohibited after March 31, 1942. Included on this list 
are cuspidors, fans, furniture hardware, lamp stand- 
ards, shades, shade holders and stems, waste baskets, 
hat trees, humidors and similar items, book ends, 
smokers’ accessories, desk accessories, office supplies, 
pencils, pens and penholders. 

A new list, “A-1,” is added. Manufacture, assembly 
or finishing of items on this list was stopped on 
May 31. Included on this list are pulp and paper 
manufacturing machines, cabinets, cash registers, clips, 
fountain pens, mechanical pencils, pins, scales, except 
commercial and industrial, and staples for fastening 
cartons and containers. 

Approximately one-third of the pins manufactured 
in 1940 and 1941 were made of brass, with the re- 
mainder of steel. There is no ban on steel pins, but 
the rate of production is limited. 

Manufacturers may not further process copper, brass 
or bronze plate, sheet, strip, rolls, coils, wire, rod, bar, 
tube. pipe, extrusions, ingots or powder to make items 
on List “A-1” if the materials are in substantially the 
same form in which they were acquired. 

Manufacture with copper of every article not on 
Lists “A” or “A-1” must stop on June 15 if any copper 
is used which was obtained before February 28, 1942, 
unless the article is being made to fill a purchase 
order rated A-1-k or higher, or its manufacture has 
been specifically authorized by an application filed on 
Form PD-426. If the raw material has been obtained 
since February 28 and is being used to make articles 
not on the lists, it is the attitude of WPB that the 
copper was properly allocated and no further restrict- 
ing is necessary. 

The previous exemovtion for parts to conduct elec- 
tricity is removed. If an article appears on List “A” 
or List “A-1” use of copper in its manufacture is pro- 
hibited for any purpose, unless a specific exception is 
made in the order. Copper plating of all articles men- 
tioned in the lists also is prohibited after May 31. 
The restrictive provisions of the order do not apply 
to Army, Navy or Maritime Commission contracts, 
where the contracts call for copper, brass or bronze, 
until August 1. 

Form PD-426 is provided to permit manufacturers 
of items not specifically prohibited to request per- 
mission to continue after June 15. It is not an appeal 
from the order but an opportunity to review specific 
cases. It is the intention to grant such request when 
the circumstances justify this action. 


o 
TYPEWRITER INDUSTRY COMMITTEE FORMED 


On Wednesday, May 6, the following typewriter in- 
dustry committee met with Harvey C. Mansfield, unit 
chief, Office Equipment & Machinery Unit, Office of 
Price Administration. in Washington, D. C., for the 
purpose of formulating a permanent order on maxi- 
mum prices for sales and rentals of tvpewriters, re- 
placing the temporary order which fixed prices as 
of March 5. 

Retailers—W. R. Shilling, Fort Pitt Typewriter Com- 
panv, Pittsburgh, Penna.;: John A. LaHiff, J. E. Al- 
bright & Company, New York, N. Y.; Clarence E. Bush, 
General Typewriter Company. Washington, D. C.. and 
James Sheehan, Office Appliance Company, Provi- 
dence, R. I. 

Wholesalers—William F. Clausing, International 
Typewriter Exchange, Chicago; Luis De Olazarra, 
Shipman-Ward Manufacturing Company, Chicago; 
James P. Ward, Reliable Typewriter & Adding Ma- 
chine Company. Chicago, and Hazen Ames, Ames Sup- 
ply Company, Chicago. 

Manufacturers—M. V. Miller, Royal Typewriter Com- 
pany. New York, N. Y.; Emil Trefzger, Underwood 
Elliott Fisher Company, New York, N. Y.; Victor H. 
Davidson, L. C. Smith & Corona Typewriters Inc., 
Syracuse, N. Y., and Howard J. McGuire, Remington 
Rand Inc., Buffalo, N. Y. 

At the conclusion of the session, the committee was 
permanently appointed to represent the typewriter 
industry for the duration of the war. 


o 
TYPEWRITER RENTALS UNRESTRICTED 


Any person or business needing a typewriter is en- 
titled to rent a used office machine or new portable 
(Turn to page 113, please) 
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Jackson Host to Fourth and Ninth N.S. A. Districts 


ON OPPOSITE PAGE.—Photo studies from Jackson, Miss. 


Johnny Wright New Regional Governor of Ninth District 
—Delegates Experience Real Southern Hospitality— 
Convention Best on Record 


HE Wartime Conference of the combined fourth 

and ninth districts NSA was held May 18 and 19 at 
the Heidelberg hotel, Jackson, Miss., with C. Guy Lowe 
of The Office Supply Company, Jackson, and governor 
of the ninth district, presiding. It was one of the larg- 
est of the year. 

The program included local district men as well as 
members of the NSA troupe, all talks having direct 
bearing on the present war and economic situations. 

A most interesting discussion was on the subject of 
Priorities and What They Mean to the Stationer, led 
by L. H. Clay and A. A. Claverlie, Jr., both from the 
War Production Board office in New Orleans. Ques- 
tions and answers on priorities continued until the 
two WPB men were obliged to leave in order to catch 
their train. 

Members of the troupe who participated and whose 
remarks have been reported in connection with earlier 
meetings included Ed Conlon of Rockwell-Barnes Com- 
pany who spoke on the paper situation; Bill Hoge, The 
General Fireproofing Company, who spoke on the past 
and future of metal furniture; and Al Skibbe of Asso- 
ciated Stationers Supply Company, whose address ap- 
pears elsewhere in this issue. 

The session opened with a songfest led by James 
Wallace, dean of music, Belhaven College. An address 
of welcome was delivered by Zack T. Hederman of 
Hederman Brothers, Jackson, the response being made 
by Johnny Wright of Story-Wright Printing Company, 
Tyler, Tex. Mr. Lowe called upon President Dick Healy 
who spoke about operations on a price ceiling and the 
relation of taxes to present merchandise prices. He 
told of the necessity for marking plainly all goods 
subject to the ruling and referred also to the new 
credit limits. Higher taxes, he said, should be provided 
for with tax certificates so that it will be easier to meet 
the tax obligations when they become due. He also put 
in a good word for buying government bonds. Some 
other points he covered included the training of girls 
to substitute for men going into the service, the dan- 
ger in buying new products from too many sources, 
the necessary reduction in the number of deliveries, 
and the value of putting responsibility on department 
heads. 

Mr. Garvin, general manager NSA, said that our job 
is to see that there will be something for him to come 
back to when Johnny comes marching home again. 
Progress, he said, has come out of turmoil. This in- 


dustry is fortunate compared to other industries. Nine- 
(Turn to page 90, please) 





THE GOVERNORS AND THE BARBECUE.—(Left) Johnny Wright, Story 
Wright Printing Co., Tyler, Tex.. governor-elect ninth district, NSA. 
(Center) At the barbecue. The grate is piled high with chicken to 


1. 


20. 


21. 


22. 


23. 
24. 


25. F. 
26. 


27. 


serve more than 200 people. 
the waiters. 


. Louis S. Bergeois, 


. A. L. Marschall, The Carter's Ink Co.; 


- Herb Walsh, Ace Fastener Corp.: 


. C. F. Escher, 


. Ed Keelin 


. Ward Silliman, 


. Ed Little, Wabash 


. R. G. Shelp and John Krueger. F. S. Webster Co. 
. F. L. Arbogast, Parker Pen Co.; Mrs. J. 


- Johnny yg Tyler. Tex., 
. Andrew J 


Three ribbon and carbon men: Ira Cole, Mittag & Volger, Inc.; 
Frank Cooper. Codo Mig. Co.; Frank Nichols, Columbia Ribbon 
and Carbon Mig. Co. 


. Dick Gage. Art Metal Construction Co.; Horace Hamilton, manu- 


facturers’ representative; G. T. Buchanan, Buchanan Stationery Co.., 
Wichita Falls, Tex.; Willis Lowe, E. L. White Co., Fort Worth, Tex.; 
Bill Pickering. Eberhard Faber Pencil Co. 

Dameron-Pierson Co., New Orleans; Charles 
o., Jackson; William J. Schroder. 


Hooker, Mississippi Stationer 
harleston, N. 


Walker, Evans & Cogswell, 


. Jeff Place, Eberhard Faber Pencil Co.; Charlie Hucke, manufac- 


Mrs. Hucke; Morris Hansell, II, F. F. Hansell 
Mrs. Place; Charles Potomac Garvin; 
Little Rock, 


turers’ representative; 
& Bro., Ltd., New Orleans; 
Walter Guy. Arkansas Printing & Lithographing Co., 
governor eighth district. 


. Dick Clay, The General Fireproofing Co. 
. N. A. Sherburne, Angle Steel Stool Co.; 


Alex Patterson, Angle 
Steel Stool Co. and All-Steel-Equip Co.; Charles W. Baldwin, 
McClure-Baldwin Co., Macon, Ga.; T. J. Vaughan, Marshall & Bruce 
Co., Nashville, Tenn. 

Ben McGinty. Yawman and 
Erbe Mig. Co.; Lorenz Bauerkemper, Pillot’s Book Store, Houston, 
Tex.; H. C. Nix, Mittag & Volger, Inc.; E. C. Clifton, Boorum & Pease 
Co.; D. S. Downie, D. S. Downie & Son, Jackson, Miss.; George A. 
Reynolds, Lamb Printing & Stationery Co., Beaumont, Tex. 

Bob Strafford, manufacturers’ 
representative; G. S. Thorn, Paul Anderson Co., San Antonio, Tex.; 
Jack Mathews, American Pencil Co.; Lon Storey. Wilson Stationery 
& Printing Co., Houston, Tex.; Walter W. Maas, Rockwell-Barnes Co. 


. James Norris, National Blank Book Co.; Morris E. Hansell, II, F. F. 


Hansell & Bro., Ltd., New Orleans; Frank Cooper, Codo Mig. Co.; 
Zack Hederman, Hederman Bros., Jackson, Miss. 
Dameron-Pierson Co., New Orleans; 
Belhaven College; Bill Small, Johnson Chair Co. 


Jim Wallace, 


. Ray F. Collins and S. F. Richardson, Columbia Ribbon & Carbon 


Mig. Co. 
, Art Metal Construction Co.; Gordon Miller, Weatherford 

O. Tuscaloosa, Ala. 

Mrs. Silliman and Tom Norris, 


Printing 


Columbian Art 


Works Co. 


. Norman Gerth, Imperial Desk Co.; Harvey Rivera, Dameron-Pierson 


Co., New Orleans; pnaee S Wright. Story- ~— Printing Co., Tyler. 
Tex.; Lamar Murray, oatine Pen Co. 
Body Co.: .: Dan MacDougail, Stationers Loose 


Leaf Co. 


R. Rhodes; Mr. Rhodes, 


Parker Pen Co. 

fancy steps at the barbecue. 
‘Conner, Rust Craft Publications; Add Atkins, Ragland 
Office Equi ~ * Co., Texarkana, Tex.; W. H. Plant, Jr., Selma 
Stationery . Selma, Ala.; Jack C. Kern, Jack C. Kern Co.; Lorenz 
Sepanuadhione, "Pillot’s Book Store, Houston, Tex. 
M. W. Drake, The Drake Co., Shreveport, La.; Frank J. Link, Art 
Fred Fenne, Associated Stationers Supply 
Bill Smith, Ace Fastener Corp.; 
Dick Gage, Art 


doin 


Metal Construction Co.; 
Co.; F. S. Cooper, Codo Mfg. Co.; 
W. F. Gigliotti, manufacturers’ representative; 
Metal Construction Co. 

General Manager Charlie Garvin; Jack Estes, Estes Office Supplies, 
Greenville, Miss.; Add Atkins, Ragland Office Equipment Co., 
Texarkana, Tex., representing the oldest business house in the 
city; W. L. Paetz, Latil Stationery Co., Baton Rouge, La.; Dick 
Healy, Santa Fe Book & Stationery Co., president NSA. 

Frank Nichols, Columbia Ribbon & Carbon Mfg. Co.; Willis Lowe, 
E. L. White Co., Ft. Worth, vice-president NSA; Walter Guy, 
Arkansas Printing & Lithographing Co. 

Mrs. J. Wright; Art M. Carrow, Speed Products Co. 

W. H. “Sully” Sullivan, Standard Stationers, Jackson, Miss.; M. H. 
Cooke, Industrial Tape Corp.; Kelly Dunn, Dunn Printing Co., 

Jackson; Joe Hand, Mississippi Power & Light Co.; Paul Ray. 
gg Stationery Co., Jackson. 

Hollowell, Reliance Pencil Co.; Gus Trahan, General Office 
Co., Lafayette, La.; R. G. Shelp, F. S. Webster Co. 

— The General Fireproofing Co.; Valeria Logue, Office 

Jackson; Fred Pitt, Wilson-Jones Co.; Mrs. Pitt: Jack 

be “Neal, the daughter of the Pitts. 

Mann, Imperial Desk Co. 


Suppl 
Bill 
Suppl 
Neal; 
Norman Gerth and O. D. 





Men in the background are some of 


(Right) C. Guy Lowe. Office Suppl o., Jackson, Miss., 


retiring ninth district governor, the man who presided at all the sessions. 
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I. B.S. A. Holds 27th Convention in Springfield 


Jacquin Re-Elected President Simmons Named New 


Treasurer — Delegates Honor Tracht Upon Retirement 


From Business 


TREAMLINED to be in harmony with current 

trends toward speed-up and curtailment, the 
twenty-seventh annual convention of the Illinois 
Booksellers & Stationers Association was officially 
called to order at about 10:00 o’clock Thursday morn- 
ing, April 30, and was adjourned at 4:00 o’clock the 
following afternoon. All sessions as well as luncheons 
and the annual banquet were held on the fourth floor 
of the Abraham Lincoln hotel, Springfield, Il. 

Homer Jacquin, Jacquin & Company, Peoria, presi- 
dent of I.B.S.A., opened the meeting. Following words 
of invocation by Dr. Shontz of the Central Baptist 
Church of Springfield, the mayor of the city, Hon. 
John W. Kapp, gave a statement of welcome. Mr. 
Jacquin responded fittingly and then appointed the 
following convention committees: nominating, audit- 
ing, resolutions and necrology. 

The first scheduled speaker, Al Skibbe, vice-presi- 
dent of Associated Stationers Supply Company, was 
unavoidably absent. His address, “What Is the Out- 
look for the Stationer in 1942,” was read by Charles 
Malody of Associated. This stimulating message was 
also presented at NSA regional meetings in St. Paul, 
Kansas City, Denver and Chicago. 

Grant Olson, advertising manager of the W. A. 
Sheaffer Pen Company, gave a succinct outline of 
“The Fountain Pen Situation Today.” Referring to 
rumors about “freezing” production, he said that cer- 
tainly no official announcement had been made and 
his personal opinion was that no such action would 
be taken. Some curtailment is already in evidence 
and there may be more in the future. Fountain pen 
producers offered their facilities to the United States 
government before the attack on Pearl Harbor. This 
resulted in the shortening of lines sooner than in 
some other fields. The logical procedure is to sell up, 
concentrating on fewer units at higher prices and a 
consequent higher profit. 

The next speaker was John Storm, traveling repre- 
sentative of the Bobbs-Merrill Company, who pre- 
sented a paper on “Problems in the Book Business 
Today.” . 

In accordance with a custom established some 
years ago, attendance awards were given at the con- 
clusion of each regular convention session. The prize 
for the first morning was received by Tom Salsman, 
president of the Rockwell-Barnes Company, because 
he held the number taken from the box by Ed Conlon, 
sales manager of the Rockwell-Barnes Company. 

In the afternoon, the assembly was reconvened by 
Maynard Westring of the Mid-City Stationers, Rock- 
ford, vice-president of the association. He introduced 
an old friend of I.B.S.A., Joe Meek, executive secre- 
tary of the Illinois Federation of Retail Associations. 
Mr. Meek came through in his usual fine style on the 
subject “Retailing in War Time.” He expressed a be- 
lief in the continuing of retail stationers as units in 
the economic picture, urging them to buy cautiously 
and sell rationally. During the course of his address, 
he outlined the principal factors involved in the Gen- 
eral Maximum Price Regulation which was issued just 
two days before the convention was held. He made a 
special reference to a provision in the regulation 


which permits a retailer who feels that he has a prob- 
lem of discrimination to file an appeal for special 
consideration. 

The next speaker was Frederick G. Melcher, editor 
of the Publishers’ Weekly, who spoke on “The Book 
Business in War Time.” 


The rest of the afternoon session was devoted to 
an address on “The Mechanics of the Priorities Sys- 
tem” by Leonard Rose of the National Blank Book 
Company. Mr. Rose’s clear and concise outline stim- 
ulated thinking on the part of his auditors, so that 
his address was followed by an extensive question- 
answer session. A number of the questions were held 
over for further consideration at the priorities session 
Friday morning. 


Friday Sessions 


Under the chairmanship of Dan Hansen, Carlson 
Bros., Moline, the Friday morning session started off 
with an address by Harry Horder, treasurer, Horder’s, 
Inc., Chicago, on “How to Make a Profit.” Mr. Horder 
prefaced the address itself by pointing out that it 
was prepared for presentation originally at the NSA 
regional meeting in Kansas City several weeks earlier 
in the year, and that the General Maximum Price 
Regulation rendered a large portion of his recom- 
mendations temporarily obsolete. Because present con- 
ditions are impermanent, however, he presented his 
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1. Dan Hansen, Carlson Bros., Moline: Harry Horder, Horder’s, Inc., 
Chicago; Bill Smith, Ace Fastener Corp.; Fred Tracht, University of 
Chicago Book Store: Tom Salsman. Rockwell-Barnes Co. 

2. Walter Wagner and Dempster Passmore, University of Chicago 
Book Store: Charles Mueller, Joseph Dixon Crucible Co.; C. W. 
Carlmark, Parker Pen Co.; Dan Consodine, Richard Best Pencil 
Co.; Ed. Kafka, Grosset & Dunlap. 

3. Mrs. Frank Simmons, Simmons Office Supply & Equipment Co., 
Springfield; Mrs. Fred Greenwood, Chicago; Mrs. John Carroll, 
Galesburg; Mrs. Harold Friedlander. 

4. At left, Mr. and Mrs. Harry McFarland, McFarland Office Equip- 
ment Co., Rockford; at right, Mr. and Mrs. Leslie Dunlap, Rockford 
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6. Hy Linden, Ace Fastener Corp.; Mrs. Linden; Bill Smith, Ace Fastener 
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7. J. Glen McFarland, Coe Bros., Springfield: Roy and Fred Green- 
wood, Greenwood’s Book Store, Chicago; John Carroll, Temple & 
Carroll, Galesburg. 

8. Ed. Hubeli, Graham Paper Co.; Homer Jacquin, Jacquin & Co., 
Peoria; Maynard Westring. Mid-City Stationers, Rockford; H. J. 
Kraft, Graham Paper Co. 

9. Les Dunlap, Rockford Printing & Staty. Co., Rockford; Bob Bauer. 
National Blank Book Co.; George Tynan, F. S. Webster Co.; Bill 
Warner, Mattoon, Ill.; Maynard Westring, Mid-City Stationers, 
Rockford. 

10. John Carroll, Temple & Carroll, Galesburg: Tony Markelz, The 
Book Shop, Joliet, and Art Frey, The Globe-Wernicke Co. 

ll. M. M. Morrissey, Parker Pen Co.; Mrs. Frank Garland, Lloyds, 
Campaign and Merrill O. Thompson, Quality Park Envelope Co. 

12. M. T. Weingaertner, Belleville Staty. Co., Belleville, and Dick 
Prederickson, The Autopoint Co. 

13. William Niesen, Wilson-Jones Co.; Jess Sutton, Woodbury Book 
Co., Danville; Mrs. Max Dollens and Mr. Dollens, Eberhard Faber 
Pencil Co. 

14. Bert Amberg, Amberg File & Index Co.; Fred Coleman, manu- 
facturers’ representative; Homer Jacquin, Jacquin & Co., Feoria; 
Will Harms, Business Equipment Co., Peoria. 

15. Mrs. Frank Simmons, Simmons Office Supply & Equipment Co., 
Springfield; Harold Friedlander, Rand McNally & Co.; Mrs. Fred 
Greenwood; Bob Fleming. The Leopold Co.; Mrs. Friedlander; 
Herb Walsh, Ace Fastener Corp. 

16. Joe Kozlevcar and John M. Miller, The Book Shop. Joliet; George 
Cormack, Wilson-Jones Co.; J. W. Belay. The Book Shop, Joliet. 

17. C. H. Marquis, Woodworth’s Book Store, Chicago; Fred Tracht. 
University of Chicago Book Store; Fred Melcher, Publishers’ 
Weekly: Will Johnson, W. B. Read & Co., Bloomington; Glen 
McFarland. Coe Bros., Springfield. 

18. Karl Kiesel, The Carter's Ink Co.: Jess Sutton, Woodbury Book Co., 
Danville; Dan Hansen, Carlson Bros., Moline; Harry W. Hanson, 
Jefferson Stationers, Springfield. 

19. J. A. Peck, Springfield Staty. Co.. Springfield: Ralph Maneval, 
A. W. Faber. Inc.; Bill Cox and Karl Kiesel, The Carter’s Ink Co.; 
Oscar Modene. Marshall-Jackson Co., Chicago; Bill Smith, Ace 
Fastener Corp. 

20. A happy trio from Rockwell-Barnes.—Tom Gillice, Ed Conlon and 
Tom Salsman. 

21. Jim Bradley. Higgins Ink Co.: Matt Dillon, Associated Stationers 
Supply Co.; Ed Rohrs, Eaton Paper Corp.; Bill Small, Johnson 
Chair Co.; Andy Knehr, American Crayon Co. 
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address which involved principles of operation that 
will certainly be worthy of consideration when the 
emergency is over. 

The remaining morning hours were devoted to ques- 
tions and answers on priorities, price regulations and 
other pressing problems of retailers in the industry. 
Mr. Hansen impaneled the following group of experts: 
Tom Salsman, Rockwell-Barnes Company; Charles 
Malody, Associated Stationers Supply Company; 
George Cormack, Wilson-Jones Company; Arthur 
Frey, The Globe-Wernicke Co.; Robert Fleming, The 
Leopold Company, and William Small, Johnson Chair 
Company. These experts were bombarded with ques- 


tions and proved their skill and knowledge by helpful 
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answers and suggestions, thoroughly enjoyed by all. 
Some of the problems considered were extra dis- 
counts by manufacturers to compensate for in- 
creased cost of conducting a retail business; how to 
Keep selling in a market area where no defense busi- 
ness is available; availability of paper and metals for 
loose leaf products; the proper weight of filing folder 
to sell under present conditions; priorities as related 
to fountain pens, desk sets and automatic pencils; 
who has the right to originate a priority rating and 
methods of continuing to serve drop-in customers. 
Immediately following luncheon, the meeting was 
called to order again, this time by President Jacquin. 
(Turn to page 71, please) 
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NEW MACHINES AND DEVICES 
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NEW WAR BOND FORM BY SHEPPARD 

A timely printed form, designed for those firms 
whose employees are purchasing war bonds «inder the 
payroll allotment plan by salary deductions, has been 
announced by the C. E. Sheppard Company, 4401-29 
2lst street, Long Island City, N. Y. In the new form, 
columns are provided for the date of purchase, 
amount deducted, balance owed, delivery date and 
other pertinent information. 

Space is provided for fifty-six postings on each side, 
allowing a total of 112 on both sides. An optional 
feature is an application blank printed on the reverse 
of the form, providing a record of voluntary employee 
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participation in the war bond purchase plan, as rec- 
ommended by the U. S. treasury. The 112-postings 
form is sufficient for a two-year record on a weekly 
basis, a four-year record on a semi-monthly basis, 
and allows a record to be kept for eight years where 
deductions are made monthly. 

Arranged for filing in visible record books, the forms 
are made readily available for reference or posting 
at a minimum of time and inconvenience, while pro- 
viding an accurate, easily-accessible record of war 
bonds purchased by employees. 

Besides the above form, the company has available 
a number of other forms, visitors’ registers, truck 
delivery checking books and other necessary records 
in line with war production requirements for plant 
protection. In stock for immediate delivery is the 
regular Sheppard line of time-saving forms: payroll 
and earning records, tax calculation forms, stock and 
inventory control, plant and equipment reports, strip 
accounting forms, etc. Samples and prices on any 
of the above items may be had on request to the 
manufacturers. 


o—— ee 
NEW BOOK FILE FOR STENCILS 

The Technygraph Company, Techny, Ill., has an- 
nounced a new series of stencil book files in fifty and 
100 capacity. The file is described in company litera- 
ture as an inexpensive and portable method of filing 
stencils for re-run. 

Each unit is equipped with an index page of white 
offset with printed numbers and space for a descrip- 
tion of the individual stencil filed, while every page 
is numbered at the top, center and bottom so that the 
number is instantly visible regardless of the manner 
in which the book is opened. On each page, also, there 
is a printed form to help show the printing record of 
the stencil. Separate columns are provided for the job 
number, number of copies, date run, kind and weight 
of paper, and whether slipsheeted. All sizes of stencils 
are accommodated, including legal Neostyle. 








Heavyweight oiled tampan backing sheet stock is 
used throughout the book file and the cover is of 
heavy blue leatherette paper. The sheets are bound 
together with a spiral wire-binding along a twenty- 
inch side. The 50 and 100 sizes list respectively at 
$1.50 and $2.25. 

—_-—>e—___ 

POST ANNOUNCES PENCILTEX TRACING CLOTH 

The Frederick Post Company, Box 803, Chicago, has 
announced a new pencil tracing cloth under the trade 
name of Penciltex and listed as the No. 124. It is 
available in 20-yard rolls in wiaths of 30, 36 or 42 
inches or in sheet sizes to fit the user’s need. 

A processed surface of Penciltex with a high degree 
of transparency takes pencil marks perfectly with the 
result that lines of ink-like density are obtained even 
when a hard pencil is used. Jet-black-on-pure-white 
positive prints as well as sharp, major-contrast blue 
prints are obtainable from pencil tracings. Other fea- 
tures claimed for Penciltex are: 

(1) It is an anti-smudge cloth. (2) Permits the use 
of 5H or harder pencils. (3) Details made with hard 
pencil will not rub off. (4) Erasures are quickly and 
easily made with art gum or soft eraser. (5) Erasures 
will not show on blue print. 
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NEW SMOKER LINE BY FAIR FURNITURE 
The Fair Furniture Company, Newark, N. J., manu- 
facturers of office furniture specialties, has announced 
a new line of hand-turned smoke stands and ash trays 
to be marketed under the trade-name of “Club.” 
Irving Glassner, general manager, emphasizes the 
fact that while the introduction of this line of new 
wood items is timely in view of WPB orders freezing 
metal, the company has been experimenting with the 
new units for several months and drawing upon its 
years of woodcraft experience. 
The smoke stands are of genuine walnut finished 
with filler and hand-rubbed on a lathe. The finish 





THE “CLUB” SMOKER AND 
ASH RECEIVER 





is rich and attractive to harmonize with any type of 
office interior. Glass ash receivers are available in 
both amber and ivory. 

In connection with the announcement of the Club 
line the company reports the manufacture of another 
line of smokers and ash receivers at a somewhat lower 
price level. Further particulars will be supplied by the 
company on request. 
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NEW PLASTIC SAFE ANNOUNCED 

The Sherwin Plastic Products Company, 169 Marshall 
street, Syracuse, N. Y., has developed and perfected 
a new type of office safe in two models and manu- 
factured of moulded plastic. 

The new unit, which is said to have the same 
strength as a steel safe of equal size, has moulded 
plastic walls 21% inches in thickness with insulating 
material of the best quality. The safe can withstand 
better than a one-hour heat test. There are no bolts 
or screws used in its construction, the entire unit 
being moulded in one piece. 

The two models have been named the Victory and 
the Defender and their dimensions are respectively: 
(Inside) 15 by 9 by 10 inches and (outside) 23 by 14 
by 15, and (inside) 18 by 15 by 11 inches and (outside) 
24 by 20 by 16. Standard features include buried 





THE PLASTIC SAFE 


hinges, all-way casters with lock device, cushioned 
door and secret lock on cash drawer. 
The safes are streamlined and finished in a rich 


olive green with gold striping. 


i 
RELIANCE ADOPTS PLASTIC FOR PENCIL 
FERRULES 
The Reliance Corporation, Mount Vernon, N. Y., 


has announced the adoption of plastic to take the 
place of brass ferrules for some of its many lines 
of pencils. Such products as paper-fibre, steel and 
wood are being considered to serve the same purpose 
on the company’s inexpensive lines. 

In addition to conserving brass for war purposes 
the new plastic makes a considerable improvement 
in the appearance of the pencils. This is shown by 
the accompanying illustration which presents a com- 
parison of plastic and brass ferrules on the Templar 
DuroLead pencil made by Reliance. 

The plastic is manufactured from a cellulose-acetate 
formula combining the products of Tennessee-East- 
man Corporation, the Bakelite Corporation and the 
Mansanto Chemical Corporation, molded by the Uni- 
versal Plastic Corporation of New York. Chemical 
reaction of ordinary plastics to the gasket lacquer 
used in painting pencils necessitated creation of a 
special formula. Because the plastic is harmless and 
tasteless, Reliance literature describes it as a “boon 
to pencil chewers.” 

Coincident with the announcement of the plastic 
ferrules, the company reported that the war curtail- 
ment of rubber will increase the use of pencils with- 
out erasers. It was also stated that future months 
will bring a product simplification in the pencil 
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industry, allowing greater production to meet addi- 
tional demands of defense and the elimination of 
many “decorative” styles. 

a A eel 

QUALITY PARK MAKES WAR BOND ENVELOPE 

The Quality Park Envelope Company, 11-116 Mer- 
chandise Mart, Chicago, has designed and introduced 
to the trade a new type of envelope especially created 
for the purpose of housing and protecting United 
States war bonds. 

Measuring 4’ by 8% inches, the envelope is of the 
open end thumb cut type. It is printed in two colors 
with a special “V for Victory” form. In addition to 
protecting its contents the sturdy envelope offers an 
economical and effective advertising medium. 

The list price of the war bond envelope in any quan- 
tity of 1000 or over is $11 per thousand, with a small 
additional charge for printing customer’s name on 
front in blue ink. 

Samples and further details will be supplied by 
the manufacturing company on request. 

F ee 
OLD TOWN’S HEAVYWEIGHT DAWN SHEET 
ANNOUNCED 

The Old Town Ribbon & Carbon Company, Inc., 
750 Pacific street, Brooklyn, N. Y., has announced 
the addition of a heavyweight sheet to its Dawn 
line for billing and correspondence work. 

Full-bodied and with high tensile strength, the 
new sheet is especially designed to stand up under 
high pressure blows of a billing machine, this ability 
being the result of several weardown tests undertaken 
at the factory before the sheet was perfected. 


eS 
NEW AVERY LABEL TO REPLACE METAL 


Created for the purpose of providing a substitute 
for metal name plates, tags, identifications, patent 
numbers, etc., a new label has been developed by 
Avery Adhesives, 451 East Third street, Los Angeles, 
Calif. 

Trade-named the Kum-Kleen, the label is so manu- 
factured as to have the permanent qualities of a 
metal tag. It adheres permanently to any smooth sur- 
face such as metals, glass, plastics, enamel, varnish 
and wood, and is applied without moistening. The 
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label will adhere even when exposed to high tem- 
peratures or changing climatic conditions. 

Another advantage of the Kum-Kleen label is that 
it eliminates the necessity of drilling, taping or rivet- 
ing in application. 

Further details on the new product will be promptly 
furnished on request to the manufacturing company. 

——>-——_— 
MIAMI’S AUTOGRAPHIC PASSES FOR 
DEFENSE PLANTS 

The Miama Systems Corporation, Cincinnati, Ohio, 
has recently introduced a new line for the commer- 
cial stationery store which consists of a series of 





autographic register forms by which the handling of 
visitors and workers in defense plants is speeded 
and simplified. 

All of the various forms measure 4'%4 by 6'2 inches 
and are made in duplicate. In addition to the use 
outlined above other forms are available as traffic 
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ONE USE.—Miami Systems form being used as traffic ticket 
at Lowery Field. 


desired the forms may also be had measuring 4'4 by 
55, inches. 

While many plants are using forms of either of the 
two sizes given above, it is claimed that the larger 
had attained a higher popularity by reason of the 
fact that ordnance offices usually require consider- 
able information from each visitor to the plant. 

These units can of course be sold with Miami 
plastic registers, there being a model to fit each 
size of form. Samples of all forms mentioned are 
available to dealers on request. 

— —<- —- 
BICKETT TURNS RUBBER TO WAR WORK 

The L. M. Bickett Company, Watertown, Wis., manu- 
facturers of Respirator chair cushions, has discon- 
tinued making that unit for “the duration,” accord- 
ing to a statement issued last month by President 
L. M. Bickett. 

The statement, which was sent out to dealers 
throughout the country and was accompanied by a 
short article entitled “Conservation Versus Waste of 
Crude Rubber,” read in part: 

“In place of Respirator cushions and chair mats 
we are now manufacturing sheet and strip rubber 
used as packing to make watertight compartments on 
ships and tanks, rubber valves, gaskets and special 
molded parts for trucks, tanks and various other war 
machines.” 

The article sent out with the statement was one 
which the Bickett organization submitted to the War 
Production Board and deals with the advantages and 
disadvantages of recapped and retreaded automobile 
tires. 
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MARR DUPLICATOR IN NEW CHICAGO HOME 

Forced by necessity for additional display and 
working space as well as finding a more con- 
venient location for out-of-town visitors, the Marr 
Duplicator Company, Inc., Chicago, has _ recently 
moved fiom 609 North Wells street to 216 West 
Jackson boulevard. 

The move was announced by D. J. Martin, manager 
of the firm, who reported that the new quarters offer 
double the space provided in the former building 
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and are more centrally located. The company’s home 
office is in New York City. 
—>- —— 


WALSH BROS. IN NEW PHOENIX STORE 

The ability of America to win her share of this 
war, and the future of our country are two worries 
that are not in the least bothering R. J. Walsh, owner 
of Walsh Brothers, large office supply and equipment 
firm of Phoenix, Ariz. 

And as proof of this Mr. Walsh recently moved his 
entire organization into new premises—222 North 
Central avenue—on the ground floor of one of the 
newest structures in the Arizona city. This building 
is located at a strategic point, Central avenue and 
Van Buren street, a corner which is part of a highway 


carrying four transcontinental routes which pass 
through Phoenix. 
Mr. Walsh has not neglected either the interior 


or exterior. Outside is a sign measuring sixty by five- 
and-one-half feet, with letters forty-two inches in 
height, standing out twelve iuches from a _ white 
background. Neon tubes supply illumination. 

There are four large coolers installed in the sky- 
lights, each with a capacity of 10,000 cubic feet of 








THREE VIEWS OF WALSH BROTHERS’ NEW STORE.—(Top) 

The general office with light paneled counter and walls in 

full view. (Center) Store exterior, showing extra large dis- 

play windows and modern wall construction. (Lower) Office 

machine department with tables for display and demonstra- 
tion purposes. 


cooled air which can be poured into the store at a 
rate of 40,000 feet per minute during hot weather. 

A large doorway opens from the service department 
into an alley where there is a private parking lot 
for five cars. 

Inside, designers and workmen have installed 
modern equipment and fixtures worthy of a store in 
the largest city. Light walls, paneling and ceilings, 


new Shelves and fluorescent lighting are standard 
thoughout. 
In addition to complete stocks of desks, chairs 


and files, the store also displays Royal typewriters, 
Friden calculators, Dictaphone transcribing equip- 
ment, F. & E. checkwriters and several other items. 
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The Guest Book 


Charlie Underwood, New Orleans, known from coast 
to coast by folks in our field, dropped in our office 
on April 30 to say good-bye for the duration. One of 
the chief reasons for Charlie’s getting into the public 
eye frequently is his devotion to living in a trailer. 
He exploits this method of life as being the best there 
is. His reason for leaving the industry for the present 
is because he has been called into the United States 
Public Health Service and goes on duty shortly. There 
is need for special work around the military camp dis- 
tricts so that the health of the boys may be better 
cared for under present conditions and our old friend 
saw active service in this type of work when they 
cleaned up the Panama Canal Zone under Colonel 
George W. Goethals. 


On May 4 we had a visit from Herb Morgan, of 
Minneapolis, representative of Associated Stationers 
Supply Company. He arrived in the company of 
his boss, Al Skibbe, vice-president of Associated, and 
Matt Dillon, a fellow representative. It was the first 
visit of all of them to our new headquarters and Al 
Skibbe said it was such a comfortable feeling to have 
us so near that it was like living in an apartment 
house where all you had to do was open a window 
and call over to find out if we were at home. There 
was a bit of discussion concerning the importance of 
the salesman’s job today and a little time spent in 
looking over the old files to see what folks looked like 
and talked about in the old days. 

John K. Stone, of Atlas Office Supply Company, 
Houston, Tex., was a visitor at the office of this journal 
on the fourth of May. He had come to Chicago on a 
buying journey which he reported to be well worth 
the time involved although he could not buy as much 
of certain commodities as he desired. 


H. E. Cooper of Minneapolis, in charge of all the 
western district for McMillan Book Company, visited 
at the offices of this journal May 9. Eddie, as the 
trade knows him, for years has been a popular mem- 
ber of the Northwest Travelers Club, serving recently 
as its president. His travels take him south to the 
Gulf and west to the Pacific Coast. He is impressed 
with the thoroughness and speed behind the United 
States’ war effort in the industrial cities in his ter- 
ritory. His schedule for the remainder of the month 
included Minneapolis, Des Moines and Oklahoma. 


Harry Shockley of The Bramwood Press, Indianap- 
olis, was a visitor at the office of this journal May 11. 
By traveling half a city block he went from the Chi- 
cago branch of National Blank Book Company to 
Associated Stationers Supply Company and on to 
OFFICE APPLIANCES. He was in Chicago for several 
days on business, expecting to return for the sta- 
tioners’ convention in October, if not before. He re- 
ported a large amount of high priority business in 
the area his company covers. 


C. Elmer Anderson of Anderson Typewriter Com- 
pany, Pasadena, Calif.. and his son Donald signed 
their names in the Guest Book on May 12. Mr. Ander- 
son will be remembered as one of the founders and 
first directors of the National Typewriter & Office 
Machine Dealers Association, later serving as its presi- 
dent. For years he was active in the Tournament of 
Roses, an annual New Year event which prior to this 
year attracted up to a million visitors. He served as 
president one year of the Tournament of Roses 
Association. With his stores in Pasadena, Glendale 
and Long Beach, he serves a large part of Southern 
California. For him the trip to Chicago was strictly 
business. For Donald it was a well appreciated vaca- 
tion. The trip east was made on the Santa Fe Chief, 
the return on the Northwestern-Union Pacific City of 
Los Angeles. 

Richard A. Nelson, manager of the office equipment 
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department of H. L. Benbough Company, Ltd., San 
Diego, registered at the office of this journal May 26. 
He had arrived in Chicago with Mrs. Nelson about an 
hour earlier. Coming East on a buying trip, he planned 
to make calls in Chicago, Jasper and Cincinnati before 
heading West. Among the principal lines which he 
handles are Globe-Wernicke, Bentson, Standard Desk, 
Gunlocke, and High Point Chair. Asked how much of 
his volume was war business, his response was “99.9.%” 
He reported an active demand for files, desks, chairs 
and accessories in a rapidly growing city. 

Charlie Lipman of the George B. Graff Company, 
Boston, “pulled the latch string” by telephone late 
last month. He had been at the Wholesalers’ meeting 
in Toronto and then “on the wing” again taking time 
while changing trains at Chicago to report he was 
“working, not waiting.” Charlie looks like Jimmy 
Walker, but he works like Paul Revere. With cheer- 
fulness and enthusiasm he keeps after “getting his 
share,” using the kind of “pull” that “takes up the 
slack” on his part of the load. 

>_< ~ 
KENNEDY SELLS BUSINESS AND RETIRES 

One of the long-time careers of the commercial sta- 
tionery and office supply industry came to an end last 
month when William J. Kennedy of St. Louis, Mo., 
announced his retirement from active business life. 
The sale of his organization, the William J. Kennedy 
Company, to Irwin F. Biel was reported in the May 
issue Of OFFICE APPLIANCES. 

Mr. Kennedy began his career when he entered the 
stationery business fifty-five years ago. His start was 
modest and in his early years he was content to serve 
as a clerk in several stores while he piled up an impres- 
sive knowledge of the industry which was later to 
stand him in good stead and was eventually to make 
him one of the outstanding figures not only in the 
field, but in the ranks of trade associations connected 
with the stationery industry. 

On January 1, 1907, St. Louis saw the birth of the 
William J. Kennedy Stationery Company. From that 








W. J. KENNEDY 


time up to the recent sale to Mr. Biel the company 
has operated under the direct control of Mr. Kennedy. 
That the firm is one of the best known commercial 
stationery and printing establishments in the country 
speaks volumes for his management and shrewd busi- 
ness sense. 

When the National Stationers Association was 
formed in 1903, under the name of the National Asso- 
ciation of Stationers & Manufacturers Mr. Kennedy 
was among the charter members. In the years 1907-08 
he served a distinguished term as president of that 
organization. He is also a charter member of the Sta- 
tioners Guild of America and was organizer and pres- 
ident of the St. Louis Stationers Club. Likewise he 
holds a charter membership in the Missouri Athletic 
Club. 
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WAR WORK FORCES MACEY TO CONVERT TO 
WOOD LINES 

Over the signature of Sales Manager P. R. Miller, 
The Macey Company, Grand Rapids, Mich., announced 
its conversion to wood lines so that the firm can 
do its part in filling important war contracts for 
America’s fighting forces. 

The entire statement follows: 

“With the ‘all-out’ war effort, so vitally required, 
together with the necessary restrictions issued by 
WPB for the conversion of steel, the facilities of the 
entire Macey plants, both wood and steel, will be 
devoted to the production of small arms under a prime 
contract negotiated between the Irwin-Pederson 
Arms Company, a newly-formed corporation, and the 
federal government. As a result of the necessary 
change over, the Macey line of office furniture will 
be converted to wood and manufactured in Grand 
Rapids under our supervision and control of one of 
the larger local factories. 

“It is the present plan to broaden our line of 
letter and legal upright files with insert drawers 
by including three-drawer counter height and two- 
drawer desk height units. A line of wood desks is 
being developed at the present time. In addition, as 
fast as possible, other lines may be added such as 
card cabinets, waste baskets, and possibly storage 
cupboards and wardrobes. The 700 line of Macey 
sectional bookcases will be continued. The line as 
planned will include the most widely-used equipment.” 


— > — 
MORGAN & BARCLAY IN NEW HOME 


Equipped with the most modern and efficient aids 
to the successful operation of business, the Morgan & 
Barclay Company has moved into a new store at 20 
Fremont street, San Francisco, Calif. The firm was 
formerly located at 404 Market street in the Bay City. 

The store is modern in design and is dressed in 
light paneling with up-to-date fluorescent lighting 
throughout. The establishment consists of a large 
main floor and a mezzanine, with ample space for dis- 
playing products of many manufacturers including 
the National Blank Book Company, Copy-Right Manu- 
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facturing Company, Reliance Pencil Company, Master 
Speed Key Company and others. 

The company is owned and operated by Bruce Bar- 
clay and Ray Morgan and since its launching in 1933 
has functioned under three different names. From the 
time of its founding to 1935 it was known as the Copy 
Holder Company and from 1936 to 1940 as the R. J. 
Morgan Company. In the latter year a partnership was 
formed and the firm became the Morgan & Barclay 
Company. 

The store is strictly a commercial stationery estab- 
lishment and does not maintain social stationery or 
gift departments. Instead, its stock shelves and dis- 
play cases show such items as Morriset pen-and-ink 
sets, Universal stamp pads, Aceliner staplers, Barkley 
tab indexes, Line-A-Time copyholders, Bates list find- 
ers, Reliance pencils, Sanford inks and pastes, Parker 
pens, Esterbrook pens, Premier cutting boards, Elliott 
addressing machines, Autopoint pencils and many 
other commercial stationery items. 

—————~7——-o—_ — 


MARRIOTT TO RATION TYPEWRITERS 
IN SEATTLE 


Dare E. Marriott, retired businessman of Seattle, 
last month was recalled to activity when he was 
appointed assistant administrator for typewriters in 
the Washington city by the Office for Emergency 
Management. His duty will be the rationing of type- 
writers in Seattle. 

Shortly after taking his new position Mr. Mar- 
riott declared there is no shortage of typewriters in 
the Pacific Northwest and that persons who are 
eligible may buy such machines without delay. He 
also explained that rationing boards in all sections 
of the nation are being notified that typewriters 
should be made immediately available to eligibles who 
can establish their need.—CML 

ee 


THREE ADDED TO OLD TOWN STAFF 


The Old Town Ribbon & Carbon Company, Inc., 
Brooklyn, N. Y., last month announced the appoint- 
ment of Robert Bonwit, H. V. Canfield and M. Kieval 
as factory representatives. 
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MORGAN & BARCLAY STAFF POSES FOR A PICTURE IN THE COMPANY'S NEW STORE.— 


Quite proud of the Morgan & Barclay Company’s new establishment in San Francisco, are 
members of the staff shown here. They are (L to R) Ed. Sanders, Stuart Vanderhurst, Bruce 
Barclay, Inez Sidorow and Ray Morgan. The Bay City firm is strictly a commercial stationery 
house and does not carry greeting cards and other stocks of the social stationery establishment. 
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SCHWABACHER-FREY DISPLAY FEATURES 
COLUMBIA’S READY MASTER FORMS 

When the Schwabacher-Frey Company, office equip- 
ment house which maintains stores in San Francisco 
and Los Angeles, recently displayed at a California 
trade convention the firm devoted its entire booth to 
the Ready Master forms of the Columbia Ribbon & 
Carbon Manufacturing Company, Inc. 

The display was unusually timely and appropriate 
due to the tremendous increase in paper work brought 
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CALIFORNIANS SEE COLUM- 
BIA’S READY MASTER FORMS 
DEMONSTRATED. — The / 
Schwabacher-Frey Company = 
used an entire display space : 
to show the Ready Master's ype age 
many uses in making business 
and factory forms with a dupli- 
cator. (Right) The unit as dis- 
played and (lower) the display 
booth proper. 
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about by war industry requirements. The booth was 
so arranged that onlookers could learn details of the 
Columbia product and could witness its use in con- 
nection with spirit carbon and direct process dupli- 
cating. There it was demonstrated that the unit is 
a complete set with the master sheet, the carbon sheet 
and the inking all made to work effectively with each 
other. Particular emphasis was laid on the Ready 
Master’s blank paper edges as a protection for the 
operator’s fingers. Visitors also learned that with the 
unit records, invoices, orders, specifications, produc- 
tion, payroll forms and many other business or factory 
forms can be made in record time. 
- ¢—- © = 
ELGIN WATCH WORKERS ASKED TO CONSERVE 
OFFICE SUPPLIES 

T. Albert Potter, president of the Elgin National 
Watch Company, Elgin, Ill., set a fine example to 
other large manufacturing concerns last month when 
he addressed a letter to all employees urging them to 


use every means in their power to conserve office 
supplies. 
Addressed to “Dear Fellow Employee,” the letter 


was dressed up in a patriotic red, white and blue 
coloring, with a number of small illustrations of war 
materials and equipment which have a drastic need 
for items such as paper, rubber, etc. Workers were 
asked to conserve such types of office equipment as 
scratch pads, pencils, pen points, rubber bands, erasers, 
dating and timing stamps and to prolong the life 
of typewriters and other office machines. 
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JACKSON NOW HEAD OF SHOE COMPANY 
R. D. Jackson, well known some time ago in the 
office equipment field which he left to enter a new 





R. D. JACKSON 


industry in 1938, last month was appointed president 
of the G. Edwin Smith Shoe Company, Columbus, Ohio. 

Mr. Jackson will be remembered as being appointed 
management engineer of The Todd Company, Roches- 
ter, N. Y., in 1932. Three years later he was named 
general manager, holding that position until 1938 when 
he resigned to become management engineer of the 
shoe manufacturing firm and its subsidiary, The Nisley 
Company, also of Columbus. 

At one time he was with the National Cash Register 
Company holding many important jobs before becom- 
ing assistant general sales manager of the firm. Still 
later Mr. Jackson held the position of general man- 
ager for the Safe Cabinet Company of Marietta. 

Mr. Jackson’s new position came to him when the 
Smith firm held its annual meeting on May 18 and 
elected him president and general manager. 
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RUTHERFORD BUYS NEW HOUSTON HOME 


Mr. and Mrs. A. P. Rutherford, of Houston, Tex., 
have purchased a beautiful two-story brick and frame 
residence in Avalon, a fashionable residential district 
of that city. It is ranch type in design. Mr. Ruther- 
ford is an official of the Rutherford Duplicating Com- 
pany.—BCR 
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* NOTICE * 


leo} ') Maca Ge) dtelth- aa. 7 VAs 
WANTED OUR BUILDING 
SO WE BOUGHT ANOTHER 
— OUR NEW ADDRESS IS 


46 MIT. HOPE AVE. 





PATRIOTISM WITH A SMILE.—For those inclined to growl 
when war necessity brings inconvenience we offer a “patriot- 
ism with a smile” motif recently adopted by the Hall-Welter 
Company, Inc., of Rochester, N. Y., of which Fred E. Brown 
is sales manager. The well-known firm was obliged to 
move because the Naval authorities required the building 
in which it was housed, so, instead of a cut and dried an- 
nouncement, Hall-Welter printed and issued a neat little 
sticker, done in red, white and blue, with the following 
message printed upon it: “NOTICE. Our Glorious Navy 
Wanted Our Building So We Bought Another—Our New 
Address is 46 Mt. Hope Avenue.” 
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OFFICE SUPPLY COMPANY OF LAUREL IN 
SECOND BIG YEAR 

The Office Supply Company, Laurel, Miss., which was 
opened for business in 1941, is now well into its second 
year of successful operation under the management 
of Wilson Partlow, who formerly traveled southeast 
Mississippi for the Office Supply Company of Jackson, 
Miss. 

The Laurel store is the successor to the Snyder Sta- 
tionery & Printing Company which was purchased by 
the Jackson firm and completely renovated and re- 








WILSON PARTLOW 
modeled. Although owned by the Office Supply Com- 
pany of Jackson, the Laurel store is a completely inde- 
pendent unit, with its own advertising and sales poli- 
cies and a complete stcck of merchandise. 

Although smaller than the Jackson store in point 
of floor space, the Laurel organization is arranged to 
properly serve the community in which it is located. 
It is essentially a local enterprise in everything but 
ownership, as is pointed out by C. Guy Lowe, manager 
of the Jackson firm. 

Under the managership of Mr. Partlow the firm has 
grown until it now includes an unusually good print- 
ing department and office machine department. It 
maintains a complete stock of office supplies and is 
one of the most modern organizations of its kind in 
the state. 

<< - 
LET’S STOP NOISE! 

The National Noise Abatement Council, New York, 
N. Y., has recently published a booklet entitled ‘‘Let’s 
Stop Noise” as part of its plan to eliminate or reduce 
unnecessary noise in the business world. In addition 
to a foreword by Mayor LaGuardia, the book tells the 
story of noise as “the enemy within our gates’ and 


its damaging effects on health, morale and efficiency. 
It concludes with a chapter telling many reasons why 
it is to the advantage of everyone to join the council 
in the work it is undertaking. 

Sie) ee 





A ROYAL STAR OF STARS.—Meet Royal Typewriter Com- 

pany Salesman J. M. Agnew, a member of the firm’s Los 

Angeles branch, who recently gave other salesmen a record 

to shoot at. He has sold a machine a day for the one- 

hundredth month and for this unusual feat was recently 

presented with a beautiful desk set and the congratulations 
of the entire company. 
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Calendar of Industry 
Activities 
Chronological Arrangement of Major 


Events For Easy Reference 


June 18, 19 and 20. N.S. A. first Eastern Conference, 
the Traymore hotel, Atlantic City, N. J. (N. S. A. 
General Manager) Charles P. Garvin, 740 Investment 
building, Washington, D. C. 

« » 


June 24-27. Sixteenth annual conference of Credit 
Executives, Hotel Breakers, Cedar Point-On-Lake Erie, 
Sandusky, Ohio (National chairman) R. Guy Nichols, 
American Crayon Company, Sandusky, Ohio. 


« » 


July 20 to 23. National Typewriter & Office Ma- 
chine Dealers Association annual convention. Wil- 
liam Penn hotel, Pittsburgh, Pa. (Executive secre- 
tary) Harry Turner, 700 North Quincy street, Topeka, 
Kans. 

« » 

October 5, 6 and 7. National Stationers Association 
convention, Palmer House, Chicago. (General Man- 
ager) Charles P. Garvin, 740 Investment building, 


Washington, D. C. 





SEE A GOOD WINDOW AND GET A RIDE FOR A NICKEL.— 
This display of products of the Reliance Pencil Corporation, 
featuring Templar DuroLead pencils, was recently shown in 
the Subway Arcade window of the Times Stationery Com- 
pany, Times Square, New York. An estimated half-million 
riders who pass daily between Grand Central and Times 
Square stations were given an excellent opportunity to see 
how Reliance pencils are made. 


DEARDORFF BUYS YARBROUGH BUSINESS 


J. C. Deardorff has recently purchased the Yar- 
brough Office Equipment Company, located at Santa 
Rosa, Calif., and is now operating the business under 
the name of the Deardorff Office Equipment Company. 

The office supply and commercial stationery house 
was operated by the late Lloyd Yarbrough and upon 
his death was put up for sale, Mr. Deardorff becoming 
the new owner. 

The firm is located at 410 Mendocino avenue and is 
the local representative of several leading office equip- 
ment manufacturers, including the Art Metal Con- 
struction Company, Dictaphone Corporation, Royal 
Typewriter Company, Inc., and the Victor Adding 
Machine Company. 

2 
OLD TOWN HAND CREAM GETS NEW LABEL 


The Old Town Ribbon & Carbon Company, Inc., 
Brooklyn, N. Y., has redesigned the label for its 
Hectograph hand cleansing cream jar. The label is 
in four colors with a vertical red stripe to synchronize 
with the familiar design of the firm’s carbon paper 
packages. 
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MANIFOLD SUPPLIES COMPANY 


Manufacturers a Coast-to-Coast Distribution 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially inviied to make the offices 


of this journal their headquarters. The staff at the main office, 600 W. Jac 


kson Blud., Chicago, and the staff at 


the branch in charge of G. C. Wheeler at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 
Vork, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
4 St. Bride Street, London, E. C. 4 


London, Ist April, 1942. 

The present acute paper shortage and its reactions 
on the office appliance industry.—The paper shortage 
in Great Britain began to make itself felt in the very 
early days of the war when the industry was informed 
by government departments of the urgent necessity 
for economy in the use of paper. Unfortunately, the 
authorities themselves were unable to take their own 
advice until the last. That is generally the case and 
it is so easy to criticize the government. It must be 
recognized, however, that it was very necessary for 
them to spread abroad clear, concise and very definite 
information in its most useful form. That is, the 
printed word which was always available for reference. 

Commerce first began to feel the necessity for paper 
economy with the shortage and enormous price of 
envelopes. It started in the very early days to use 
gummed labels to re-seal old envelopes and now some 
of the things which go through the post are really 
amusing. Nevertheless they are effective and they do 
provide an economy in the use of paper. Then it 
started, much against its desires and possibly against 
its better judgment, to use two sides of a letter paper. 
That was an economy which was much overdue, be- 
cause not only does it make a saving in paper, but 
it makes a decided saving in filing space and should 
have been practised many years ago. The business 
public is very conservative and typing on both sides 
of the paper does not produce the type of letter which 
conforms to its ideas of what is requisite in modern 
business practice. 

A few months later the sizes of letter paper had 
been materially curtailed. Instead of the regular 
quarto sheet normally used for every letter, no matter 
how short, we began to use 6mo and then 8vo. Now 
it has become any and every size according to what is 
available at the particular moment—offcuts of every 
description seem to be finding their way into use as 
correspondence paper. In certain ways this produces 
embarrassing results. The filing of this type of corre- 
spondence, with all shapes and sizes, is by no means 
easy and to refer back to a batch of it is indeed 


difficult. 
This economy also applies to invoices. Many business 


houses endeavoured to make an invoice serve for the 
complete collection of their account, and to discon- 
tinue the use of statements as showing a month’s 
completed business. Mainly, however, the accounts 
departments in nearly all branches of commerce have 
jibbed at that break-away of the old conservative 
methods and in practice the non-appearance of a 
monthly statement meant non-payment of the account 
in many instances. Numbers of firms, have therefore, 
returned to the monthly statement usage, as paper 
shortage or no, it is necessary to get remittances in. 

The British Standards Institution has done a very 
useful piece of work in its efforts to standardize sizes 
of business forms generally. This was a reform long 
overdue—many concerns used cumbersome and waste- 
ful forms which mainly served to satisfy their own 
complicated and somewhat fanatical accounting sys- 
tems. The findings of the British Standards Institu- 
tion will undoubtedly prove of considerable value in 
the long run, particularly if it is fully and completely 
adopted. 

The next noticeable cut, and when we say notice- 
able we mean so far as commerce is concerned, was 
a reduction in the size of cheques. Numbers of busi- 
ness houses were of the opinion that their cheques 
must be of large size to carry dignity. They must also 
carry a great deal of print which constituted an adver- 
tisement. There must be provision for three and even 
four signatures. A lot of this was unnecessary, but it 
looked good and satisfied somebody’s pride. The banks 
used to provide all of this free, in addition to the 
complicated service of recognizing three or even four 
different signatures. Now, we understand, they find 
the utmost difficulty in convincing these cheque users 
that the Paper Controller has today some say on how 
their cheques shall be made up. The Paper Con- 
troller has taken a firm stand, however, and has stip- 
ulated that cheques shall now be of a standard max- 
imum size. Certain exceptions are made in regard to 
public bodies and large organizations where two signa- 
tures are really necessary, but generally speaking the 
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If you own an LC SMITH... 





As you probably know, the need for 
prodigious quantities of war materiel 
has compelled the U. S. Government 
to restrict manufacture and sale of 
typewriters, along with automobiles, 
radios, etc. We must now devote a 
great part of our facilities to war pro- 
duction. 

For some time to come, it will be 
difficult to buy any typewriters. 


So—if you own an L C Smith, or a 


Corona, you are indeed lucky! For you 


will already have learned their capaci- 
ties (long known) for long life and 
little wear. We know they will serve 


you well! 





If you can secure another L C Smith 
or Corona—under our governing reg- 
ulations—you’re luckier still. And we 
shall be happy to serve you in every 


way possible. 


L C SMITH & CORONA TYPEWRITERS INC SYRACUSE, N. Y. 
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REPORTS OF 


IMPORTANT EVENTS AND ACCOUNTS 





OF NOTEWORTHY 





ACTIVITIES OF THE MONTH IN EVERY DIVISION OF THE INDUSTRY 








MISCELLANY 
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HUGHES ELECTED GENERAL MANAGER 
OF SPENGLER-LOOMIS COMPANY 
At the recently-held annual election of officers of 
the Spengler-Loomis Manufacturing Company, Chi- 
cago, Frank W. Hughes was named general manager 











- FRANK W. HUGHES 


and secretary of the firm. Other officers elected were: 

President and treasurer, B. C. Loomis, and vice- 
president, Joseph Ness. 

Mr. Hughes was formerly sales manager of the 
organization but was also acting general manager 
during the long illness of the late Sidney Collins. 

At the same meeting officers of the Automatic Pencil 
Sharpener division of Spengler-Loomis were elected 
as follows: 

President, Joseph Ness; vice-president, Frank W. 
Hughes, and secretary, B. C. Loomis. 

; adie ie 
BRAINARD NAMED WPB OFFICIAL 


George C. Brainard, president of The General Fire- 
proofing Company, Youngstown, Ohio, has been named 
deputy director of the War Production Board’s pro- 
duction division, headed by William H. Harrison, at 
Washington. Mr. Brainard retains his title as presi- 
dent of General Fireproofing Company, devoting time 
to the company on week-ends, but W. H. Foster, 
chairman of the board, handles most duties normally 
handled by Mr. Brainard, it was explained. 

Mr. Brainard played an important part in the first 
World War and was recognized as one of the nation’s 
outstanding pressed steel engineers. He was on the 


staff of the chief of the ordnance division and was 
in charge of production of artillery ammunition for 
the U. S. Army. 

He went to Washington January 1, 


1942, as chief 


of the tools and equipment section of the War Pro- 
duction Board to aid in World War II. Previously 
he was regional co-ordinator of the Office of Produc- 
tion Management at Cleveland, resigning that post 
when he completed the work of setting up the 
organization.—_AK 

—-<- — 


SPEED-O-PRINT IN NEW HOME 


The Speed-O-Print Corporation, makers of Speed-O- 
Print duplicators and supplies, has moved into a new 
building at 161 East Grand avenue, Chicago, and was 
busily engaged in becoming settled when this issue 
was going to press. It is expected that a complete 
story of the new quarters together with pictures will 
be available for the July issue. 

—<—- 


ROYAL PROMOTES TWO MEN 


The Royal Typewriter Company, Inc., New York, 
N. Y., last month announced the promotion of two 
members of its sales staff. They are Eugene A. Mc- 
Devitt and Stanley P. Hass. 

Mr. McDevitt becomes a Roytype division sales 
supervisor. Previously he was assigned to the Atlanta, 
Ga., district where he made an outstanding record as 
a Roytype wholesale representative. 

Mr. Hass was appointed a special representative to 
assist in conducting the company’s supply sales pro- 
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E. A. McDEVITT | 





§. P. HASS 


gram. He was formerly associated with Royal’s West- 
ern Sales Manager A. W. Barlow with whom he gained 
a reputation as an expert in the merchandising of 


supplies. 




























The materials used in making Bassick 
casters, chair glides, furniture rests, 
cups and swivel chair controls . . . 
are no longer available for normal 
uses. Steel. rubber. phenolic resins, 


ete.. are needed for war production. 





Bassick Casters 


BRIDGEPORT, CONNECTICUT 


WORLD'S LARGEST MANUFACTURER OF CASTERS 








MEETINGS—CONVENTIONS—DINNERS 





STATIONERS CONCLAVE HELD 
IN TORONTO 


A registration total of more than 200 delegates was 
recorded on May 13 when the Wholesale Stationers 
Association of the United States and Canada held its 
annual convention at the Royal York hotel in Toronto, 
Canada. 

The convention was a three-day affair with each 
day presenting a nicely-balanced program of business 
sessions and social activity. One of the principal high- 
lights, however, was the election of officers which was 
held on the closing day (Friday, 15th) when the fol- 
lowing men were named to head the organization for 
the coming year: 

Edmond J. Huott, Frank A. Weeks Manufacturing 
Company, honorary president; Max Goldstein, Roches- 
ter Stationery Company, Rochester, N. Y., president; 
Harry Fagan, Butler Brothers, Chicago, vice-president; 
John H. Chipman, Brown Brothers, Ltd., Toronto, sec- 
ond vice-president; Louis Tavernier, Fulton Specialty 
Company, third vice-president; Simon Rubin, Schranz 
& Bieber Company, New York City, fourth vice-presi- 
dent, and Harold C. Whittemore, (re-elected) secre- 
tary-treasurer. 

Included in the long list of speakers were several 
prominently known in the commercial stationery field. 
Among these were David Koeller, Jr., Blackwell-Wie- 
landy Company, who spoke on “The Association’s War- 
Time Service” and Louis H. Tavernier, Fulton Specialty 
Company, whose address title was “Stationery in the 
War Effort”. Others, who were assigned to ten-minute 
talks were Herman Price, Eagle Pencil Company; 
George F. Griffiths, Noesting Pin Ticket Company, 
Inc.; Charles Lipman, George B. Graff Company; 
Martin Straus, Eversharp, Inc., and G. W. Heitz, West- 
ern Tablet & Stationery Company. 

Throughout the convention there was maintained 
a display of products with the following firms par- 
ticipating: 

American Lead Pencil Company, Brown Brothers, 
C-Thru Ruler Company, Dennison Manufacturing 
Company, Joseph Dixon Crucible Company, Ester- 
brook Pen Company, Eberhard Faber Pencil Company, 
Gage & Company, Higgins Ink Company, C. Howard 


WHOLESALE 


Hunt Pen Company, McFarlane Sons & Hodgman, Ray- 
Company, 


O-Vac Russell Playing Card Company, 


Schlegel Company, Seneca Falls Block & Rule Com- 
pany, Spencerian Pen Company, Victor Safe & Equip- 
ment Company, Frank A. Weeks Manufacturing Com- 
pany, Zephyr-American Corporation. 
‘ ii ipitaninoes 
HORDER’S BOWLERS GUESTS AT BANQUET 

Following out a custom of many years’ standing, 
several manufacturing companies in the office equip- 
ment field banded together recently to sponsor a ban- 
quet for the bowling team of Horder’s, Inc., Chicago 
stationery house. 

The affair this year was held at the Chicago Athletic 
Club and consisted of three hours of good food, splen- 
did entertainment and lots of fun. Two lovely enter- 
tainers, known as the Biltmore girls sang several 
songs while Vincent Gottschalk mystified the diners 
with a number of clever card tricks and mental 
gymnastics. 

Speaking was at a minimum. Carl Kiesel, The 
Carter’s Ink Company, did a fine job as toastmaster 
and introduced those who spoke briefly, including 
Harry G. Horder and Arthur Van Horne, Eberhard 
Faber Pencil Company. 

John Amato introduced the manufacturers’ repre- 
sentatives who, in addition to Mr. Van Horne and 
Mr. Kiesel, were: 

William Adams, Gibson Art Company; William Cox, 
The Carter’s Ink Company; Russell Carpenter, San- 
ford Ink Company; Folger Fellowes, Bankers Box 
Company; George Cormack, Wilson-Jones Company; 
W. L. Rogers, Victor Safe & Equipment Company; 
R. B. Overend, Eagle Pencil Company; Charles P. 
Mueller, Joseph Dixon Crucible Company; R. J. Vojta, 
Frank Mashek & Company; Elmer Krumwiede, G. J. 
Aigner Company, and W. C. Lipner, Koh-I-Noor Pencil 
Company. 

> — 


PHILADELPHIA STATIONERS MEET 


Thursday evening, April 23, the Philadelphia Sta- 
tioners Association held its monthly meeting with the 
largest crowd attending in the association’s history- 
112 stationers and manufacturers being present. The 
meeting was headed by Charles P. Garvin, general 
manager of the National Stationers Association, who 
delivered a timely and informative address. Supporting 
Mr. Garvin were W. L. Jaques, Jaques & Company, of 
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The story of the empty wastepaper basket 


Boss: What’s the matter, Mary where’s all the 
carbon paper you usually throw away every day? Here 


it is 5 o'clock, and your wastepaper basket is empty! 
Girt: That's because I've been using that Park 
Avenue I told you about! Ive used the same sheet 
allday... 


. clear and legible as can be! 


and look at the last copy I made with it 


Boss: Looks like Park Avenue ought to save us money! 


Girt: /'/l say it will! I can use a sheet of Park 
Avenue a lot longer than any other carbon paper 
I’ve ever seen! It’s like the Royal man said . . . uf 
you paid $115 for a typewriter and have used it five 
years, you've bought $115 worth of carbon paper 
and ribbons for it! 


Boss: And you think Park Avenue will help us cut 


those costs? 


Girt: Sure it will! A box of this Park Avenue carbon 
paper will last me a lot longer than a box of any 
other carbon we've ever used. It helps me do better 
work. too, because it doesn’t smear. or off se t, or tree. 
This Royal ribbon / bought should last longer, too 

it's made a special way that keeps it writing 


long after other ribbons are worn out. 


Boss: Didn't you tell me that it’s the Royal Typewriter 

Company that makes these special carbon papers and 

ribbons? They ought to know what they're doing! 
Girt: They certainly should! Don’t they make the 
“World's Number 1 Typewriter”? They've had 
plenty of experience in filling carbon-paper needs of 
all kinds of people. I guess that’s why their Park 
Avenue is tops! 

Boss: If that’s the case, let’s buy nothing but Royal 

carbon papers and ribbons from now on! 


Park Avenue Carbon Paper is made and guaranteed by the 
Roytype* division of the Royal Typewriter Company. 
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ROYALS 
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CARBON PAPER 
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*Trade Mark Reg. U. 8. Pat. Off. 














Copyright 1942, Royal Typewriter Co., Inc. 
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PACKAGED EXCLUSIVELY 
FOR YOUR STORE! 





DICTATYPE Typewriter Papers 


One dealer in every community can capitalize on 
this Exclusive Franchise. 


DICTATYPE is YOUR Packaged Brand of typewriter 


papers. Makes your stock of typewriter papers 
complete—-yet compact to serve your customer's 
needs. 


BUILDS STORE PRESTIGE— 
INCREASES PAPER SALES 


REMEMBER—Each box bears your own imprint 


See how our dealers benefit 


@ Minimizes competition—a boon to salesmen 

e Assures repeat orders 

@ Keeps stock uniform 

@ Provides eye appeal for self display 

typewriter paper need 


@ One source supplies every 


Write today for your Sales Kit on DICTATYPE Typewriter Papers 
also details on our Exclusive Franchise Plan 


ROCKWELL BARNES COMPANY 


-Barnes SALES KITS 
s — Paper Special- 
Mimeograph en 
ale 
tors? An essential § ; 
a cane s brief case. Deal 
d to write for COPY: 


e Rockwell- 
Office Paper 
Papers for 


Do you have 
covenng 

ties; also 
Office Dup 
tool in every 
ers are invite 





1511 WEST 38TH STREET + CHICAGO 
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New York City, and Leo Downey of the Boorum & 
Pease Company. The topics were priorities and ability 
and inability to both sell and supply different types 
of merchandise. 

The question of manufacturers selling to the new 
crop of “mushrooms” that is coming up from automo- 
bile accessory chains wanting to go into the stationery 
business was a very interesting one. Also, arrange- 
ments for the next war conference in Atlantic City 
were outlined and this information will be on its way 
through the mails to all dealers in this vicinity. 

Tom Stagg, president of the association, was elated 
with the turn-out of so many stationers from cities 
adjacent to Philadelphia. Here are a few of the names 
of the out-of-towners present: E. Russell Ashley and 
J. A. McCormick, Bridgeton, N. J.; Archer Gibbons, 
Newark, N. J.; Charles A. Newcomet, C. F. Heller, 
Reading, Pa.; E. C. DeLong, Allentown, Pa.; Ed Little, 
Wabash, Ind.; Henry Trout, J. Knotts and John M. 
Palmer, G. E. Gill, J. P. Coyle, R. H. Newall, Jr., 
William S. Pullen, Jack Gill—all of Trenton, N. J. 
Roger A. Cassen, Frank A. Ainey, A. E. Frerot, William 
Rowan and Kenneth Hedeen—all of Lancaster; H. L. 
Heyman and C. L. Montague of Easton, Pa. 

On Wednesday evening, the night before the war 
conference in Atlantic City, the Penn-Mar-Va Trav- 
elers Club will hold its annual election which will be 
preceded by a dinner party to be held at the Traymore 


hotel. The club is going to spend some of the money 
in the treasury and all members present are going 
to be guests of the club at the dinner. 
lo 
WARN LUGGAGE MEN OF POSSIBLE LEATHER 
SHORTAGE 


That leather goods may be added to the long list of 
items growing scarce because of the war was indicated 
when Major Joseph W. Byron, chief of the leather and 
shoe section of the War Production Board, told the 
recent annual convention of the Luggage and Leather 
Goods Manufacturers that there is enough leather for 
the wartime needs of the people, but not enough for 
their wants. 

The 250 manufacturers attending the convention, 
held May 11 and 12 in Atlantic City, were advised by 
Major Byron to “divert as much of your facilities as 
possible to war work if you would hold your business 
together.”’ 

Urging the manufacturers to analyze their products 
for the possibility of changes to reduce the amount of 
leather used and to study the use of substitutes, Major 
Byron asserted: “This is going to be a longer war, a 
tougher war than most of you seem to think. Any one 
who does too much wishful thinking and plans his 
business on the basis of a quick victory is just plain 
foolish. 

“Sole leather,” 
industry. The heavy duty 
America and it is unfair 
their lives in shipping it 


he declared, “is the bottleneck of the 

leather comes from South 
to even expect men to risk 
here for non-essential uses. 
There is enough leather for the wartime needs of the 
people. There is not enough leather for the wartime 
wants of the people. It is more important for soldiers 
to have good strong gun slings which won't break in 
emergencies. 

“Design your lines to do without the better grades 
of leather and use your ingenuity to solve your prob- 
lems,’ he advised the manufacturers. “Forget for the 
present about planning your new fall lines. After all, 
none of us knows what fall you can expect to offer 
new lines. 

“To date, metals and 
troublesome shortage 
leather itself.” 

H. G. Kates, 
the association, 
Vice-presidents, 
Mass., Stanley 


cements have been your most 
To that you can now add the 


of New York, was elected president of 
with other officers named as follows: 
Sydney S. Feinberg of Fall River, 
Klein of Cincinnati, Benjamin Lauf- 
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THESE NEW WOOD FILES AND TRANSFER CASES ARE 
DEPENDABLE WAR TIME PRODUCTS THAT SAVE STEEL 












Recruit wood filing cabinets and wood transfer 
cases will give long satisfactory service. They solve 
today’s problem for economical filing and storage. 
The wood used in these new products is air seasoned 

. properly kiln-dried hardwood .. . carefully 
selected to insure freedom from defects and provide 
uniform good quality. 


The filing cabinet has progressive type drawer sus- 
pension, exactly the same as used in many of the 
finest files made by Globe-Wernicke. Follower is 


Recruit wood files and transfer cases 
enable dealers to give their cus- 
tomers good service. Jn this emer- 


the Globe-Wernicke fran- 
chise is again proving its worth. 


gency, 


* BUY x 
WAR BONDS 


Recruit wood transfer cases may be loaded to 
capacity . . . furnished without compressor or 
guide rod which assures maximum space for 
storage filing. Made in letter and legal sizes. 


Globe-Wernicke the world’s largest manu- 
facturer of dependable wood filing and office 
equipment. Fine woodworking for over 60 years 












Service 


Recruit wood files meet today’s filing 
requirements. They are available in 
four drawer letter and legal sizes . . . 
finished in an attractive shade of 
medium dark green. 


Globe-Wernicke 


made of wood with metal mechanism and operates 
on metal track. The attractive plastic drawer pull, 
label holder and guide rod knob blend harmoni- 
ously with file. 


Recruit wood transfer cases are made entirely of 
wood in paneled design. Drawer pull and label 
holder are of metal with brushed brass finish. Cases 
can be interlocked by means of wing bolts which 
are included with each case. Furnished only with 
medium dark green finish. 





























Ol alellalar-lemmelarce 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions 
and Wood Equipment for Libraries, Schools and Public Buildings 


Special Steel 
Filing Supplies, 





Stationers’ Products; Storage and Visible Record Equipment arfd Stee! Shelving 



























THANha 
FUR 
WAITING! 


AN OPEN LETTER to all Imperial Desk 


dealers: 


You have been swell about waiting for 
your shipments of Imperial Desks and 
Tables. Your patience has been an _ in- 


spiration to us. 


You know, of course, why your orders 
have been delayed. You understand that 
it is our patriotic obligation to fill defense 
orders first — even at the risk of disap- 


pointing old Imperial dealers. 


These are times that demand sacrifices 


of us all. Victory must come first — re- 


gardless of what it costs in time, effort, 


or money. 


Please bear with us a little longer. If 
you don’t get your shipments of Imperial 
Desks and Tables as promptly as usual, 
just remember that it’s because we are 
filling Unele Sam’s needs first. 


Thanks for waiting! 


ctepecial 


DESK COMPANY 


EVANSVILLE, INDIANA 
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man of Newark, N. J., and I. L. Lewis of Chicago; 
treasurer, Paul Platt of Chicago, and executive secre- 
tary, Maurice A. Levitan.—BJ 
weber ate ae 
ROYAL HONORS COOK ON 35TH YEAR 

When C. B. Cook, vice-president in charge of pro- 
duction for the Royal Typewriter Company, Inc., re- 
cently reached his thirty-fifth year with the firm his 
factory associates decided to do something about it. 

And so it came about that on April 22 Mr. Cook found 
himself escorted to the factory dining room at Hart- 


ey 





Cc. B. COOK 


ford where the Royal Foremen’s Club was waiting to 
play host and to present him with a gift in token of 
the esteem in which he is held. 

It was a busy day for Mr. Cook. Long before he 
got ready to attend the party held in his honor he 
was obliged to spend several hours receiving messages 
of congratulation from associates and employees at the 
plant, officials at the home offices in New York City 
and from branch managers all over the country. 

A firm believer in human relations between em- 
ployer and employee Mr. Cook gives the following as 
the basis of his creed: “Between employer and em- 
ployee there should be mutual consideration, calm 
reasoning, justice and confidence. The rights of each 
must be respected. One cannot go forward without 
the other.” 

This belief in good relationship is equalled by his 
keen business ability which has resulted in a steady 
promotion for him through the years. 

Beginning in 1907 as assistant factory manager Mr. 
Cook held that job for four years and was then ap- 
pointed factory manager. In 1913 he was elected vice- 
president in charge of production and has held that 
important post ever since. 

Despite his many duties he finds time to take un- 
usual activity in local affairs, being a director of 
several agencies including the Hartford Community 
Chest, the Flood Committee and the Hartford Park 
Board. 

ee 

GOVERNMENT SAYS “KEEP ON ADVERTISING” 

A call to trade associations to lead their industries 
in keeping alive public desire for their products during 
the war even though civilian production has been 
curbed was voiced by John H. Morse, chief of the 
Division of Economic Information, U. S. Department 
of Commerce, in addressing the semi-annual meeting 
of the American Trade Association Executives, April 27, 
at the Blackstone hotel, Chicago. 

“Although demand for products will have to be de- 
ferred in many instances,” Mr. Morse told the asso- 
ciation executives, “keep that deferred demand from 
dying by keeping the public mindful of it. And make 
firmer friends for your industry by telling people how 
to prolong the usefulness of their present supplies of 
your products. The Department of Commerce urges 


you to make full use of this opportunity.” 

Declaring the government hoped trade associations 
would occupy positions of increasing importance in 
the war effort, Mr. Morse urged the executives to 
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N IW. there is more work to be done and there 
will be no more new office machines to do it. 
For the duration each typewriter, each tabula- 
tor, each billing machine, will have to do more 


work than it ever did before—and do it faster! 
Your customers will be gratified for any help, 
any suggestions that you give to do this bigger 
job! A way sure to be appreciated, sure to prove 
its worth, is the use of SILK GAUZE CARBON 
PAPER. 

Specialize in prescribing the right grade and the 
right weight in Silk Gauze for each customer's 
requirements. Here’s a splendid opportunity to 
sell better quality carbon paper that won't curl, 
that’s easy to handle, that will wear longer. 
Friendly service plus Columbia quality will 
help you build a substantial business now, and 
for the future. Seven big sales points make 
SILK GAUZE sell, and extra 
profitable to feature. It is 


extra-easy to 


(1) Especially resistant to curling or rolling 


(2) Made with the “Quick Extraction” feature 
for quick handling 


MUST DO.... 


Dependable 
Car bons 


ARE MORE IMPORTANT 
THAN EVER! 


WHEN PRESENT OFFICE MACHINES 


a 








(3) Made of a tough, resilient tissue for assur- 
ance against flaking—and for long wear 


(4) Branded by name—the same quality and 
uniformity from coast to coast 


(5) Branded by weight and writing strength 


(6) Made in 3 weights and 5 writing strengths 


in each weight—to cover all requirements 


(7) So adaptable it will produce clear, crisp 
carbons with ANY KIND OF TYPE. 
WRITER 


SILK GAUZE is the carbon paper for long run 
economy. You ought to push it now. Write for 
samples and Columbia’s selling plan today. 


COLUMBIA RIBBON & CARBON 
MANUFACTURING COMPANY, INC. 
Glen Cove, L. L, N. Y. 


New York Sales and Export, 58-64 West 40th St. 
Kansas City, Mo., Dwight Bldg. 


Main Office and Factory: 
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Since Victory must be won... then every vital force must be 
concentrated to that end. The metal working facilities of General 


Fireproofing are fully dedicated to all-out production for America’s 





big job, and the metal itself . . . heretofore essential to the building 
of GF ofhice equipment. . . goes with the facilities into the building 


of unconquerable strength. In the meantime, business must grow 


more efficient. ..doa bigger job . .. do it faster and better. 


THE GENERAL FIREPROOFING 


Products by GF: METAL DESKS »- WOOD DESKS + ALUMINUM CHAIRS + STEEL CHAIRS +» METAL FILING 
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The modern office can still maintain a high standard of production... 
standards set by the skillful designing of equipment by GF craftsmen 
. but equipment made of alternate material so that vital metal can 
be released to the essential task of winning the war. This GF has done 
. with no lessening of war production effort... with no sacrifice 
in loyalty to the business home. GF Wood Files, Desks and Tables 


are built to serve well... as all GF equipment has served in the past. 


COMPANY - YOUNGSTOWN: OHIO 


«FILING SUPPLIES 


CABINETS+ WOOD FILING CABINETS+SAFES-STEEL SHELVING+STORAGE CABINETS 




















CANODE 


DUPLICATING INKS 


S Soe 


The Same HIGH Quality 
in NEW CONTAINERS! 


After exhaustive tests, we 
have decided on new 
glass containers in spe- 
cial packaging to meet 
new government regula- 
tions on curtailment of 
tin. We are glad to be 
able to cooperate with 


the war effort in this ree ~. Qu 


* 


It's the same extra high quality Stencil 
Duplicating Ink that has always been 
our pride - - - in a New proven con- 
tainer. Packaged in half pounds and 
full pounds, 12 bottles to the carton. 


* 
CANODE INKS work perfectly in 
EVERY make and model of Stencil 
Duplicating Machine. Over 45 years 
experience in the manufacture of 
duplicating inks enables us to offer 
you the finest inks obtainable any- 


S 


Premil 
DUPLICATING | 


BLACK 





where. 


* 


Ask for a sample—and test it—we 
know you will be entirely satisfied. 
Write today!! 


INK SPECIALTIES CO., INC. 


531 S. LAFLIN STREET . . CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK 
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“make it your major business to anticipate ways and 
means by which your association can be of war service 
and to offer plans for action before being asked for 
them.” 

On behalf of Secretary of Commerce Jesse Jones, 
Mr. Morse presented the tenth annual American Trade 
Association Executives award to the Farm Equipment 
Institute in recognition of its aid to the industry and 
the war effort in conducting an extensive survey of 
the need for critical materials for production of essen- 
tial farm machinery. 

W. J. Donald, president of the Trade Association 
Executives, and managing director of the National 
Electrical Manufacturers Association, announced that 
a survey among members of the organization revealed 
that attendance at two out of three trade conventions 
this year will be equal or above that of last year. 

Trade association meetings, he said, were being held 
in more central locations this year and were being 
“telescoped” to cut down the time lost by executives 
from their plants and offices. Regional meetings are 
being held by many associations, he added, but less 
than ten per cent have canceled major conven- 
tions.—BJ 

et 
NEW YORK STATIONERS HOLD “PRIORITIES” 
CONCLAVE 

At the call of Louis Caracci, Nor-Wood Company, 
New York, president of the Stationers Association of 
New York, about 150 dealers and manufacturers’ 
representatives met at the Hotel Abbey, 145 West 
Fifty-first street, to hear Eric T. Gehlen of the staff 
of the War Production Board discuss priorities. 

Upon introduction by the president, Mr. Gehlen 
sketched briefly the general plan of the ‘Priorities 
System” and some of the factors that govern it. What 
happens to the United States and any one, or all, of 
the United Nations has a direct effect on the pro- 
cedure. As these changes have occurred by the hour 
so have the requirements of our war effort. Conse- 
quently, rules and regulations change by the hour. 
From this it can be seen that the problems which 
confront WPB are of a very volatile nature. At this 
moment our government, according to Mr. Gehlen, is 
in dead earnest. Up to now we have been hurling our 
prestige at the enemy, from here on in, we are going 
to throw raw materials at them. Though production 
figures can not be released to show the tremendous 
results now being attained, the speaker gave the fol- 
lowing figures as comparison; last January we were 
spending at the rate of seventeen billions a year, at 
present we are spending at the rate of thirty-seven 
billions a year and by the middle of 1943 we will be 
spending at the rate of seventy billions. On the basis 
of our present national income of 104 billions per 
year, we shall be spending more than half of our na- 
tional income for war purposes. There being just so 
much raw material available, the increase for the 
war production can be obtained from only one source, 
civilian economy. Regardless of the cost and hardship, 
Mr. Gehlen grimly reminded that it was much cheaper 
to win the war than to lose and he stated his con- 
viction that whatever it takes we will give. 


Priority System Began in First World War 

The “Priority System” is not new but was instituted 
toward the close of the World War I to schedule flow 
of materials, according to Mr. Gehlen. Retracing the 
history of the destructive price spiraling at the tail 
end of the World War I, he stated that it was due to 
competitive bidding of the Army and Navy against 
the civilian economy. The present system, an evolu- 
tion of the old system, is designed to curb such in- 
flation as was then experienced. Briefly and simply, 
he explained that priorities means time—timing de- 
liveries to the right place at the right time. 

To give his listeners a better understanding of the 
operation of our war economy the speaker explained 
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‘des IBM Electromatic Type- 
writers are serving the needs of 
both government and industry. 
This all-electric machine is a war 
worker which is bringing speed 
and accuracy to the production of 
countless thousands of important 
orders, invoices, specifications, let- 
ters, and other documents. 

If your office is equipped with 
Electromatics, you can help these 


machines continue the good work 


by keeping them properly adjusted, 
well oiled, and in perfect running 


order. 


All Electromatic users are en- 
titled to Electromatic Service from 
the nearest IBM office. Our men 
are especially trained to make 
any necessary adjustments or re- 
pairs. You can also arrange for a 
periodic check-up on all your Elec- 
tromatics at regular convenient 


intervals. 


Keep Electromatics in the Battle of Production 





Offices in ee Principal Cities 


INTERNATIONAL BUSINESS MACHINES CORPORATION 


Standard |BM ELECTROMATIC TYPEWRITER 




















Our job now is to Help— 
WIN THIS WAR! 


“LEADERS IN THE STEEL CHAIR FIELD’’ 


PRE BARTER CORPORATION, STURGIS, MICHIGAN 


NEW YORK, 354 FOURTH AVENUE. CHICAGO, 14 EAS 
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how WPB, the Bureau of Industrial Management and 
the OPA are now attempting to manage our economy. 
Tracing the evolution of our present system he said 
that at first controls were instigated to manage the 
timing of finished articles through preference rating 
certificates. As United Nations sustained loss after 
loss, it became evident that our contribution was going 
to be greater and it became necessary to conserve and 
direct the flow of raw materials so allocation control 
was instigated to control the input of raw materials. 
As time progressed it became essential that control 
must be established over the output of finished prod- 
ucts as well and the present system of priorities was 
adopted. At first blanket preference ratings were 
extended to producers vitally concerned in war pro- 
duction, these ratings to cover only materials that 
actually become a physical part of the finished 
product. But they were used for many other pur- 
poses and checks and controls were added until the 
present system was evolved. 

“L” or limitation orders are issued by WPB and are 
orders limiting the production of finished materials. 
The speaker facetiously punned that “business was 
gradually going to ‘L’.” The OPA has three ways of 
controlling retail prices. 1—control by excise tax. 2— 
rationing by apportionment or by group needs or- 
3—rationing by quantity. To sum it all up, our gov- 
ernment is trying to control 130 million people and 
104 billion dollars. Discussing particularly limitation 
order L-73, the speaker admitted it was very drastic 
but stated that as the situation became more difficult 
the limitations were going to be worse. He explained 
how these orders affected the dealers at their sources 
of supply. Referring to the recent order wherein some 
400 articles made of steel were limited he reminded 
the group that enough steel will be saved to build 
forty or fifty cargo ships. Under this order no manu- 
facturer can accept deliveries of steel for these prod- 
ucts after May 21 and manufacturers can assemble 
partially fabricated products until August 3. 


P100 Explained 


Mr. Gehlen before concluding his address spoke of 
the uses and abuses of P100 which was introduced, he 
explained, to help keep producers going by providing 
for maintenance and repair. The speaker reminded 
the group that in using this form they had to sign 
a statement to the effect that they were familiar with 
the law and the consequences of not upholding the 
law. P100 has been severely abused according to Mr. 
Gehlen, but he warned everybody that the government 
was going to apprehend all violators and that the 
burden was on the acceptor as well as the signer of 
the order. 

In closing, Mr. Gehlen explained that the emphasis 
today was on the end use of materials—that is to say 
priority was dependent upon where the material goes 
as well as the need. And as an added explanation 
he cautioned that a preference rating was not a guar- 
antee that the holder would receive anything but 
merely entitled the holder to “step in line” with 
others who hold the same priority rating. 

A period of questions and answers ensued, at the 
termination of which the meeting adjourned. 

I 
THREE OFFICE EQUIPMENT FIRMS DISPLAY 
AT PREMIUM SHOW 


Three manufacturing companies prominent in the 
office equipment and supply field were exhibitors at 
the twelfth annual national premium buyers’ exposi- 
tion in the Palmer House, Chicago, from May 4 to 8. 
The show was part of the annual convention of the 
Premium Advertising Association of America, Inc. 

The Autopoint Company, Chicago, maintained a 
large staff in attendance at a booth displaying Auto- 


point and Realite mechanical pencils, memopacks, 
desk calendars, knives, letter openers and other items. 
The men in charge were R. H. Potter, H. E. Dressel, 
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INVINCIBLE-100 
PLATENS are 


‘Better Mousetraps 








Deo KNOW the saying, “If you build 
a better mousetrap, the world will beat a 
path to your door.” Well, here is “a 
better mousetrap.” Tell your customers 
about Invincible-100 Typewriter Platens. 
It’s a sure way to make more sales and 


more profits beat a path to your store! 





AMERICAN 


WRITING MACHINE STORES 


DIVISION OF REMINGTON RAND INC. 





115 WORTH ST. NEW YORK CITY 
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R. F. Johnson, R. L. Johnson, S. G. Barrett and Fred 
Miller. 

The Eagle Pencil Company, New York, N. Y., showed 
a fine assortment of fountain pens, automatic pencils, 
lead pencils, pen and pencil sets and school sets, under 
the direction of Robert Overend and S. H. Engelberg. 

Finch & McCullouch, Aurora, Ill., presented its usual 
line of “Memory Masterpieces,” consisting of perpetual 
calendars in many sizes, grades and styles. Most of the 
models exhibited were applicable to gift or premium 
use. W. L. McCullouch, George W. Reinhardt and V. 
Lucius were in attendance. 

ee 
WATSON LAUDS SERVICEMEN AT IBM ANNUAL 
MEETING 

“No matter what sacrifices the people at home may 
be called upon to make, there is nothing we can do 
which will measure up to the sacrifices these young 
men are making in going out ready to give their lives 
for us,” Thomas J. Watson, president of International 


| Business Machines Corporation told stockholders at 





the annual meeting in New York last month in an- 
nouncing that 858 IBM employees are already in the 
military services. All directors and officers of the 
company were reelected at the meeting. 

The company gives the men as they go into service 
an allowance of three months’ pay spread over twelve 
monthly installments and pays the premiums on gov- 
ernment life insurance to replace their group insur- 
ance. IBM clubs of employees organized at each plant 
and office also remember every company man in serv- 
ice with a letter and a present every month, he stated. 

In discussing the war contract situation, Mr. Watson 
pointed out that the company is committed to $150,- 
000,000 of contracts for the Army, Navy and Air Corps. 
He stated that when he negotiated the original con- 
tract he stipulated that if the company should be 
able to devise better methods of manufacturing, re- 
sulting in a decrease in costs under the estimate, he 
would voluntarily reeommend a reduction in the price. 

“We have set up a separate accounting department 
for munitions work and have asked an outside auditing 
firm to put a man permanently in Endicott to give 
us a continual audit,” he stated. 

In commenting on business prospects, Mr. Watson 
said the company is delivering business machines to 
the Army, Navy and Air Corps and in addition, rental 
equipment which it owns continues to bring in revenue. 

He stated that IBM now has sixty-six different proj- 
ects in the course of development in its laboratories, 
some being improvements on existing machines and 
others being entirely new products to broaden the com- 
pany’s field. Some of them will be ready soon, others 
will require another five years to perfect. 

“We have also done a great deal of experimenting 
for the Army and the Navy and have given our large 
group of engineers and scientists a free hand in work- 
ing for the government,” he said. 

Mr. Watson expressed optimism regarding the final 
outcome of the war, although he said not to doubt 
the seriousness of the situation. 

“By the end of the year American industry will 
startle the universe with its production. This is not 
a Washington war; it is your war and my war and 
the sooner all the people in this country realize that 
it is their personal war the more progress we are 


| going to make. 


“We were not prepared—there is no argument about 
that—but one of the penalties of democracy is being 
unprepared for war. If we had been prepared to meet 
this world crisis we would not have been a democracy,” 
he concluded. 

o —e « — 
COLUMBIA BRANCH MANAGERS SEE 
NEW PRODUCTS 

At a recent sales meeting of eighteen branch 
managers and special representatives of the Columbia 
Ribbon & Carbon Manufacturing Company, Glen 
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TRANSFILE 


The Regular Transfile 





THE EXIGENCIES OF WAR 


produce many inconsistencies. For instance, at a 
time when more records must be made and kept 
than ever before, filing and storing equipment was 
never more difficult to obtain. 

The steel we once used for files we are now throw- 
ing at the Axis. Surely, that is the way we all want 
it. Still, business must keep records. 

The answer is TRANSFILE Fibre Board FILES which 
even in peace time were the choice of thousands 
of concerns for their semi-active and inactive filing 
and storing. TRANSFILE FILES keep records safe 
and instantly available. 

Your customers will find TRANSFILE FILES completely 
satisfactory. So will you. 


GUIDE SYSTEM & SUPPLY COMPANY 335 CANAL STREET NEW YORK, N. Y. 





<> FILING SUPPLIES 


So far we have been able to give GUSSCO dealers 
the kind of service to which they have long been 
accustomed. Occasionally governmental demands or 
material shortages have caused some delay. However, 
we again assert the fundamental policy—the guiding 
spirit of our business since its inception:—we built this 
line for dealers—it is sold only to dealers—it is priced 
so that dealers can make a profit selling it. We intend 
to hold fast to these tenets. 
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Yes! YOU CAN BUY TYPEWRITER PEDESTAL UEShs 






























Above—No. 252ST SecraType offers 50% 
more drawer room than other typewriter 
desks. Wasted space in ordinary type- 
writer desks is used by us to place opera- 
tor's supplies at finger tips. Available in 
400-200-800 series. Refer to price list. 


At right—No. 30 or 100 SERIES 


No. 30SP Stationary typewriter platform fits 
into space usually occupied by top single 
pedestal drawer. Fastens in with two 
screws. Can be used in either right or left 
pedestal. Provides a typing service without 
interfering with desk top-working space. 
Available in 100 and 30 series. Standard 
equipment in 60”-52” and 42” desks sizes. 
Write for. prices 


MICHIGAN DESH 


MICHIGAN DESK CU. 


offers 3 types to choose from 


These typewriter pedestals are 
available in standard sizes and 
grades. Each has its own special 
features but ALL THREE are 
Rigid, Durable, Convenient, easy 
to operate and accommodates 
standard size typewriters. All 
three types are tried, tested and 
proven. Available from regular 
stock. 





At left—No. 152DT Same space saving 
features as SecraType. All wood con- 
struction. Typewriter, fastened to plat- 
form, drops into pedestal and complete 
pedestal slides back into desk leaving 
regular flat top desk appearance. Prac- 
tical, sturdy, convenient and easy to 
operate. Available in 100 and 600 series. 
Standard equipment in 60”-52” desk sizes. 
Write for prices. 


COMPANY “sicuican” 
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Cove, N. Y., four new products, the result of years 
of laboratory and trade research, were introduced 
to the sales organization. 

Of particular interest were new carbon paper and 
cloth ribbons for trying duplimat and lithomat paper 
plates for offset printing. The ribbons were intro- 
duced and described to the assembled delegates as 
being notable for their longer shelf life and ability 
to offer new standards of sharpness and uniformity 
in offset copies. 

A new and unusual blueprint typewriter ribbon 
was shown and demonstrated its non-smudging 
qualities and ease with which erasures can be made. 
The visitors also inspected a new green hectograph 
carbon and blue pencil carbon in a new, in-between 
writing strength. 

After the three-day business meeting the visitors 
made tours of inspection of New York City before 
returning to their respective territories. 

- + —_ 
CHICAGO TYPEWRITER MEN MEET 

The Chicago Typewriter Dealers Association held its 
regular monthly meeting at Hotel Sherman, Monday 
evening, May 11, which was attended by sixty-five 
members. 

J. M. Hackney, general manager of the portable divi- 
sion of Remington Rand Inc., was the guest of honor, 
and made a very interesting talk on present condi- 
tions and how it affected the retail dealer selling 
portable typewriters. 

J. Henry Schroeder, manager of the portable de- 
partment for the Chicago district for Remington Rand, 
provided refreshments and fifteen prizes for the meet- 
ing. 

Ralph Bushnell, star salesman with Remington 
Rand for the past thirty-nine years, and at present 
assistant manager of the Chicago branch, also at- 
tended, and complimented Bob Goldblatt, president of 
the Association, on his success in building up the local 
association to almost one hundred paid-up members. 

An interesting feature of the evening, was the pres- 
entation of a framed autographed picture of the great 
magician, Thurston, by Mr. Goldblatt to Mr. Hack- 
ney, on which the late Howard Thurston had written, 
over his signature, “The Remington Portable Works 
Like Magic,” and then the date, ‘1921.’ Mr. Thurston 
presented it to Mr. Goldblatt that year, when he sold 
a new Remington portable to the magician who was 
then performing at the Olympic theatre. 

Jim Ward, Reliable Typewriter & Adding Machine 
Company, also addressed the members, and explained 
to them the latest rules and regulations about priori- 
ties, having just returned from Washington, D. C. 

After presenting Walter S. Lennartson, editor of 
OFFICE APPLIANCES, With a special guest prize, a bronze 
replica of the Statue of Liberty, holding a cigar- 
lighter, Mr. Goldblatt distributed prizes to the follow- 
ing lucky members: 

Electric clock, Jack Weiner; candid camera and 
leather bill fold, Charles Minetti; silent butler, Sam 
Fogel; Parker fountain pen, O. W. O’Hara; nest of 
kitchen tin containers, Frank D. Kline; flashlight, 
J. L. Macon; electric kitchen clock, Charles A. Pranke; 
chrome butler, Otto Ernest; electric lamp, L. Som- 
mers; atlas of the world, Gene Taylor; bust of Doug- 
las MacArthur, Ted Altemeier; silent butler, T. J. Mc- 
Govern; traveling outfit, Fred Ganrod. 

The next meeting, the last until fall, takes place 
Monday evening, June 8. This will be a patriotic 
meeting and will be “Shipman-Ward” night, spon- 
sored by Luis de Olazarra, who will make the presenta- 


tions. 
le 


CONNECTICUT STATIONERS TO MEET 
As this issue goes to press the Connecticut Valley 
Stationers Association is scheduled to hold its monthly 
meeting in the Hotel Bond, Hartford, on May 26. Ac- 
cording to advance notices the gathering was to be 
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Anes Means Excesewr Seevice 


NOW MORE THAN EVER 


YOU NEED 
PROMPT SERVICE 


TO MAINTAIN 
TYPEWRITERS 
IN CONSTANT USE 





WAR AND DEFENSE 
ACTIVITIES 


have increased the need for 


PROMPT MAINTENANCE SERVICE 





Successful Typewriter 


Dealers Know 
FROM EXPERIENCE THAT 


Anes Means Excewenr Service 





Ames Supply Company 


564 W. Randolph St., Chicago 








37 Murray St., 583 Market St., 
New York — San Francisco 
1905 Commerce St., | PRINCIPAL CITIES 11 Pryer St., 
Dallas Atlante 
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Helping an army of Office Workers 
to greater Wartime Efficiency . . . 


BOLENS 


CHAIR IRONS 


The health, comfort, efficiency of countless 
thousands of Office Workers in Wartime 
Industry today are protected by modern 
“Posture” Office Chairs equipped with 
BOLENS Scientific Chair Irons. 


In Working Position... . 


Bolens-equipped Stenographers Chair. Note the perfect 
body support, adjustable to the size, weight, and shape 
of the -iadividual user. Offers working comfort that 
gets more work done easier. 


Ju Relaxation Position oe 


Executive chair equipped with 
Bolens SYNCRO-TILT Chair Iron. 
Provides FIVE-WAY ADJUSTMENT 
for perfect body fit, plus SYNCHRO- 
NIZED movement in chair back, seat 
and arms for perfect “rocking 
chair” relaxation 





BOLENS Chair Action UNDER the seat 
provides Comfort ON the seat. 


BOLE PRODUCTS GOMPHTY 


Port Washington Wisconsin 





+ Modern Chair Irons for all types of Office Chairs and Stools a 
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devoted to a discussion of plans for the association’s 
outing and the latest developments in the stationery 
industry limitations and price ceilings, with a govern- 
ment representative on hand to give particulars and 
answer questions. 
Pe ee ae eee 
CARGILL STAFF HOLDS SALES MEETING 

With forty enthusiastic sales representatives present, 
together with high-ranking executives of the firm, the 
annual sales conference of The Cargill Company, 
Houston office equipment firm, was held May 9, in the 
Rice hotel in the Texas city. 

The meeting got under way after those present had 
enjoyed a luncheon and opened with an address of 
welcome by Major Frank C. Clemens, president of the 
company. Following the address the delegates wit- 
nessed the showing of a motion picture entitled 
“Offset Lithography.” 

After a short intermission Vice-President P. T. 
Pearce, acting as master of ceremonies, introduced 
Ralph Bates, district manager for The National Cash 
Register Company, who spoke on “Selling in War 
Times.” He was followed by John Mooney, Cargill’s 
store manager, whose subject was “Priorities.”” Another 
motion picture, “Always Tomorrow,” was shown. 

A banquet and evening of fun brought the annual 
meeting to a conclusion. 

SS eee 
JIM WARD SPEAKS TO MILWAUKEE 
TYPEWRITER MEN 

At the regular meeting of the Milwaukee Typewriter 
Dealers Association held in the Medford hotel, Tues- 
day, May 12, James P. Ward of Reliable Typewriter & 
Adding Machine Company, was the guest of honor. 
As chairman of the emergency committee for the 
National Typewriter & Office Machine Dealers Asso- 
ciation, Mr. Ward has been visiting Washington, D. C., 
quite regularly and is consequently well informed on 


| government rules and regulations affecting typewriter 


dealers. As speaker of the evening, he presented the 
latest information on the typewriter industry regula- 
tions. 
——>-—___— 
BROWN, EAGER & HULL ELECT OFFICERS 

At the annual directors’ meeting of Brown, Eager 
& Hull Company, wholesale stationery and school 
supply firm of Toledo, Ohio, held last month, the 
following officers were elected: 

L. E. Hurrelbrink, president; J. Daniel Woodward, 
vice-president; R. G. Holland, treasurer, and A. E. 
Caldwell, secretary, Mrs. Lillian Bendall Dittlebeck 
has retired as treasurer after many years of service. 

AK. 

—>- 

N. ¥. OFFICE MACHINE MEN HEAR BULKLEY 

A record attendance was recorded at the May 4 
meeting of the Office Machine Dealers Association of 
New York at which Fred Bulkeley, former typewriter 
dealer of New York City, was the guest of honor and 
principal speaker. The event was held in the Park 
Central hotel. 

Mr. Bulkeley is the father of Lieutenant John D. 
Bulkeley of “Mosquito Fleet” fame, and told some in- 
teresting stories of the exploits of his son. The 
speaker was pleasantly surprised when, at the con- 
clusion of his address, he was presented with a beauti- 
ful wrist watch and a life membership in the acso- 
ciation. 

During the evening there were several stirring pleas 
made to the assembled dealers for their support of 
USO and its drive to raise funds for the men in the 
armed services. 

Several of those present took part in a general dis- 
cussion of the dealers’ position in the present emer- 
gency. It was pointed out that at a recent meeting 
in Washington, attended by four dealers, four whole- 
salers and four manufacturers, there was voiced the 
possibility of dealers being licensed by the government. 

















but tomorrow... 


OR the past few years, the most fertile minds in the 
world have been driving at top speed on war 
production. Amazing records have been made, and 
astounding production figures reached. Seemingly 
insurmountable obstacles have been overcome. Neces- 
sity has developed new ways, new methods, new 


materials ... and new products. 


At ART METAL, as at countless other American fac- 


JUST PAPER EQUIPMENT TODAY, 





tories, we are working all-out for Uncle Sam. But—one 
day, this ingenuity and resourcefulness will be swung 
into business channels ...into the manufacture of new 


products fora postwar market hungry for merchandise. 


These new products may be only at the paper stage 
now... but they'll be ready. And in that postwar market, 
ART METAL will maintain the position it has held for 


over fifty years as a leader in the Office Equipment field! 


ART METAL CONSTRUCTION COMPANY 


JAMESTOWN, N. Y. 


» Art (Yetal -- 


STEEL 


GreiIicCeE 


EQUIPMENT 
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And almost daily, more business establishments come into being 
in answer to war emergency requirements, and the office equip- 
ment industry must serve them all. 


Just as a great military commander foresees and takes advantage 
of circumstances, so must we who serve American business fore- 
see the complications of our path ahead, and make of each 


stumbling block a stepping stone. 


Those of us whose raw materials and manufacturing processes 
are not convertible to production of munitions of war are never- 
theless equally concerned and equally responsible in the Victory 
program. We must arrange to get along without even the com- 
paratively small quantities of convertible materials we may 


previously have used. 


JASPER CHAIR CO. designers and craftsmen are concentrating 
on the problem with a view to producing chairs of improved 
design, comfort and utility —and free of priority material. In 
the meantime, when you receive an order, inquire and make 
note of any possible alternative of specification in style or mate- 
rial. Such an alternative might make all the difference between 


loss or long delay —and prompt shipment. 


Watch for our announcements. 


SAS PER CHAIR CQ. 


JASPER 


IN DIANA 





OFFICE APPLIANCES 


Posture chairs have long presented extra sales 
opportunities to the office furniture merchant 
using the specialty selling technique. The 
situation involving this type is_ shifting. 
JASPER CHAIR CO. dealers will be interested 


in the outcome. 





REPRESENTATIVES: 


E. W. Thomas, (Southwest) 
Box 3493 Peninsula Station P. O. Box 1118, 


Daytona Beach, Florida St. Petersburg, Fla. (Phone ROGers Park 3644) 


James S. Fowls, (Southern) W. H. Brown, (Chicago-Midwest) 
6708 Glenwood Ave., Chicago 


Geo. A. Litchfield, Sales Mgr. 
S. H. MacDonald, (West R. J. Freeman, (Eastern 
405 Crpheum Bldg. 
Seattle, Wash. 


383 Madison Ave. 
New York, N. Y. 
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It was also reported that while there appeared to be 
no prospect of the “unfreezing” of used typewriters 
it is likely that the RFC will advance money to dealers 
to enable them to put into salable condition all rough 
typewriters now on hand so that such machines will 
be ready for immediate use should the government 


require them. 
ie RI i 


N. Y¥. GOLFERS CUP STANDINGS 
With two games already under their belts, members 
of the New York Stationers Golf Association report 
the following standing for points in Classes A and B: 
Class A: R. B. Sainberg, 8; J. W. Tamany, 5; J. M. 
Kahn, 2.50; S. Kahn, 2.50; C. Schatzlein, 1; H. Hein, 1. 
Class B: Max Stuart, 5; Henry Levy, 5; H. W. Bow- 
man, 4.66-2/3; E. T. MacIntyre, 1.66-2/3; M. A. Dreyer, 
1.66-2/3; I. M. Levy, 1; A. J. Pfaff, 1. 
—— i eed — 
ZELLERS TO HEAD ADVERTISING CLUB 
John A. Zellers, vice-president of Remington Rand 
Inc., was elected president of the Advertising Club of 
New York at its annual meeting May 12.—BJ 
—- 


NORTHWEST TRAVELERS NOTES 
By Hollis J. Stephens, Correspondent 


Many prominent trade members were recent visitors 
in Chicago. Included among them were Mr. and Mrs. 
Sterley F. Jerue, who attended the farewell party for 
Miss Agnes B. Carroli upon her resignation as man- 
ager of the local branch of the National Blank Book 
Company. 

x * oo 

Others seen in the Windy City were Ed. Hanson, 
Miller-Davis Company, Minneapolis; Gordon Barger, 
Morris Sanford Company, Cedar Rapids, Iowa; Willis 
Mohn, Holden-Kahler Company, Cedar Rapids, Iowa; 
George Schumacher, Siekert & Baum, Milwaukee, and 
Stan Griebel, Yawman and Erbe Manufacturing Com- 
pany. Upon his return to his territory Mr. Griebel 
stopped off at Fond du Lac to be guest speaker at a 
Kiwanis luncheon. He was presented by Emery Weg- 
ner, Wegner Office Supply Company. 


* as 


Arthur Grayston, head of the Thomas & Grayston 
Company, Minneapolis, gave a fine party on April 27 
for Albert Goldman, buyer for the firm, who left to 
enter the armed services as reported elsewhere in 
this issue. 

* x 

Seldom does the window trimmer reap orchids, so 
it is a pleasure to toss a bunch to the man respon- 
sible for a capital job done recently for Zillmer’s Office 
Supplies, Waukesha, Wis. He made replicas of a 
bomber, a fighting plane and a tank entirely out of 
office supplies and dressed the window to time with a 
local drive on war stamps and bonds. 

x * 

McClain & Hedman, St. Paul, did another grand job 
by producing an accurate reproduction of Fort Ticon- 
deroga entirely with pencils. 

© 
BATES’ PLANT IN WAR WORK 

The Bates Manufacturing Company, New York, N. Y., 
and Orange, N. J., last month took a unique method to 
announce its plant being engaged in important war 
work. At the same time the firm warned that silence 
is golden. The statement appeared in a recent issue 
of “Bates Brevities’” and read as follows: 

“We are proud to announce that we are now turn- 
ing out actual munitions of war. Our machines are 
humming and our men are putting everything they 
have into producing a vital war mechanism—we don’t 
say what it is for SILENCE is one of the greatest 
virtues that any man or company can exercise these 
days.” 


IN WAR— 
as in Peace... 


“GRAND 
PRIZE 








TYPEWRITER RIBBONS 


and 


CARBON PAPER . . . 





DO THEIR BIT! 


50% OF THE PRODUCTION OF PACIFIC 
CARBON AND RIBBON MFG. CO. NOW 
GOES TO AID AMERICA’S ARMED FORCES 
AND WAR INDUSTRIES! 


In the Arsenals of democracy .. . as in every 
other field of commerce and industry .. . the 
unique quality and proved performance of 
“GRAND PRIZE” Ribbons and Carbon Paper 
win high approval. 


PACIFIC CARBON and 
RIBBON MFG. CO. 


J. Francis O'Connor, Pres., 
Head Office and Factory: 
1451 Harrison Street, San Francisco 




















LIBERTY 
STORAGE BOXES 
Have a part in this war 





War industries need record storage boxes in large 
quantities. Orders from those of our dealers who have 
contacted such concerns as Remington Arms, Dow 
Chemical, Bell Aircraft prove this to be true. In accord- 
ance with our previously announced policy—such orders 
receive preference. Consult with the war industries in 
your area—both large and small—for it is part of your 
job, as well as ours, to see that they are supplied with 
the goods they need as quickly as possible. 


Liberty is a name synonymous with quality, economy 
and ultra-efficiency in the record storage field. It is a 
password to high places, as evidenced by such concerns 
as those listed below, who are but a small part of the 
more than 78.000 concerns who are using Liberty Record 
Storage Boxes in volume. 


North American Aviation Company 
General Motors Corporation 
Carnegie-Illinois Steel Corporation 


Vewport News Shipbuilding and Dry Dock Co. 


( Brown & Sharpe Manufacturing Company | 


Timken Roller Bearing Company 
Wright Aeronautical Corporation 
Baldwin Locomotive W orks 


LIBERTY STRING BINDERS HELP CONSERVE RUBBER 





Rubber bands are rapidly disappearing. Liberty String 
Binders do more than take their place for they have 
always provided the most efficient method for packaging 
small forms. No tying or untying. Use them over and 
over. Thousands of large banks and business concerns 
have used them for years for packaging checks, vouch- 
ers, deposit slips, sales slips and all other kinds of 


small forms. 


Complete information and samples supplied on request. 


BANKERS BOX COMPANY 


536 South Clark Street + Chicago, Fl. 
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GOLDEN STATE TRAVELERS NOTES 


The business session during the April meeting of 
the Golden State Travelers Club, Los Angeles, was 
taken up with the annual election of officers for the 
coming year. The new officers are: President, Gerald 
Horton, Wilson-Jones Company; vice-president, Guy 
Denison, Esterbrook Pen Company; secretary, Blake 
Lockard, Stationers Association of Southern California; 
correspondent, H. C. Lyles, Bates Manufacturing Com- 
pany. ...At the same time the club took opportunity 
to express appreciation of the outstanding job done 
by the retiring officers, President Rus Jones, W. A. 
Sheaffer Pen Company; Vice-President Willis Palmer, 
Boorum & Pease Company, and Correspondent Joe D. 
Hale, Joe D. Hale Company. ... The Navy has picked 
one of the Golden Staters, Phil Van Culin, a member 
of the club since its organization. ... The club wishes 
the best of luck to Larry Wood in his new position, 
that of coordinator on the Pacific Coast for the 
American Lead Pencil Company... . For the benefit 
of the boys who have not been in Los Angeles lately, 
be it known that R. A. (Tommy) Thomas has been 
made general manager of the Grimes-Stassforth Sta- 
tionery Company... . Jimmy Montgomery, the Higgins 
ink specialist, makes every minute count on the road. 
... He recently borrowed a friend’s car to drive from 
Salt Lake City to Ogden and made the trip in one 
of the heaviest blizzards Utah has seen for years... . 
It is rumored that the boys recently gave “Full House”’ 
Denison a good working over, his nickname seemingly 


not bearing fruit. ... Carl Draper, Charlie Hyatt and 
Bob Smith have all planned trips back East. ... and 


friends suggest they stop off in Washington to ask a 
gentleman named Donald Nelson why West Coast 
dealers are not getting all the merchandise they need. 
... Van Holt Hall, sales manager of the Scripto Pencil 
Company of Atlanta, Ga., was a recent visitor on the 
West Coast. . Most salesmen have deserted the 
roads and taken to the rails owing to a little matter 
of tires and a possibility of gasoline rationing. 


*—-> 


SAN ANTONIO NEWS NOTES 


A difficulty which stationers are experiencing con- 
cerns wedding invitations and announcements. Many 
ceremonies that has been planned for in the fall are 
suddenly changed to the immediate future as the 
prospective bridegroom is ordered into service. Mrs. 
Ruby Teller, in charge of this work for Maverick- 
Clarke, reports three such orders that had been tenta- 
tively placed for in the fall, being changed to immedi- 
ate delivery. Fortunately local stationers are well 
equipped to take care of the work... . Herbert Spencer, 
formerly service manager for the General Shaver Divi- 
sion of Remington Rand Inc., of this city has re- 
signed to enter military service. ... And word comes 
out of Houston that Charles Grayson, who was for- 
merly assistant to Western Sales Manager A. W. 
Barlow, has been named manager of the branch of 


Royal Typewriter Company in that city. ... Mrs. 
Hallie Storey, of the local branch of Royal, has re- 
turned from a well-earned vacation. ... Mrs. Parker 


Southern has joined the staff of Southern Sales & 
Service as a receptionist. Mrs. Southern is the wife 
of Parker Southern, one of the owners, who is await- 
ing orders to report for military duty. His brother, 
and partner in the business, W. P. Southern, has been 
rejected. . . . Leaders in civic and patriotic activities 
as well as in business, The Clegg Company has 
attracted no little attention by dedicating their main 
window to a display designed to promote the sale 
of war saving stamps and bonds. At the rear and in 
one corner stands a soldier holding the American 
flag, while the body of the window shows rifles, ma- 
chine guns, and other military equipment. A display 
card bears this inscription: “The Clegg Company 
hopes that this exhibit will inspire you to buy bonds 
and stamps ‘To Help Beat Hitler and the Japs’.”—BCR 
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.) dupll Experimenting with substitutes takes valuable 
d Tow time—often results in mishap and subsequent 
delay. Follow America’s leading users of spirit 

| and hektograph duplicators and be right the first 

e fineg time. Enjoy the top-flight results that the leading 
ninutel line of supplies can be depended upon to deliver 
lized m® consistently. Find out for yourself why Old Town 


is America’s choice. 
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| Make OLD TOWN Your 
| Duplicating Supply Headquarters 


As the world’s largest producer of spirit and hektograph carbons, ribbons 
and supplies, Old Town has much more to offer you than the products 
themselves. Old Town’s technical staff and Analytical Departments have 
been the authoritative source of information on spirit and hektograph 
duplicating problems for many years. Most of the new developments in 
spirit and hektograph carbons and ribbons have come from Old Town’s 
laboratories where the lights burn late in the interest of research and to 
solve the specific problems of individual users. 


Old Town’s facilities are at your disposal. Just write on your 


oun toWN /iblon Gabon G, 


General Offices and Factory: 750 PACIFIC STREET, BROOKLYN, N.Y. 


letterhead to:— 





Old Town makes outstanding inked ribbons and carbon papers 
of every description. Below is a partial list of Old Town products. 


DAWN CURLPROOF CARBON STRATOSPHERE CARBON SABLE CARBON 
DOUBLE DUTY CARBON HI-TEST TYPEWRITER CARBON NOTACK PENCIL CARBON 
OLD TOWN HERMETIC RIBBONS OLD TOWN BRAND RIBBONS C.P.A. CARBON 


Carbons and Ribbons Especially Designed for MULTILITH PROCESS. 
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JUNE, 1942 


I. B. S. A. CONVENTION 
(Continued from page 33) 


Before proceeding with the annual business meeting, 
he asked Biil Small of the Johnson Chair Company 
to tell a little bit more about the swivel chair situation. 
Following Mr. Small’s remarks, John Carroll of Temple 
& Carroll, chairman of the necrology committee, re- 
ported that no dealers among the membership had 
died during the past year. He paid tribute to Jack 
Lenahan of Wilson-Jones Company, who had been a 
familiar figure at IBS.A. meetings for many years 
prior to his passing early in 1942. 

The auditing committee, through its chairman, 
Fred Tracht of the University of Chicago Book Store, 
reported that the books of the association had been 
examined and found to be correct. Will Harms of the 
Business Equipment Company, Peoria, presented his 
report as treasurer, which was accepted unanimously. 
Due to the unavoidable absence of Harry Chumley, 
chairman of the constitution committee appointed at 
the 1941 convention, the recommended new constitu- 
tion was turned over to association executives for con- 
sideration by the executive board for 1942-43. Chair- 
man of the Resolutions Committee Charles Malody 
presented a report which expressed thanks and appre- 
ciation of all who had contributed to the success of 
the twenty-seventh annual convention with particular 
reference to Hall Bros., Inc.; Gibson Art Company 
and the Norcross Company for the orchestra and 
entertainment Thursday night; the P. F. Volland 
Company for registration books; Rustcraft Publishers 
for gifts to the ladies and the U.S. Playing Card Com- 
pany for cards for the ladies’ party. The report was 
accepted and the resolution adopted with enthusiastic 
unanimity. 

Election of Officers 

Final business activity of the convention—report of 
the nominating committee and election of officers 
was then conducted. Practically the entire slate of 
1941-42 was reelected. Homer Jacquin, who has served 
so effectively as president for the past year, and who 
was recently nominated governor of NSA District No. 6, 
was prevailed upon to accept the presidency for an- 
other term. The other officers reelected are as follows: 
executive vice-president, Maynard Westring, Mid-City 
Stationers, Rockford; vice-president representing 
manufacturers, Tom Gillice, Rockwell-Barnes Com- 
pany, Chicago; vice-president, P. G. Picknell, Haines 
& Essick Company, Decatur; field secretary, Fred 
Greenwood, Chicago. W. N. Curry, Frank R. Simmons 
Company, Springfield, was chosen secretary-treasurer, 
succeeding W. E. Harms of the Business Equipment 
Company, Peoria. 

Two changes were made in the executive committee, 
which is now composed of the following: Harry D. 
McFarland, McFarland Office Equipment Company, 
Rockford, chairman; Chalmers Marquis, Woodworth’s 
Bookstore, Chicago; Roy Greenwood, Greenwood’s 
Book Store, Chicago; John F. Carroll, Temple & Car- 
roll, Galesburg, and Jess Sutton, Woodbury Book Com- 
pany, Danville. 

Although the time allotted for recreational activities 
was shortened this year, the entertainment program 
was full of enjoyment. In accordance with a long 
established custom, many conventionites arrived on 
Wednesday evening preceding the convention proper. 
The ladies attended motion picture houses of their 
choice while the men indulged in card games and 
general good fellowship. 

The ladies partook of luncheon with the men on 
Thursday and then enjoyed the pleasure of a bingo 
party during the afternoon. In the evening they 
joined the men again at the annual banquet and 
dinner dance. Friday morning they met at 10:30 and 
were taken to New Salem for an educational tour 
around the grounds. Luncheon was served at the 
Wagon Wheel, a restaurant at New Salem where the 
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During this period 
of exceptional stress, 
the concentrated at- 
tention of our entire 
organization is di- 
rected to the prob- 
lem of how best to 
serve our trade. 


No effort will be 
spared to the end 
that we might evi- 
dence, in concrete 
fashion, thru these 
hectic days, our keen 
appreciation of the 
loyal support we 
have always re- 
ceived from our 
dealers thruout the 
country. 






“fash Vail \. 


MANUFACTURING 
COMPANY 


900 E. 95th St. 






Chicago, Ill. 
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EXPANDING 
Filing. Sackats. 


Efficiency and Economy! 








Sell Quality-Bilt 
Double-Top 


File Jackets 





For any Bulky Correspondence, Orders, 
Defense Contracts, Grouped Letters, etc. 


They expand to hold a great bulk of 
papers, yet stand erect allowing easy 


accessibility. 
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MADE IN LETTER AND LEGAL SIZES 
with 1”, 12” and 2” expanding gussets. 
Reinforced tabs insure greater wear. 


Sell your regular customers as well as 
defense plants DOUBLE-TOP Quallity- 
Bilt File Jackets. 


They do a perfect job of filing. 


QUALITY PARK ENVELOPE CO. 


General Office & Factory Chicago Office and 
Quality Park Warehouse 
St. Paul, Minnesota 11-116 Merchandise Mart 














OFFICE APPLIANCES 


atmosphere of Abraham Lincoln’s days is reproduced 
through architectural design, interior decorating and 
the costuming used by the waitresses. 

The Annual Banquet 

The annual banquet on Thursday evening was 
unique in that the speakers’ table was completely 
unoccupied. In fact, during the course of the dinner, 
the tables were removed by the hotel staff in prepara- 
tion for some entertainment features presented on the 
platform. 

As entertainment chairman, Fred Greenwood also 
functioned as master of ceremonies. The only serious 
business of the evening was the presentation of a 
gift to Fred Tracht, University of Chicago Book Store, 
as a memento of regard on his retirement from active 
business. Mr. Tracht is a former president of I.B.S.A. 
and a tireless worker in the interests of the associa- 
tion. The gift presented to him was jointly from the 
association and from the travelers in the Illinois ter- 
ritory. Mr. Tracht was also made the first honorary 
life member of I.B.S.A. Maintaining his reputation 
of being a man of few words, Mr. Tracht accepted the 
gift and the honorary membership in about three 
brief but perfectly appropriate sentences. 

The remainder of the evening was devoted to some 
remarkable demonstrations of mental tricks and con- 
trols by a local young couple, followed by dancing until 
union hours required the orchestra to discontinue 
playing. 

At each banquet seat the delegates found a printed 
card expressing the regret of Rand McNally & Com- 
pany that the 1942 road atlas was not available for 
distribution at the meeting. The book maps were 
made available to all those present, however, by the 
simple device of filling out a return card and mailing 
to Rand McNaliy & Company. 


— —-e— 


BONOS STAMPS 





SOLDIER’S PATRIOTISM THEME OF WINDOW DISPLAY.— 
Rhys Llewellyn, owner of the R. H. Llewellyn Company, Man- 
chester, N. H., is proud of a photograph received from his 
son, Stanley, at present with the 172nd Field Artillery at 
Camp Shelby, Miss. Written below the picture was the 
following message from the twenty-year-old boy: “To Mother 
and Dad. May God protect and watch over you until the 
day when we will have won our fight and again may live 
in peace. May He give me strength to prove my love for you 
and my country. Stan.” Mr. Llewellyn put the picture to a 
patriotic purpose when he used it as the basis of a “Buy 
War Savings Bonds” window of his store as shown above. 
*—- - 
PARKER EMPLOYEES GO “ALL OUT” ON 
WAR BONDS 

The Parker Pen Company, Janesville, Wis., has an- 
nounced that all employees of the Janesville plant and 
three branch offices located in New York, Chicago 
and San Francisco have gone “all out’ on defense 
measures by subscribing 100 per cent to the purchase 
of war savings bonds under the Payroll Allotment 
Pian. A total of 1250 workers participated in the plan 
as an excellent example to other large manufacturing 
firms in the industry 
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WOOD CABINETS 
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PATRIOT 


CABINETS OFFER 
ADDED PROFITS 


Storage Cabinet. Equipped with 4 ad- 
justable shelves made of Masonite, rein- 
forced with heavy wood frames. Olive 
green enamel finish. 


@ Now the PATRIOT line includes cabinets 
as well as files. With storage, wardrobe and 
combination wood cabinets, you can meet the 
cabinet needs of a// your customers. Sell these 


well-designed cabinets to the huge market 


which cannot extend preference rat- 
ings. Not only do PATRIOT wood 
cabinets solve the wardrobe and 
storage problem but they make it 
possible to save steel for the vital 
needs of the armed forces. 

These cabinets are standard size 
with outside dimensions of 78” high, 
36” wide and 18” deep. In appear- 


ance, PATRIOT wood cabinets have 


Wardrobe Cabinet (not 
trated) has hat shelf, coat hanger 
rod and 2 hooks. 
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PATRIOT WOOD FILES. 
Made in two grades— 
PATRIOT ( suspension 
drawers) and PATRIOT 
Junior. Sturdy and dur- 
able... easy to oper- 





ate. (Non-suspension 
grade). Save steel for 
Victory. Meet ALL cus- 
tomer’s file needs. 





Combination Cabinet. Equipped with 
full width hat shelf, coat hanger rod of 


wood, vertical partition and 4 adjustable 


half shelves. Olive green finish. 


the good looks of their steel predecessors. Two 
ends, top, base and shelves are constructed of 
Masonite—the back is of plywood. The imper- 
vious nature of Masonite and a dense three-coat 


finish assure a smooth appearance. Handsome 


hardware has brilliant metallic finish. 
Cabinets are constructed for quick 
and easy assembly. 

This is a money-making oppor- 
tunity you can’t afford to miss. It 
enables you to sell new customers— 
hold old ones—and build profits, too. 
Send for catalog pages, price list, 
and learn about the attractive dis- 


count. Write today. 


ALL-STEEL-EQUIP COMPANY, INC. 


6il JOHN STREET 


AURORA, ILL. 




















POLAR Wood Waste Baskets in seven 
different styles cover all the needs 
of an office. 


No Priorities 


Needed 


Do you know that all but a very few of 
the numbers in the POLAR complete Line 
of office accessories are free from limita- 
tions or restrictions? It's true! 


And the POLAR LINE is standard, ac- 
cepted merchandise, preferred by many 
for its quality, durability and beauty—not 
hastily slapped together, just for the dura- 
tion stuff. 


Don't worry about the ban on steel. Let's 
give steel to the Japs in the good old 
American Way. Let's concentrate on sell- 
ing these lines we can buy and can sell. 
The POLAR LINE is just such a line. 


POLAR MANUFACTURING CO. 


323 N. 13th St., Philadelphia, Penna. 


POLAR Wood Desk Trays long the 
favorites of many desk users—in all 
standard finishes 























OFFICE ArrLiANCES 


Other Lands Section 
Continued from Page 42 

present day size of cheques does not allow for flowery 
advertisements to appear on the cheque form, and the 
quality of the paper has been considerably reduced. 
It is a matter of conjecture whether the banks will 
ever return to the free production of large and elab- 
orate cheque forms. 

In the field of commerce we have also the question 
of reduced sizes of magazines, trade papers and news- 
papers, with the consequent limit of advertising space, 
and the almost complete absence of house organs. 
This curtailing of advertising space does not seri- 
ously affect the office appliance trade, because it has 
no surplus goods to sell and the government does not 
look with favour upon publicity for the purpose of 
effecting new business. The only advertising which it 
is able to do is in the form of good will advertising 
for the future. 

Many trade papers dealing more or less with luxury 
goods have disappeared and some are reducing their 
publications to quarterly instead of monthly issues. 
The daily press is the national reminder to everyone 
of the acute shortage of paper. It is in fact a criminal 
offense to burn or otherwise destroy paper. The firms 
which for ten or twenty years have carefully stored all 
their back correspondence have with due patriotism 
brought this forward as salvage, limiting themselves 
to one year’s records only, thus providing the country 
with much waste paper. 

A great deal of this economy which is enforced 
under present day conditions will be continued so far 
as paper usage is concerned long after the events 
which necessitated them have faded from memory. 

Postal circularizing is practically prohibited and 
whilst it is of benefit at the present time, nevertheless 
it is hoped that direct mail will once again take its 
foremost place in commerce as soon as it is possible. A 
good many of the other restrictions, however, can be 
looked upon as real improvements and can be con- 
tinued and even increased, without injury to the paper 
industry or to commerce generally. 

Photo-recording has found its place in modern busi- 
ness practice. ‘“Camera-accounting” has come to stay 
and photo-records of documents and financial state- 
ments for reasons of security are a generally accepted 
fact. One may expect to see a considerable develop- 
ment of this system here. Firms using invoice sets 
comprising invoice, delivery note, packing note and 
ledger copy have turned over to camera-accounting 
by using the customer’s own order as a packing note, 
it is then extended and totaled, the customer’s address 
and the amount being shown in two places on the 
order. A slip containing one copy of this information 
is detached from the order and used as a ledger post- 
ing slip. The order in its completed form is then 
photographed and finally returned to the customer 
with the goods, thus serving the purpose of delivery 
note and invoice. Thus the saving of paper and stor- 
age space is very considerable and reference to the 
photographic copy is only necessary if a query arises. 
It is a real war-time service —SSE 

—>- 
DEALERS TO OFFER REFUND FOR 
BATES’ SPOOLS 

The Bates Manufacturing Company, New York, N. Y.., 
and Orange, N. J., has instructed dealers all over the 
country to offer a refund of three cents to users who 
return Bates empty refill spools which are used in con- 
nection with the firm’s line of stapling machines. In 
return Bates will credit the dealer with five cents for 
each spool returned to the plant or office. In explain- 
ing the situation the company said: “We realize you 
can’t do much more than break even on this, but you 
will be helping in the great national job of saving 
metal.” 
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NOW 


WR/T/NG 





FLUID 


HAS A NEW MEANING 


More words are being written today than ever before— 
words that get things done on the Home Front and the 
Battle Front — words that maintain morale between home 
folks and men in the Services. 


The pens that write these words today require more thought- 
ful care than ever before — because the rubber and metal 
parts must not fail. Failure of a part may lay up the pen 
for the duration. 


Tell your customers the best way to avoid pen servicing 
is to flush their pens, refill with Sheaffer's SKRIP, and use 
no other fluid. SKRIP is Kinder to Rubber — Kinder to 
Metal. 


SKRIP’S ability to keep a pen writing indefinitely is proved 
by exhaustive laboratory tests and attested by millions of 
users. W. A. Sheaffer Pen Co., Fort Madison, lowa. 


Sell this size—it saves 
materials! There’s a 
year’s supply for only a 
quarter! Magic circle 
cap keeps bottle 
threads clean. Prevents 
smearing fingers. 











En vé 
MANENT RovAL BY 





HEAFFER‘S 


Permanent 
or Washable 
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Splatter-proot pour- 
out, with which ink 
wells are easily filled 
without spilling. Have 
your industrial cus- 
tomers try it—they’ll 
insist on buying it. 











ERA put 
ANENT ROYALS 


SERVE...AND INCREASE YOUR SALES! 


Virtually as much metal is used to close a 2-oz. 
bottle as a 4-oz. bottle. Save metal by suggesting 
the 4-oz. size —Just say, ‘‘Here’s a year’s supply 


for a quarter!” 


SKRIP CONSERVES STEEL PENS! 


Laboratory tests show that steel pens are “eaten up” 
by most permanent writing fluids. SKRIP forms a 
protective coating over the steel which resists corro- 
sion. Steel pens last many times as long when used 
with SKRIP. Point this out to ink-well users — 
they'll save pens once you get them started. 


SKRIP is free-flowing, quick-drying, sediment-free 
and non-sediment-forming. All colors marked 
“Permanent” are flood-proof, the hardest of tests. 
Colors marked ‘‘Washable”’ will wash out with 
soap and water — therefore are best for schools 
and homes where spilling means waste which must 
be avoided. 


MAKES ALL PENS WRITE BETTER AND LAST LONGER! 
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SELL NATIONALLY ADVERTISED 
yy ——==3 ~MAK-UR-OWN 


TRADE MARK REG. U.S.A. 


Over 6,000,000 new prospects are being intro. 
duced to the convenience and economy of MAK. 
UR-OWN Indexing by advertisements now ap. 
pearing in these leading National Magazines. 

Every ad in this campaign tells the prospec- 
tive customer to GO TO HIS STATIONER FOR 
MAK-UR-OWN Indexing products so — — — 

It's easy to make this powerful national cam- 
paign work for YOUR business. To cash in on 
your share of these 6,000,000 new prospects, 


STOCK UP WITH GENUINE, 
ORIGINAL MAK-UR-OWN 
INDEX TABS 
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"oS The celluloid tabs with the 
| handy pick-up, beaded edge 


ae : MAK-UR-OWN Index Tabs are precision made | 
ee of high grade materials always uniform, al- | 
2.00 A TEAR 75 CURLS DCO ways satisfactory. MAK-UR-OWN packaging is 
' designed for convenient dealer use, with plenty 

of “eye appeal” that helps make sales. 

Get acquainted with the profit-making possi- 
bilities of this popular line now. Your wholesale 
stationer has genuine MAK-UR-OWN Index Tab 
products in stock. Include them in your next or- 
der, or get them direct from Victor. 


For complete information and prices — — — 








‘ SEND FOR THIS 
oe ee NEW, DESCRIPTIVE 
aan 7. | FOLDER, showing 
NIC. the entire, easy- 
to-sell Mak-ur- 
own Indexing 
line, including the 
new Tabbed In- 
dex Sheets... 
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Mak-ur-own Index Tabs are 


SOLD ONLY THROUGH DEALERS 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


EALERS in office appliances in southern California 

are still optimistic despite freezing orders. More 
than a dozen typewriter dealers visited by this cor- 
respondent this month said they were “getting by” 
with rentals and repair work, but since they were 
“getting by” they felt themselves lucky. They said 
they expected to continue to “get by” as both rentals 
and repair work were increasing steadily in volume. 

The main stationery stores were all very busy. Cur- 
tailment in certain lines of merchandise was, of course, 
making some inconvenience but customers generally 
speaking were acting decently about everything and 
accepting substitutes without murmur. 

Factory branches of major typewriter companies 
and adding machine companies, of course, are cutting 
down on their sales and contact forces, but one at 
least has been increasing its mechanical staff. Sales- 
men called into the government service are not being 
replaced for obvious reasons. However, priority sales 
are reasonable in volume. Nobody has gone into the 
dumps. 

* + * 

Sees Coming of Plastics—There will be a big change 
in office furniture in the next few years in the opinion 
of T. F. Peirce, president of the Pacific Desk Company, 
1031 South Hill street, Los Angeles. We haven’t seen 
anything yet in plastics, he says, compared with what 
we shall see, for after all a plastic adapted for all 
parts of a desk or chair has not showed up yet. That 
is coming, says Mr. Peirce, and when it does we are 
going to have beautiful and practical desks and chairs. 
The man who gets a thrill out of developments in 
industry will find plenty of pleasure in the office furni- 
ture game after this war ends, Mr. Peirce prophesies. 


* * * 


Offices Moved Upstairs—The offices of the Victor 
Adding Machine Company in Los Angeles have been 
moved from the first floor of the Chamber of Com- 
merce building to the second floor. The offices had 
been on the first floor for several years with ample 
window display space. The new offices are attractive, 
compact and practical. 

* 7 + 

Three Join Air Corps—Three outside salesmen for 
the Grimes-Stassforth Stationery Company have re- 
signed to enter the Army Air Corps. The three are 
Bob Pratt, Jack Westeyn, and Paul Reichle. All three 
have made good records as salesmen. 


x * * 


Mendenhall in Seattle — Jim Mendenhall, veteran 
head of the fountain pen department for the 
Schwabacher-Frey Company, who has been granted a 
year’s leave of absence, is now in Seattle where he will 
spend a fair portion of the summer. Gordon Jenkins, 
who was sales manager for this company until he went 
into the Army a year ago, dropped in for a visit at the 
store this month and it was noted he is now Lieu- 
tenant-Colonel Jenkins. For the present he is sta- 
tioned at Cheyenne, Wyo. Ace Price, buy-out man, 
has also left the employ of the company to join the 
United States Army. 

a 2 * 

Friends Will Miss Rowland Waltz—A large number 
of Los Angeles friends will miss Rowland Waltz, presi- 
dent of the John W. Graham Company of Spokane, 
who died recently. Mr. Waltz was in Los Angeles in 
April, left here on the seventeenth, a local man in the 
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FIGHTING MAD? 


Do you flare up when need 
less interruptions interfere 
with your production? The 
answer should be “yes.” THIS 





miss delays with “Ho Hum’! 


office the “green light” by 
supplying your entire staff 
with time-saving, energy 
saving Ticonderoga pencils. 
End irritating interruptions 
caused by broken leads, indis 
tinct writing. These smooth- 
writing pencils enable your 
employees to produce more 
work, better work —with 
fewer slow-ups! Standardize 


on Ticonderoga. 
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Joseph Dixon Crucible Co., Dept. 6-15, Jersey City, NW. J. 
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Tu IS Ticon- 
deroga advertise- 
ment is typical of 
the alive, chal- 
lenging series ap- 
pearing in Time, 
Life, Saturday 
Evening Post 
and Liberty! Not 
spurious or flag- 
waving, this cam- 
paign strikes a 
hard blow at 
slow -ups, office 
wastes! It’s con- 
structive, beliey- 
able, thought- 
provoking, ac- 


tion-compelling! 


Pencil 
Sales Department 


98-J6 


JOSEPH DIXON 
CRUCIBLE COMPANY 
Jersey City, N. J. 
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INSULATED 
RECORD CONTAINERS 


a1 8 3 
CONVENIENCE 


SAFE 
PROTECTION 


BUILT 
IN THREE 
AND FOUR 
DRAWER 
UNITS 


Patent 
Applied 
For 


Four-Drawer Insulated 
Record Container, door 
receded. Interchange- 
able Security Compart- 
ment at top with '% in. 
door and combination lock with relocking device, ac- 
cording 10% discount in burglary insurance on contents 
of compartment. Three Letter Files below. Lower 
illustration shows Security Compartment door closed. 
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FIRE INSULATED SAFE 


a SMNA TMi | Piss ae. 


e® THE ONLY FILE carrying both the Underwriters’ 
Laboratories and Safe Manufacturers National Associa 
tion ONE-HOUR FIRE LABELS with 30-Foot DROP or 
IMPACT TEST 

















@ One-Hour Certified Fire Pro- 
tection at Point of Use. 





@ Interchangeable Insert Draw- 
ers for specific interior re- 
quirements. 


@ Maximum filing efficiency. 


@ Saving in floor space because 
of receding door. 


OPTIONAL EXTRAS 


®@ Selection of finish . . . Com- 
bination lock in addition to 
key lock on outer door for 
dual protection .. . Linoleum 
top on three-drawer units to 
form desk or counter 
Swivel wheels where mova- 
bility is desired. 


THE MOSLER SAFE CO. 


The Largest Builders of Safes and Vaults in the World 
320 FIFTH AVE FACTORIES: 
i a Ae 60) ') Gem HAMILTON, OHIO 
rer PITTSBURGH 
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Mosler has meant Safes and Safety tor more than 75 
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industry driving him to the station, he got home on 
the nineteenth and passed away in a hospital three 
days later. The company he heads had grown to be 
one of the largest in the stationery business in that 


part of the country. 


* * * 


Montgomery in New Job—W. E. Montgomery, who 
was manager of the Los Angeles branch of the Amer- 
ican Writing Machine Stores for two years, has re- 
signed to take charge of a local towel and linen service 
company. His place has been taken by M. D. Hath- 
away, who up until now was connected with the 
wholesale portable department of Remington Rand 
Inc. Mr. Montgomery is well-known in typewriter and 
adding machine circles in Los Angeles and has been 
connected with several companies during his many 
years here. 


* * * 


Chapman in Service—Maurice Chapman, who has 
been assistant to C. S. Barnes, sales manager for the 
Stationers Corporation, has joined the United States 
Army and is located in Santa Barbara, Calif. In a 
track meet at his camp held recently he won first 
place in the 100-yard dash, an athletic achievement 
which won him four days’ leave of absence with privi- 
lege of attending the relays at Fresno, Calif., Satur- 
day and Sunday, May 16 and 17. Walter Pauge, who 
served some years in the shipping department of the 
Stationers Corporation, and who is now in the Army 
stationed at Fort Knox, Ky., was in Los Angeles on a 
leave of absence in May. He was then about to enter 
an officers’ training school in Virginia. 

* - * 

Strange Case Arises—A strange case came to the 
attention of the authorities in Los Angeles in May 
when a woman was accused of renting typewriters 
and then pawning them in a pawn shop in order to 
raise money to make a payment on her home. The 
woman was also accused of doing the same thing in 
other lines of merchandise, such as sewing machines. 
The original apprehension was made through a local 
typewriter company whose major business is type- 
writer rentals. 

* — oe 

Rental Business Very Good—The California Type- 
writer Exchange, 517 South Spring street, is doing a 
splendid business in rentals and a fine volume in sales 
of rebuilt machines to industrial defense workers. The 
stock of rental machines is being increased as rapidly 
as possible and a large number was added during the 
month of May by purchase from firms going out of 
business. 

Miller Back with Angelus—Roy Miller, well-known 
typewriter and adding machine mechanic who left the 
employ of the Angelus Typewriter Company at 528 
South Spring street some time ago to do some mechan- 
ical work in the offices of the Southern Pacific Rail- 
way Company, has returned to his old job with the 
former company. The volume of repair business is 
growing rapidly with this company, the manager 
reports. 

Rebuilding Volume Large — The capacities of the 
Southern California Adding Machine Company, 947 
South Broadway, are still crowded to the limit with 
rebuilding work. Adapting machines to special pur- 
poses is the main business. 

> * * 

Weintraub Happy with Move—Paul S. Weintraub, 
who moved his store known as the Peerless Stationers 
to a more central location at 649 South Flower street 
a few months ago, is very well satisfied with his move. 
He has experienced a fine increase in business and 
his inventory has been very greatly enlarged. 

* + 

Travelers Club Has Outing and Supper—The Golden 

State Travelers Club had its regular monthly meeting 
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Large numbers of Ace Stapling Machines and Staples 
are on duty in Government Service and War Industries 
saving precious minutes of vital time. They are ideally 
suited to the rigorous tasks to which they are as- 
signed. Aircraft Engineers prefer the Ace method of 
fastening paper to drafting boards because it permits the 
free gliding of the T-square. Also, ideal for fastening 
batches of vital drawings. The tremendous increasing 
volume of paper work in all branches of war effort em- 
phasizes the importance of Ace Stapling Equipment. 





STAPLING MACHINE IN TACKING POSITION 
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ACE FASTENER CORPORATION + 3415 NORTH ASHLAND AVENUE + CHICAGO 
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Growing in favor 


4 Justrite Stationery Products 
= The brand you can depend on! 


MARKING DEVICES 


4 


AY after day, year after year, more and more 
buyers of stationery equipment specify Justrite 
Stationery Products. Easy to understand why. For 


5 He Justrite products have always given the besi of serv- 

Se \ ice. No matter what the product is—a marking 

= [ora device, ink, index tab or any other Justrite prod- 

FR uct— you can be sure it meets every standard for 
INDEX TABS quality. It performs up to expectations. 


This growing popularity can be translated into 


J profits for you. If you are not stocking Justrite prod- 


ucts, start doing so now. Full facts sent upon request. 


SHEET PROTECTORS 


+ plus a wide variety of ADVI STATIONERY 


other products that PRODUCTS 


stationers sell THE LOUIS MELIND CO. 
CHICAGO 
NEW YORK SAN FRANCISCO 
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on May 15. A golf play at the Midwick Country Club 
in Monterey park was followed by a supper at the 
Clark hotel in Los Angeles. Twenty-four attended the 
supper. A new member of the club is Jack Norris, 
representing Binney & Smith, New York, N. Y. 


* * * 


Three Underwood Men in Service—Three Underwood 
Elliott Fisher Company men have joined the service 
this month. They are Ray Gordon of the Hollywood 
office, who has joined the Navy; Marvin Westfall, 
well-known mechanic in the Hollywood office, who 
has joined the Army, and Cliff Huesby, mechanic in 
the main down-town office, who has joined the 
Marines. 

* 7 * 

Schwabacher-Frey Team Wins Trophies—Closing a 
bowling tournament that covered thirty-three weeks 
and involved 132 games, the Schwabacher-Frey bowl- 
ing team headed by Captain Wallie Jones came out 
first in the Major Department Store Bowling League. 
The team won eighty-eight games and lost forty-four. 
Captain Jones played in every game. The closest con- 
tender was the Broadway Department Store. Each of 
the five players got an individual trophy, the company 
got the large trophy and a purse of $116 was taken 
over. Interest throughout the whole thirty-three weeks 


was keen. 
oe 


HIGGINS 


HIGGINS 


MI Ri \S INDIA INK 


UD ress ¥ 





ANOTHER HIGGINS’ INNOVATION.—To complete automatic 
filling, labeling, cartoning and packaging of their three- 
quarter-ounce drawing ink bottles, the Higgins Ink Company, 
Brooklyn, N. Y., has installed a package wrapping machine 
which takes six of the cartons in two banks of three, wraps 
them securely and pastes an end label on each end of the 
package. The illustration shows the drawing inks changed 
from dozen units in display container to machine-wrapped 
package of six. 


*—-¢ 


HORDER TO AID OLD RUBBER STAMP COLLECTION 

Horder’s, Inc., Chicago, has recently offered to be 
a collection agency, through its nine Loop stores and 
its headquarters building, of old rubber stamps which 
citizens desire to contribute for the general war effort. 

According to the plan anyone may take or send to 
the company rubber parts from stamps no longer in 
use. Horder’s, in turn, will add the proceeds from 
the sale of the scrap rubber to the company’s regular 
contribution to the USO campaign. Horder’s offices 
are located at 231 South Jefferson street. 

*—> 
HARLEY IN NEW SAVANNAH QUARTERS 

The All Makes Typewriter Company, Orlando, Fla., 
has been moved to new quarters at 112 East Congress 
street, Savannah, Ga. The firm is owned and operated 
by T. B. Harley and handles office furniture as well as 
machines. 
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Available Now 
MOULDED 
PLASTIC 
SAFE 





Better than 100% substitute 


Years of research have enabled us to per- 
fect a moulded plastic safe which is more 
fireproof than an ordinary steel safe of the 
same size. 


NOTE THESE 
SPECIAL FEATURES 


Heat Resistance . . . Better than one hour test. 

~~ gaa Strength . . . When cold 1200 pounds per square 
inch. 

Two and a half inch walls. 

Moulded in one piece . . . NO BOLTS OR SCREWS USED. 
Buried Hinges . . . All way casters with locking devise. 
HEAVIER than the steel safe of the same size. 

Finished in Dark Olive Green, Streamlined in Design. 


Interior . . . Cash drawer with secret lock. Ample room 
for books. 

VICTORY MODEL .. . For home and small business. Ap- 
proximate weight 200 pounds. 

DEFENDER MODEL ... For business. Approximate weight 
300 pounds. 


Larger sizes on special order. 
For literature and dealer discounts, write 


SHERWIN PLASTIC 
PRODUCTS COMPANY 


169 MARSHALL STREET 
SYRACUSE . . . . . NEW YORK, U. S. A. 











PASS €bD AWAY 


F. E. GALLUP 

Frank E. Gallup, president of Gallup’s, Inc., Kansas 
City (Mo.) manufacturers of maps and atlases, died 
unexpectedly at his home, 6443 Baltimore avenue, on 
May 4. He was in his fifty-sixth year and in appar- 
ently good health at the time of his passing. 

Born in Alda, Neb., Mr. Gallup attended school at 
Grand Island, Neb., and then took an engineering 














THE LATE F. E. GALLUP 
course at the University of Nebraska. In 1908 he 
went to Kansas City where he began his career in 
draftsmanship and map making. Four years later he 
went to work for the late L. R. Ash, then city engineer, 
working at night for the Berry Map Company. 

Backed up by a keen business sense Mr. Gallup 
assumed control of the Berry organization in 1914 
and changed the firm name to that of the Gallup Map 
& Supply Company. 

He served with the U. S. Field Artillery during 
World War I and then returned to Kansas City where 
he moved his business to 915 Baltimore avenue. In 
1924 he again moved the firm, this time to 1330 Walnut 
street, its present location. 

Mr. Gallup was a member of the local Chamber of 
Commerce, the Rotary Club, the Allied Foods Club, 
the Real Estate Board, The American Legion, the 
Masonic order, the Scottish Rite temple and the 
Ararat Shrine. 

Mr. Gallup is survived by his widow, Mrs. Laura A. 
Gallup; a _ sister, Mrs. William Minshull, Monroe, 
Wash.; a brother, Walter W. Gallup, Alda, Neb., and 
a nephew, Frank Gallup, Kansas City. 

+ - + 


MRS. H. K. GILBERT 

Mrs. Anne Sargent Gilbert, widow of the late Henry 
K. Gilbert, former president of the Oliver Typewriter 
Company, died last month in the Roosevelt hospital, 
New York, N. Y., after a month’s illness. She was 
sixty-nine years of age. 

A resident of Chicago for many years, Mrs. Gilbert 
had lived in New York since 1930, residing since 1939 
at the Women’s Republican Club. She was a member 
of the Saddle and Cycle, Wednesday and Fortnightly 
Clubs, all of Chicago. 

Mrs. Gilbert is survived by three sons, John S. Gilbert 
of New York; Henry K. Gilbert of Charlotte, N. C., 
and Horace D. Gilbert of Peterborough, N. H. 


A Pe >) 
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J. W. STRONG 
Joseph W. Strong, fifty-three, sales manager of 
the Berger manufacturing division at Canton, Ohio, 
of the Republic Steel Corporation, Cleveland, since 
1932, died May 2 after a brief illness. He went to 
Canton in 1927 when he was placed in charge of 
special sales in the Berger division. Before that, he 
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Old Man Bottleneck 
is lurking in 
old-fashioned files! 


He’s losing papers, wasting time while 
records are hunted. He’s slowing down production! 





Tur shift to War Time calls for more reading. No sag, no droop, no slump in 
than moving up the clock! (You know, Pendaflex folders means time saved all 
alibis won't win this war). It calls for along the line. Simple — and it’s helping 
‘ - : ] ¢ - - 4 > ar! 
paperwork _ up—-and paperwork to win the war 

\ b € ST) - lp) I ¢ I; VS ¢ *arreste 
CAN he speeded up, if delays are arrested A Long-Range Investment 


at their source. War industries* that make Timely Sales Hint: Don’t let execu- 


Efficiency” their watchword have in tives lose sight of the fact that Oxford 





st: “] ()xford Pendatle the f- or f : ° . 
talled Oxtord Pendatlex — the taster fil Pendaflex bought today will be in service 
ee Ae ee Be ; 
ing system that speeds filing and finding long after the present emergency is over. 
20% reduces misfiling to the vanishing 
*Names of well-known users are helpful in selling 
point Oxford Pendaflex. Write for partial list. 
Simple . . . but Revolutionary! 
. 
Mr. Office Supply Dealer: 
‘ enda fle xX Cracks Nd lan Bottleneck ‘ f Pp y 
Make up profits lost on hard-to-get 
because it takes disorder and hard work merchandise. Go all out for PENDAFLEX 
faster filing . easy to get... easter to 
out of hing sell. The greater the effort, the quicker 
{merica’s victory! 
How: { xford Pendafle xX folders hana There ar: just a few territories still 
without Oxford Pendaflex distribution. 
in files on lght frames that fit into all For qualified dealers, here ts one of the 
, ' biggest opportunities of 1942. Write for 
standard file drawers. These hanging detaile todas! 
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Send your contribution to your local USO Committee or to National Headquarters, 
USO, Empire State Building, New York, N.Y. 























ens aaa 


\ 


Dear Pop: 
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Even an old Rainbow Divisioner like 
you would pop your eyes at the army 
we're putting together this time. 
Let me tell you, they’re doing 
everything to make up just about 
the best bunch of fighting galoots 
you ever saw. 


And that goes for what they do for 
us off duty, too! Take this new club- 
house we got just outside of camp. 
It’s got radios, dance floors, nice 
soft chairs and everything. And, 
Pop, you can get something to eat 
that won’t cost you a month's pay! 


Now, the army isn’t running this. 
The USO is. And most of the other 
camps got USO clubs too, because 
you and a lot of other folks dug 
down and gave the money to the USO 
last year. 


But, Pop, you know what’s happened 
Since then. Guys’ve been streaming 
into uniform. Last year there was 
less than 2 million of us. This 
year there’1ll be 4 million. And the 
USO needs a lot more dough to serve 
that many men—around 32,000,000 
bucks I hear. 


Now, Pop, I know you upped with what 
you could last time. But it would 
sure be swell if you could dig into 
the old sock again. Maybe you could 
get some of the other folks in the 
neighborhood steamed up, too. 


It will mean an awful lot to the 
fellows in camp all over the coun- 
try. Sort of show ’em the home— 
folks are backing them up. And, 
Pop, an old soldier like you knows 
that’s a mighty nice feeling for a 
fellow to have. See what you can 


do, huh, Pop? 
BA 
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was with the Art Metal Construction Company of 
Jamestown, N. Y., and served as head of the com- 
pany’s branch in Columbus, Ohio. At one time he 
was with the Cleveland branch of Art Metal. He was 
a director of the Canton Civic Opera Association 
and was a member of the Canton Executives Club, 
the Congress Lake Club, and a member of other civic 
and Masonic groups. His widow, Marian, survives. 
~AK. 
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C. R. UNDERWOOD 
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C. Roy Underwood, general sales manager of the | 


American Writing Machine Stores, division of Reming- 
ton Rand Inc., New York City, died May 14 at his res- 
idence in East Orange, N. J. He had been in ill health 
for several months. 

Born at Barre, Mass., Mr. Underwood entered the 
typewriter business as a salesman in 1901. In 1910 he 
became manager of the American Writing Machine 
Company branch at Atlanta, Ga. Four years later he 
was transferred to New York City and in 1916 was 
appointed manager of the company’s New York office, 
becoming vice-president in 1920. 

In March, 1942, the American Writing Machine Com- 
pany became the American Writing Machine Stores 
as a division of Remington Rand Inc., and from that 
time until his death Mr. Underwood was general sales 
manager. 

Mr. Underwood was a member of the Incarnation 
Episcopal church and Ophir Lodge, F. & A. M., East 
Orange, and the Roanoke (Va.) lodge of Elks. 

He is survived by his widow, Mrs. Lotta M. Under- 
wood; one son, John C. Underwood, of East Orange; 
a daughter, Mrs. John L. Stone, of Stratford, Conn., 
and two grandchildren. 

Interment was in the East Ridgelawn 
Delawanna, N. J., on Monday, May 18. 

To really know Roy Underwood was to hold him in 
high esteem. He lived an abundant, busy life, yet he 
was ever quiet and modest. He was not a friend merely 
for the sake of receiving, but of giving. It was his de- 
sire to be just and fair and he always searched to find 
the right answers to problems. His counsel was sound 
and sincere. He was always straightforward, ever ready 
and willing to do that which could be done in fairness 
to all. He made true friends because he was not afraid 
to make enemies by following the course he believed 


cemetery, 


to be right and just. His friendships, as a result, were | 
founded on mutual esteem. He leaves a fine heritage | 
of such things as a man shall remember with a joy | 


that will warm his heart even unto the end—CHE 


A. G. WARNER 
Austin G. Warner, owner and manager of the Quigley 
Furniture Company, manufacturers of desks, cabinets 








and office furniture, Utica, N. Y., died last month | 


after an illness of three weeks’ duration. He was in 
his sixty-eighth year and lived at Whitesboro. 
Entering the business world soon after completing 
a year at Cornell University, Mr. Warner did not 
become affiliated with the office equipment industry 
until 1899, in which year he joined the Quigley organ- 


ization, becoming secretary and treasurer in a short | 


time. He held this position until 1924 when he was 
elected vice-president, and was business manager of 
the firm for some time before becoming the owner. 

Mr. Warner was president of the Whitesboro Central 
School Board and moderator of the Utica Presbytery. 

Throughout his lifetime his interests and hobbies 
were many and varied. For many years he was inter- 
ested in raising fancy poultry and in this connection 
once served as secretary and later as president of 
the Central New York Poultry Association. Frequently 
he exhibited prize stock at state and county fairs. 

In his youth Mr. Warner was a member of the 
Genesee Baseball Club in Utica and was a keen golfer. 
He was a charter member of Rotary and of the Auto- 
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Your (Customers will 
SAVE Filing SPACE 


if you sell them— 
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‘BARKLEY 240 TAB INDEXES’ 





Today, your custom- 
ers are looking to 
you Mr. Dealer for 
sound ideas and 
products to proper- 


ly carry them thru 


these hectic busi- 
ness days. 
By showing them 


these new Plastic 
TABS you will be 
rendering a real 
service to your Cus- 
tomers and your 
country too. \ 
FULL 
Real advantages anne’ RANGE 
are embodied in ; VISIBILITY 
BARKLEY Plastic 
TABS among which 
are Magnified Visi- 
bility at least 35% 





Angled Inserts allow 45% reading angle - - - No 


Cuts or Scratches, smooth edges - - - Relieves eye strain. 
SEND FOR COMPLETE 
INFORMATION AND SAMPLES! 








C. L. BARKLEY & CO. 


STABLISHED 1921 


Vlanufacturer 
517 S. JEFFERSON STREET 


CHICAGO, ILL 
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SELL 
MIAMI AUTOGRAPHIC REGISTERS TO 


WAR INDUSTRIES 


FOR VISITOR PASSES! 





More and more war industries are issuing VISITOR 
PASSES before allowing individuals access to the fac- 
tory or even office. 

What could be handier than a Miami Autographic 
Register for this purpose? Forms are filled out quickly 
and uniformly producing as many copies as required 
plus the protection of a locked-in file copy for perma- 
nent record if desired. 

Take this suggestion to war industries in your area. 
Your proposing this system or any other autographic 
register application can mean a constructive service to 
our war effort—in addition, you make a profitable sale 
with repeat business on forms. War industries need 
register systems for many other purposes also. 


Priority orders while desired are not required to ob- 
tain delivery. Special service for priority orders; other 
orders receive our usual prompt production and deliv- 
ery. All sizes and types of registers are available for 
immediate shipment to any customer. 


Write today for details and samples. Our business 
is to help you stay in business by selling autographic 
registers and forms to war industries and general busi- 


ness. 


2725-2735 COLERAIN AVE., 


CINCINNATI, OHIO 





The MIAMI SYSTEMS CORPORATION sms! 
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mobile Club of Utica. At Cornell he was a member 
of the Chi Psi fraternity and in later life often at- 
tended meetings of the Cornell Alumni Association. 
He is survived by his widow, Mrs. Anna Cooper Warner; 
two sons, Dr. Robert C., and Frederick C., both of 
Whitesboro; a brother, Edwin H., of Bluefield, W. Va., 
several nieces and nephews and three grandchildren, 
Robert C.,, Jr., Leslie Anne and Susan Mary. 


- + } 


D. C. AHLERS 

D. C. “Dad” Ahlers, one of the best known typewriter 
dealers on the Pacific coast, died at his home in San 
Jose, Calif., on May 8, after a brief illness. Mr. Ahlers 
was born in Minonk, Ill., sixty-nine years ago. The 
body was shipped to the old home at Minonk for inter- 
ment. A surviving brother, R. H. Ahlers, and two sis- 
ters, Mrs. Henry Oncken and Miss Anna C. Ahlers, 
reside at Minonk. 

Mr. Ahlers, a member of the Masonic and Elks lodges 
at Santa Cruz, went to California in the early 1900's, 
and for several years engaged in establishing and oper- 
ating branches of Heald’s Business college in Santa 
Cruz, Sacramento, Los Angeles, Reno, Nev., and San 
Jose, Calif. In 1917 he established the San Jose Type- 
writer Company at 24 South Second street, San Jose, 
and continued as owner and manager of the business 
until his passing. Mr. Ahlers was president of the 
San Jose Typewriter Dealers’ Association for more 
than ten years. 

G. A. Blanchard, who had been associated with Mr. 
Ahlers for many years, takes over and will continue 
to operate the business of the San Jose Typewriter 


Company. 
+: F +k 


J. G. HOLMES 

James G. Holmes, president of the Columbia Office 
Supply Company and of Trade Binders, Inc., both of 
Columbia, S. C., died April 23 at the age of sixty-one. 
He had resided in Columbia for the past forty-four 
years. 

Born in Charleston the son of Charles Rutledge and 
Jeanie McGowan Holmes, Mr. Holmes attended the 
Charleston public schools and Wofford college, later 
graduating from the University of South Carolina. 

Mr. Holmes was a nephew of Admiral Samuel Mc- 
Gowan, paymaster-general of the United States Navy 
during the World War I, and a cousin of Admiral John 
Wilcox who was recently lost at sea. 

Mr. Holmes is survived by his widow, Mrs. Minnie 
Farmer Holmes; two sons, James G. Holmes, Jr., and 
Charles Rutledge Holmes; a daughter, Miss Minnie 
Farmer Holmes, and a brother, McGowan Holmes. 


+ i } 


W. G. KEUFFEL 

Willy G. Keuffel, president of the Keuffel & Esser 
Company, Hoboken, N. J., died May 16 after a brief 
illness at his home, 805 Castle Point terrace. He was 
in his sixty-sixth year. 

Mr. Keuffel’s company, normally a manu/acturing 
plant for draftsmen’s instruments, is at present mak- 
ing range finders for the Army and Navy, a job which 
it successfully carried out during World War I. Last 
August the company received the Naval “E” for effi- 
cient production orders on defense orders. 

Mr. Keuffel is survived by his widow, Mrs. Ida 
Lehman Keuffel. 

+ + & 


MRS. F. M. HOSSFIELD 
Mrs. Frieda Marti Hossfield, wife of George L. Hoss- 
field, well-known speed typing champion, died April 
26, at her home, 1310 Hudson road, West Englewood, 


N. J. Mrs. Hossfield had been in ill health for some 


time and her sudden passing was attributed to a 


stroke. 


Born in Patterson, N. J., on November 11, 1897, 
Mrs. Hossfield was the daughter of Mr. and Mrs. 
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DESCRIPTION 
* Five-ply birch construction — 
* Rich green enamel finish 
* Brush brass plated hardware 


* Non-suspension drawers operate 
silently and smoothly 


* Follower block that does not bind 
* Letter and legal sizes 
* Moderately priced 


* Ruggedly built to give years of 
satisfactory service 





are doing a magnificent 
Filing job and 


conserving steel 


SEND FOR SAMPLE TODAY 
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as indispensable in War Production Plauts 
as DIES and LATHES and MOTORS 








OFFICE APPLIANCES 





























KEEP OUT fet 
sexi nn 
=] 





Help your customers get the facts... 45/2 
with Diebold Business Tools 





CARDINEER Rotary Files: 
A wheel brings up to 
6,000 records to oper- 
ator’s finger-tips. Saves 
Time. Saves Space (occu- 
pies less than 3 sq. feet). 
Lowers cost per record. 


@ The weed for better, faster record-keeping equipment 
is now at an all-time high. 

Proof that Diebold Business Tools answer this need 
may be found in the sales already made. Plant after 
Plant in every part of the country is installing Diebold 
Cardineer Rotary Files, Reveldex Files, Reference Panels 
and Diebold Visible Equipment to help speed produc- 
tion through better control of facts. Typical plants and 
firms are contained in Cardineer User List AL 1287 
which we will gladly send you on request. 

You can still sell Diebold Business Tools to industries 
who have high priority ratings. Write our Dealer 
Division at once for full information on the present 


War Production Board restrictions. 


DIEBOLD SAFE & LOCK CO., General Offices: Canton, Ohio 


*®DIEBOLD 


REVELDEX Reference Files: 
The wheel record system 
that speeds up reference 
work, such as pricing, 
coding, shipping, etc. 
Portable. Compact. Two 
or more records can be 


simultaneously exposed. 


RECORD SYSTEMS EQUIP- 
MENT, SAFES, MONEY 
CHESTS, BANK VAULTS. 
EXPERT REPAIR SERVICE 
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Jacob Marti, who came to America from Switzerland 
in 1892. During her lifetime she was prominent in 
fraternal and lodge work and was a past matron of 
Golden Rod chapter No. 264, O. E. S. 

In addition to her husband, Mrs. Hossfield is sur- 
vived by a son, George, and a daughter, Berenice, 
nineteen and fourteen respectively; her parents, and 
a brother, Jacob A. Marti. 

Following funeral services at the family residence, 
interment was at the Laurel Grove Memorial park. 


+ - & 
C. F. KUCH 

One of the most prominent careers in the office 
equipment and supply industry came to an end on 
May 5 with the passing of Charles F. Kuch, vice- 
president, treasurer and a director of the Hotchkiss 
Sales Company and the E. H. Hotchkiss Company. He 
was in his seventy-ninth year and died in the Nor- 
walk hospital, Norwalk, Conn. 

Mr. Kuch had been associated with the E. H. 
Hotchkiss Company for fifty-five years and from 
1926 to 1932 served as president. He was also a 
director of the Pitney-Bowes Postage Meter Company. 

Surviving are the widow, Mrs. Theresa Roche Kuch; 
two sons, Frederick, of Norwalk, and Edward, of 
Chicago, and two daughters, Mrs. Joseph Lockhart, 
of Valdosta, Ga., and Mrs. Seeley Benedict, of Norwalk. 


+ fT + 
S. M. LOWERY 


Samuel M. Lowery, owner and operator of one of 
the leading office stationery stores in Port Arthur, 
Ont., Canada, died last month in that city at the 
age of seventy-nine. 

Mr. Lowery moved to Port Arthur from his native 
town of Petrolia, Ont., thirty-three years ago and 
immediately opened the business which was to grow 
into one of the largest in Canada. He was a valued 
and popular member of the Port Arthur Rotary Club 
and belonged to the St. John’s Anglican church. 

He is survived by his widow, two daughters, two 
sisters and a brother.—SJL 
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SOLDIER WINS A ROYAL.—In a recent cartoon contest for 
servicemen, sponsored by Mrs. Julius Ochs and the Defense 
Recreation Center, Private David Breger (left) won a wrist 
watch and Corporal George Baker won a Royal portable. 
The typewriter was donated before the freezing order went 
into effect. 

—-¢ 


McCARROLL UNDERGOES OPERATION 


R. H. (Bob) McCarroll, adding machine department 
manager of O. B. Williamson & Son, Fort Smith, Ark., 
recently underwent an operation in a local hospital, 
following which he was removed to the World War 
Veterans hospital at Fayetteville until entirely recov- 
ered. Mr. McCarroll’s company is the district agency 
for the Underwood Elliott Fisher Company at Fort 
Smith. 





Put a patch of patriotism ina 
corner of your letters and add 
distinction and color to war- 


time correspondence. 


Use Dennison’s handy gum- 
med seals to point out special 


paragraphs, remind of enclo- 


sures, or star particular 
thoughts in your message. 


The red, white, and blue seals 
shown below are but a few of 
the many Dennison designs 
available. Only 10¢ a full box 


at your regular stationer’s. 


FRAMINGHAM 
MASSACHUSETTS 
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THE ADVANTAGE 
OF KNOWING! 


The old Indian guide knows his fish and 
fishing. He has taken a highly speculative 
sport and made it a mathematical cer- 
tainty. 


During our present National Emergency, 
certainty and experience are paramount. 
A great number of draftsmen, engineers, 
toolmakers, mechanics, production experts 
as well as skilled craftsmen of every sort are 
successfully meeting the problems of build- 
ing our defenses and fighting power in 
record time. This is our “home front Army’ 
serving as best they know how. 


The experience and facilities of this entire 
‘organization have been drafted into the 
struggle. We are proud of our place in 
this National make-up, so we can "get the 
job over with" and once again look forward 
to brighter days when production advance- 
ments of this War-time Emergency will 
enable us to build even better products for 
office use. 


NDERS on- Hickey Go. 











INC. 


GENEVA ” 
ILLINOIS 
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THE N.S.A. JACKSON MEETING 
(Continued from page 30) 
teen hundred and forty-two will be a good year for 
stationers. 
Hoge on Metal Furniture 


Mr. Hoge stated that out of 159 dealers interviewed 
thirty-four per cent of the volume in 1940 was metal 
furniture, sixty-six per cent other merchandise not 
including printing and greeting cards and gifts. Fifty- 
three per cent of the chairs in the same period were 
metal; likewise sixty-eight and four-tenths per cent 
of the total office furniture business was metal. We 





— AND ABOUT WITH THE CAMERA AT JACKSON. 
Tom Riley, Eberhard Faber Pencil Co.; Dewey Mayton, Mayton & 
” Roddy Co., Ft. Worth, Tex.; Daisy Smith: George N. Smith, Manifold 
Supplies Co.; Howard Dear. Standard Printing Co., Jackson. 

2. A. F. Stephens, Dennison Mig. Co.; Ted Garrett, Garrett Office Sup- 
plies, Alexandria, La.; Virgil Jones, Sam Futrell, Edgar Jordan and 
J. C. Smith, Standard Printing Co., Alexandria, La. 

3. H. I. Tate. Commercial Dispatch, Columbus, Miss.; Art M. Carrow. 
Speed Products Co.; W. E. McCain. Wilson-Jones Co.; P. L. Thomas, 
Geiger Printing Co., Hattiesburg. Miss. 

. Sam Futrell, Standard Printing Co., Alexandria, La. 

. Valeria Logue, Office Suppiy Co.; Mrs. Riley Taylor, Tucker Printing 
House; Mrs. Pat N. Harkins, Mississippi Staty. Co., all of Jackson. 


ue 


cannot mark time, he said, waiting for the war to end. 
We must win at home and win abroad. We must do 
more constructive planning. We must sell more mer- 
chandise to established customers. We must search 
for new customers and create new business—tell and 
sell. 

Lon Storey of Wilson Stationery & Printing Com- 
pany, Houston, reported that suppliers are nearing the 
point where they can fill orders for priority business 
only. Dangers are ahead in the limitation of output 
and transportation. 

He added that there is no more mahogany. An acute 
labor shortage exists. A tremendous amount of office 
furniture is to be sold in the next few months. Busi- 
ness, he said, must be restricted largely to government 
and defense industries. If we must sell leg chairs in- 
stead of swivel and fixed typewriter platforms, let us 
do so energetically and tell why. 

Ed Dalstrom, manager of the Memphis office of 
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THROUGH WAR AND PEACE 
DEPRESSION AND PROSPERITY 


—these brand names have been recognized as symbols of quality in Record 
Keeping Equipment and Supplies. They are the marks by which users every- 
where identify their needs for record keeping. Association with these brand 
names means profit for the dealer. 


Ring Books originated and developed 
for 40 years under m»]j-Pmmm brand. 


fT LOOSE LEAF ff 


‘Deluxe, 
Levstens J 


De Luxe Ledgers and Post Binders. 
Leaders in design and quality for 45 years. 








Paper Punches, Posting Trays, Prong 
Fasteners, Loose Leaf Metal Parts. 


WILSON JONES Co. 


ELIZABETH CHICAGO NEW YORK 

























































The New 
ASCO METROPOLITAN 


WOODMASTER,| 
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For War Jime Urgencies 


A durable le 


for the duration 


Available 
for 
prompt delivery 












METROPOLITAN 
WOODMASTER 













































SPECIFICATION S* 
@ THE ASCO “METROPOLITAN WOODMASTER” is designed for active filing de- 


partments and use in executive offices combining extremely sturdy construction with 
beauty of line and trim. A war file to stand up under war-time needs. 


@ MATERIALS AND CRAFTSMANSHIP are of the best standards. 


@ CABINET HARDWOODS (poplar) are high grade thoroughly seasoned, air and kiln- 
dried, free of knots, shakes and other defects. 





@ CASE FRAME: “ASCO REINFORCED WOOD-WELD” (Lap) construction. Extra 
framing member in center of panel. Doubly reinforced. Wood screws, etc. Glue 
blocks at all points of stress. Case is extra rigid and strong. 


@ DRAWERS are tongued and grooved, dovetailed front and back. Corners dove- 
tailed. 


| @ SUSPENSION: Equipped with new improved "ASCO" progressive "aero" steel sus- 
2 pension. Glide easily under a full load on perfectly timed extension slides. Slides 
contain two ball bearing and two case hardened rollers (one floating) protected by 
rust-corrosion resistant process. 


@ HARDWARE: Plastic: Bronzed finish. 
@ LOCKS: Yale Paracentric "ASCO" automatic lock control. 


@ FINISH: Cabinet (outside) properly sealed, harmonious finish in "ASCO" Olive 


Green, stained sealer (inside). 


*Materials and construction subject to change without notice. 
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ART STEEL SALES CORPORATION = 


300 EAST 145th ST., NEW YORK, N. Y. 
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Hotchkiss Service thru Three Wars 


* % % %& & & HEN the battleship Maine was 
z y 4 blown up in Havana harbor in 

W 1898 and the United States em- 
ie aa barked on the war with Spain, 
Hotchkiss was barely eight years old. The 
young company was beset by many of the 
trials that come to all businesses in war time, 
but even at that early day, Hotchkiss held 
steadfastly to the slogan “The Hotchkiss 
Guarantee protects you and your customers’ 
and by so doing attracted and held dealers 


all over the world. 


Ww 


World War I. Although Hotchkiss was han- 


In 1917 the United States entered 


dicapped, as were all manufacturers, by short- 
age of labor, of materials and by war time 
restrictions, the loyalty of the many Hotchkiss 
dealers and their cooperation carried both 


through to success. 


« Today, to quote Woodrow Wilson, 
we are training not an army but a nation for 
war. To a greater extent than ever before 
civilians are affected by it. The Government 


demands and Hotchkiss, along with every 


loyal American gladly responds. 


Ww 


through defense orders from Hotchkiss deal- 


Much of our production, directly or 


ers, 1s given over to materials for the armed 


forces of our country. 


Ww 


task that Hotchkiss and Hotchkiss dealers are 


Providing for non-defense uses is a 


performing to the best of their ability. By 
repairing used machines and adapting models, 
many Hotchkiss dealers are holding custom- 


ers and building good will. 


Ww 


are unusual times. The forebearance of our 


Everyone realizes however, that these 


customers and their willingness to cooperate 
during the emergency is a splendid indication 
of the good-will that can be counted on by 
Hotchkiss and Hotchkiss dealers when we 


have won and the world is again at peace. 


HOTCHKISS 


NORWALK, CONN. 


‘*Pioneers in all that’s best in Stapling”’ 
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Graham Paper Company, talking on paper, went into 
the history of that subject, following it down to the 
present and showing how well our business and social 
life requires paper in one form or another. In telling 
the needs of paper Mr. Dalstrom presented the uses 
of paper from its invention down to the present and 
showed how necessary it is for business and personal 
use today. He also showed how necessary it is to the 
war effort. For the present, he said, there will be no 
acute shortage of papers sold by stationers. He was 
not so sure about the latter part of the year but rec- 
ommended ordering now for reasonable fall require- 
ments. 

Accounting and Credits in a Wartime Economy was 
covered ably by Dick Quin, of Dick D. Quin & Com- 
pany, Jackson. Our planning, he said, must have def- 
inite provision for increased taxes although we do not 
know what they will be. Everyone, he believes, will 
sooner or later be under the Wage Hour Act. Referring 
to priorities, he said the alert salesman can help keep 
his customers posted on latest priorities developments, 
thereby rendering a service which will react to his 
benefit later. Price fixing, he found, increases the cost 
of the accounting department substantially, the burden 
of proof in any case that may arise being the obliga- 
tion of the business man. Humorously he said business 
was forty per cent retailing and sixty per cent detail- 
ing. He added that short term credits must be stressed 
and that we must keep hammering for collections so 
that accounts may be kept current. 


Teach Dealers New Requirements 


Fred Fenne, of Associated Stationers Supply Com- 
pany, spoke on Selling in a Wartime Economy. Some 
dealers, he said, were taking a defeatist attitude, while 
others were aggressive in their efforts to make the 
most of the situation and to overcome the problems 
that were developing constantly. A big job for dealers 
today is selling their customers on conforming to new 
business requirements. 

The talk by Willis Lowe, of the E. L. White Company, 
Fort Worth, entitled ‘Men with Sharp Axes” will ap- 
pear in the July number of this publication as a spe- 
cial article. 

George Godwin, of Dixie Advertisers, Jackson, spoke 
on Advertising and the War. All our high standard 
of living, he said, is due to the combination of produc- 
tion, selling and advertising. Advertising has played 
an important part in building up our standard of liv- 
ing. It is a business man’s responsibility to do what 
he can to keep that standard up. 

After the Deluge, What? was the interesting subject 
of Birney Imes, publisher of the Commercial Dispatch, 
Columbus, Miss. 

Mr. Garvin resolved the last session into a quiz pro- 
gram with the following men constituting the panel: 
Ed Conlon, Rockwell-Barnes Co.; Ed Keeling, Art Metal 
Construction Co.; Ed Little, Wabash Cabinet Co.; Wal- 
ter Guy, Arkansas Printing & Lithographing Co., Little 
Rock; Guy Lowe, The Office Supply Co., Jackson; Bill 
Martin, Shaw-Walker Co.; Morris Hansell, II, F. F. 
Hansell & Bro., Ltd., New Orleans; Pat Harkins, Mis- 
sissippi Stationery Co., Jackson, and John Gilbert of 
OFFICE APPLIANCES. 

Some of the topics discussed were paper sales possi- 
bilities, how best to post prices, selling indexing, and 
the ribbon and carbon situation. Mr. Garvin said we 
must build our business on what we have and make 
the most of opportunities presented by goods still 
available. 

Claude Hanes, of The Office Equipment Company, 
Inc., Tampa, Fla., governor of the fourth district, was 
reelected. Because of a sudden development he was 
unable to attend the Jackson meeting. Johnny Wright, 
of Story-Wright Printing Company, Tyler, Tex., who 
was serving as lieutenant governor, was elected gov- 
ernor of the ninth district for the ensuing year. 

The entertainment features included a golf outing in 
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Save Steel! 


Sell 


OLWooD 


THE ALL-WOOD 
FILING CABINET 


COLWOOD filing cabinets 
are made from the finest mate- 
rials available. They are fin- 
ished in olive green and are the 
same height as Columbia steel 
files. 


COLWOOD filing cabinets 
are made in four drawer letter 
and legal sizes. Each drawer 
operates on progressive suspen- 
sions, is fitted with an efficient 
follower block, and attractive 
label holder and drawer pull. 


NO PRIORITIES REQUIRED 


Write for complete information 











COLUMBIA STEEL EQUIPMENT CO. 


LINCOLN - LIBERTY BUILDING 
PHILADELPHIA, PA. 




















If you think golf balls are 

hard to replace, how about 

; eyeballs? Nature rations out 
e@ eyes very strictly, and no 

ake Cat priority rating will give you 
any replacements, even 


of the Only though the need is urgent. 


Good eyesight is essential 

to speed and = accuracy. 

’ \ That's why the experienced 

Eyes You \ accountant refuses to sabo- 

tage his vision by working 

on poorly designed ruled 

Ever Hav® torms. Instead, he demands 

forms that are easy to work 

on—forms that are “kind to 
his eyes.” 


By Usind 


Master-Craft YC Saver 
RULED FORMS 


Master-Craft forms are particularly 
soothing and restful to the eyes. They 
are cleanly ruled in an exclusive 
combination of soft brown and green 
shades. Their ‘‘flat’’ surface reflects 
no bothersome light glare, and is 

ideal to write on 
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which some five or six foursomes participated, a 
chicken barbeque, and the annual dinner. 

The barbecue provided by the travelers club was an 
event long to be remembered. Chicken for more than 
200 was roasted over a pit and kept warm over an 
oven. The guests ate their dinners while standing at 
long tables in a beautiful setting of trees at a country 
club not far from the city. Impromptu entertainment 
was supplied by Johnny Wright, Fred Fenne and sev- 
eral others to the accompaniment of an orchestra. 

The only address at the banquet, which closed the 
meeting, was a humorous presentation by Mayor 
Jimmy Arrington of Collins, Miss. Boyd Campbell, of 


| Mississippi Schoo] Supply Company, served well in the 


capacity of toast master. 

During one of the sessions Mr. Garvin interrupted 
the regular program long enough to present personally 
to Mr. Skibbe a silver bowl] as a token of his esteem 
for Mr. Skibbe as a man and for his cooperation for 
many years in NSA activities. 

Texas Travelers Meet 


The Texas Travelers Club met May 19 at the Heidel- 
berg hotel, Jackson, Miss., where many of the mem- 
bers were attending the meeting of the combined 
fourth and ninth districts NSA. Jack Mathews of 
American Pencil Company who has served a year as 
president called the meeting to order. Several items 
of business were discussed including the election of 
officers. Fred Deutsch, manufacturers’ representative, 
who served as second vice-president, became pres- 
ident. William F. Gigliotti of Johnson Chair Company, 
moved from the third vice-presidency to the first, and 
Fred Fenne of Associated Stationers Supply Company, 
from the fourth to the second. Thomas C. McClure 
of The General Fireproofing Company, who was fifth 
vice-president, an office abolished at the meeting, be- 
came third, and R. C. Gage of Art Metal Construction 
Company, was elected fourth vice-president in addi- 
tion to holding his office as secretary. J. B. Peatling 
of F. S. Webster Company, a new officer, was elected 
treasurer succeeding W. W. Epps of Columbia Ribbon 
and Carbon Manufacturing Company, who new is in 
the Army. O. D. Mann, manufacturers’ representative, 
remains as chairman of the executive committee. 

Horace Hamilton, who had served the club faithfully 
for many years, displayed a handsome wrist watch 
presented to him by the club upon his retirement as 
an officer after about fourteen years of constant serv- 
ice in that capacity. 

*—- 
HALEY OPENS OWN BUSINESS 

R. W. Haley, for the past twelve years acting gen- 
eral manager of Stevenson & Son, San Francisco, 


Calif., last month opened a business of his own in 
Oakland under the name of the Haley Office Furniture 


| Company. The business is at 1718 East Twelfth street. 


Before joining the staff of Stevenson & Son, Mr. 
Haley had several years selling experience with Rem- 
ington Rand, Inc., and the Library Bureau in San 
Francisco. 

- nd —— 
MARKWELL TAKES PRIORITY WITH A SMILE 
The ability to laugh at and make a joke of dffi- 


| culties in these trying times has been exemplified 





SHAW-WALKER 


MASTER-CRAFT LOOSE-LEAF DIVISION | 


KALAMAZOO ee MICHIGAN 


ledger Sheets — Columnor Sheets — Work Sheets — General Record Sheets | 


Columnar Pads — Accounting Pads — Over 1400 Forms Kept In Stock 


| recently by a novel Priority Certificate put out as 


a patriotism booster and a laugh-getter. The certifi- 

cate advocates seven rules including a “fifteen minute 

undisturbed worry period daily” and “beat the Axis 
with taxes and a War Bond weekly.” 
- <—--e —_ 

WITTGEN JOINS WELFARE BOARD 

Leo Wittgen, vice-president and treasurer of Smith 

& Butterfield, office equipment firm of Evansville, 

Ind., last month was appointed a member of the 

County Welfare Board to succeed Pigeon Township 


| Trustee Walther, resigned.—WBC 
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NEW ARRIVALS 


Cy Far ' 


SMOKE STANDS 
and ASH TRAYS 


HAND-TURNED GENUINE WALNUT 






Here's exciting news for every office furniture 
dealer in America . . . FAIR'S new line of top 
quality smoke stands and ash trays. 


No hasty product born in the heat of conver- 
sion, but fine hand-turned furniture specialties 
backed by decades of woodcraft experience. 
Distinguished in appearance to harmonize 
with handsome office interiors, beautifully 
made and popularly priced for rapid turn- 
over. With metal manufacture practically 
frozen solid, dealers will jump at the chance 
of handling this sumptuous line of wooden 
smoking equipment. Write today—or better, 
telephone or telegraph for price schedule. 






























America’ Monell ol FURNITURE COMPANY 


quality in office furniture 


specialties NEWARK, NEW JERSEY 
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Stay that itchy trigger finger, Mr. Dealer. 
Listen to how some of your fellow Dealers 
and Stationers are finding sunshine in what 
at first appeared to be a sky of unrelieved 
gloom. 

They reasoned this way: New typewriters 
are out for the duration and there's no use 
getting mad at Mr. Donald Nelson. The 
idea is to recover some of this lost revenue 
—but how? Why, it's as plain as daylight 
—through typewriter supplies, ribbons and 
carbons. 

Eureka! They find it works both ways. 
When a Dealer is called for repairs, he 
says—''Look, repairs and service are mighty 
important today because you can't buy 
new machines. You want good service 
promptly and we're more than willing to 
accommodate. But how about giving me 
some of your ribbon and carbon business?" 
Invariably she (or he) gets the idea that 
reciprocity pays. 

Here's the keynote of the whole plan. 
Sell them PEERLESS-IMPERIAL ribbons and 
carbons, because PEERLESS-IMPERIAL has 
the unbeatable combination that means 
profits to you. QUALITY without frills, 
sizes and specifications for every conceiv- 
able need and a friendly spirit of co- 
operation that enables you to compete suc- 
cessfully for the important big orders. 
Write to us today. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 409 Mulberry St., Newark, N. J. 


THE KEY MEN OF AMERICA .. . Manufacturers with the dealers’ viewpoint 


BRANCHES: DETROIT NEW YORK 
37 Linden St., River Rouge, Mich. 321 Broadway, New York City 179 W. Washington Street 828 S. Spring Street 


CHICAGO LOS ANGELES 
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For Our Country 





Industry Members Now Serving With the 
Armed Forces of the United States of 
America 


(Ed. Note.—Readers everywhere are invited to send 
to OFFICE APPLIANCES, for inclusion in this column, the 
name of any member of the industry who has entered 
the armed services of the United States). 


Elmer G. Rahe, assistant sales manager of The 
Globe-Wernicke Co., Cincinnati, is now Captain Rahe 
of the United States Army. Captain Rahe is com- 


~~, ¢ 
sae * 





mander of an anti-aircraft battery of the Coast 
Artillery and is at present stationed on an island in 
the Caribbean. He is one of many who have left the 
Globe-Wernicke offices and plant to enter the armed 
services of the United States. 


Charles Weitzman and Al Jarsman, both connected 
with the Springfield Office Supply Company, Spring- 
field, Mass., are doing their bit for the nation. They 
have been assigned respectively to the Coast Artillery 
at Hull, Mass., and the Supply Corps at Riverside, Calif. 


Malcolm Derry, of Derry, Inc., Brookline, Mass., has 
been commissioned a captain in the Army Air Corps, 
leaving Brookline on May 1 for duty. 


Elwood Geesaman, assistant buyer for the Morris 
Sanford Company, Cedar Rapids, Iowa, has left his 
job for the duration and is now with the 357th In- 
fantry anti-tank company, Camp Barkeley, Tex. 


Edward G. “Bud” Burgher, manager of the Hibbing, 
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If you are seeking new lines to supplement war 


cut producti f non-essentials write today for 
y 


details of Hano Lithographed Forms. 


Every "'offense’’ plant in your area uses forms . 
show them how to cut office routine with Hano 
Continuous or Sn 3p-a-part sets and add a satis 


fied repeat order customer to your present list. 


Production will win the war... but modern fac 
tories demand an intricate system of written form 
control. Use the free Hano design and Quota- 
tion service to help you get your share of this 
important form business. 


HM rite today for Dealer 







Proposal if you are located 


in a Midwestern, Southern, 





or Western Area 


PHILIP HAND COMPANY 


INCORPORATED 


HOLYOKE ,MASS. 
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SPECIAL ITEMS 
FOR THE 


WAR INDUSTRY 


Newly developed items of particular appeal to war 
factories provide the dealer with a vast potential 
market. Here are a few of the timely records for 
which there is a definite, immediate demand: 








BOND DEDUCTION RECORDS 


For concerns who have adopted the Treasury 
Plan of Pay Roll Deduction for purchase of 
War Bonds. Two forms available, one with 
purchase authorization, the other without. 








VISITOR AND TRUCK REGISTERS 
Necessary under the government regulations 
for War Contractors. These forms meet the 
requirements of Federal authorities. In use 
by hundreds of national concerns. 


STOCK AND INVENTORY CONTROL 
Now more than ever must a close check be 
kept on stock movement. A wide range of 
forms for price control, etc. Designed for 


use in Visible Record Books. 

SOCIAL SECURITY PAY ROLL RECORDS 
With ever increasing and shifting payrolls, 
our simplified, time saving forms are essential. 
The CESCO assortment is extensive and 
offers many new ideas and designs. 


SEND FOR COMPLETE CATALOG 


Acquaint yourself with the above and other fast sell- 
ing items available in the CESCO line. Exclusive 
agencies to established dealers. 





























The C-€- SHEPPARD CO. 


** 4407 21: Street,» LONG ISLAND CITY, N.Y-2« 
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Minn., branch of the Burgher-Williams Company, Vir- 
ginia, Minn., is doing squads right at the Great Lakes 
Naval Training Station. He is the son of William 
Burgher, president of the company. 

Albert Goldman, buyer for Thomas & Grayston, 


Minneapolis, has been called into the armed forces, 
but no details as to his assignment are available at 


this writing. 
John E. Fellowes, Bankers Box Company, is now 


serving in the United States Army for the duration. 
He holds the rank of lieutenant in the Ordnance divi- 





sion and is at present temporarily attached to the 
adjutant’s office of the Sixth Corp Area which is 
located in Chicago. 

= FE 
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J. H. (Jack) Hallam, formerly of Miami Stationers, 
Dayton, and his son, Don G. Hallam, form a father 
and son team which is serving its country at the 
present time. Jack Hallam is in the Hawaiian Islands, 
where he is connected with the Field Service divi- 
sion, Air Service Company, Procurement Section. 
Don Hallam is a sergeant with the Army Air Corps at 
Foster Field, Victoria, Tex. 

=: FE BR 

George McKee, wholesale representative of L. C. 
Smith & Corona Typewriters, Inc., was inducted into 
the Army on April 30. Mr. McKee, who covered a 
territory consisting of Ohio, Michigan and sections 
of Pennsylvania, maintained headquarters in Cleve- 
land and Detroit.—AK 

B. C. Stapleton, general manager of the Transyl- 
vania Printing Company, Lexington, Ky., is now a 
member of the United States Army, having been 
appointed a first lieutenant assigned to the Lexington 
Signal Depot. 


_—~<—>_e > 





G-F’S NEW CATALOGUE.—Cover of The General Fireproofing 

Company's new catalogue of filing supplies which was de- 

scribed in the May issue. Listed as the No. 419 the catalogue 

covers a complete line of filing supplies. Various pages and 

complete sections are done in individual colors to facilitate 
reference. 
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BOX FILES e 
Made in letter, legal and bill ’ x, 
sizes .. . choice of various : 
styles of indexing. Used in Pa 


nearly every office and for 
personal filing...inexpensive. 


* TABS HAVE THE 
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EVERYDAY FILES 
Needed in offices . . . fac- 
tory and home... several 
styles, indexed alphabetic- 
ally, days of month, etc. 
Available in standard and 
legal sizes. Speeds up filing. 





iS 0 N D S ANGULAR CELLULOID AGATE CARD 5 0 N D S 


TAB GUIDES INDEX TRAYS 
Easy tosee... easytofind... Made of heavy binders’ board 
* no stooping or bending to . . » wood bottom .. . steel * 
read indexing; inserts are re- follower ... 3x5"’, 4x6"', 5x8’, 
movable, changes madeeasily. 6x9” and check file sizes. 
Speeds up filing and finding. Practical and economical. 





EXPANDING ENVELOPES WOOD CARD INDEX CABINETS 
Five-piece construction, with tape. Made in two drawer units for 
Cloth of paper gussets .. . five 3x5"', 4x6" and 5x8” cards... 


non-binding follower. This ser- 
viceable wood cabinet has 
filing capacity of 13%4"’. Avail- 


sizes with 154° or.3)4" expansions. 














able in oak or imitation wal- 
nut and mahogany finishes. 


* 


The war demands speed and efficiency 
from industry and business. To help solve * 
the many problems of office routine, 
Globe-Wernicke will do everything pos- 
sible to provide urgently needed acces- 
sories that speed up war work for victory. 








Service 








“NEARLEATHER”’ 
EXPANDING FILE POCKETS 
Ideal for keeping bulky papers neat 
. . . two sizes with 144” or 3)4" ex- 
pansions .. . paper or cloth guaset. 








* 


Check your stock and order a reasonable 
supply of the inexpensive and indispen- 
sable Globe-Wernicke office accessories. 
They make work easier, save time and 
money. These ‘‘bread-and-butter”’ items 
are needed by almost every customer. 
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he 7°98" -W. H. GUNLOCKE CHAIR COMPANY 


he I 
WAYLAND, N.Y 







CHAIR 
No, 2265 


ls September, 1941, Gunlocke promised every dealer, large or small, equal 
consideration in all dealings. 

Since then no large order has gone to any one dealer at the expense of 
others. There have been no favors. 

Gunlocke prices to dealers have been maintained at the November level, 
in spite of steadily increasing costs of manufacture. 

While the situation has tightened considerably in the past nine months, 
we are continuing to keep that pledge of service, high quality, and reason- 
able prices, that we gave you in September. 

In adherence to these standards you, as well as we, find mutual assurance 
in the future of our businesses. 

Again we underline the closing phrase of that earlier pledge—**You can 
depend on Gunlocke.”’ 


.H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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GENERAL MAXIMUM PRICE REGULATION 
(Continued from page 12) 

In cases in which a seller did not deal in the same 
or similar commodities or services during March, 1942 
(for example, a person who took on a completely new 
line of goods during April), he must base his maximum 
price on the highest price charged during March by his 
most closely competitive seller of the same class. The 
seller here cannot use the prices of a more pretentious 
store in a better neighborhood, but must find a store as 
nearly like his own as possible. If the “competitive 
seller” does not have, item by item, the same brands 
and grades of goods, the seller seeking prices must 
apply the most nearly similar commodity standard as 
outlined above. 

Inevitably, there will be a small number of com- 
modities which a seller will be unable to price under 
any of the foregoing methods. These commodities 
usually will be wholly new and there may be no stand- 
ard of comparison with any existing article. In this 
case, a retail or wholesale seller will select the fastest 
moving comparable commodity of the same general 
classification; divide its maximum price by his current 
replacement cost and multiply the percentage result by 
the cost of the new article. The figure obtained will 
be the maximum price of the new article and must be 
reported to the nearest OPA field office within ten 
days. In other words, the retailer gets the same per- 
centage margin on his new item as he would get on 
the comparable fast-selling item if he had to buy that 
item now. 

Manufacturers seeking to price a new article must 
apply to OPA, giving full information, and then will 
be told how to calculate the maximum price. 


Administration 

In order to administer the universal ceiling, OPA 
has made extensive changes in its organization. A 
Retail Trade and Services Division has been estab- 
lished in the Washington office. This division will have 
responsibility for ironing out irregularities in the ceil- 
ing at the retail level and for working with retailers 
in the administration of the regulation. The present 
regional offices of the OPA situated in Boston, New 
York, Cleveland, Atlanta, Dallas, Chicago, Denver and 
San Francisco are being enlarged and a special staff 
has been stationed in all the regional offices to aid in 
organization for the new program. In addition, state 
and district offices are being opened to decentralize 
administration as widely as possible. The process of 
decentralization eventually will involve the establish- 
ment of local War Prices and Rationing Boards in each 
community. 

While on May 11 and 18, 1942, respectively, all whole- 
sale and retail sellers of commodities covered by the 
general regulation or by any other outstanding sched- 
ules or regulations of OPA were automatically licensed 
by the administrator, there was no physical evidence 
of the license issued. Nevertheless, the provisions of 
the price control law are applicable, which means that 
a licensee who violates the regulation may, after warn- 
ing by OPA, have his license suspended by court action. 

Sellers of services at retail do not become licensed 
until July 1, 1942, when the maximum price provisions 
of the order as applied to them go into effect. 

Penalties that the Emergency Price Control Act pro- 
vides for violations of the administrator’s regulations, 
orders, etc., include fines of not more than $5,000 or one 
year’s imprisonment, or both; civil suits for treble 
damages (these suits may not be brought until July 
31, 1942); and revocation of the seller’s license for not 
more than twelve months. All sellers are subject to 
the criminal penalties, but only those buyers who pur- 
chase OPA-reyulated commodities or services in the 
course of trade or business. 

The record-keeping requirements of the General 
Maximum Price Regulation as they apply to retailers 
are, briefly, as follows: 

1. Every store must preserve for examination by OPA 
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FEATURE THESE AICO PRODUCTS 
USED IN WAR PRODUCTION 
* 


TRANSPARENT CARD HOLDERS. Made of clear non- 
inflammable cellulose in 4 
styles, all sizes. For identifi- 
cation cards, passes, and 
many other uses. Printed 
identification cards (illustrat- 
ed) also available. Holders 
in special sizes made with or 
without printing on the cellu- 
lose. 











SHOP TICKET HOLD- 
ERS. Keep vital data, 
blue prints, etc., right with 
the job, safely protected, 
always visible. In 5 stand- 
ard sizes— special styles 
and sizes made to order. 


% Workers and factories busy 
in war production are buying 
more and more of these con- 
venient time and effort saving 
AICO products. Supply this 
growing market! Feature and 
sell these timely items. 


% WRITE NOW for Catalog 
Unit J giving complete de- 
tails and prices. 



















Aico-GRIP TABBING 
LOOSE LEAF INDEXES 
pESsK PADS and 
ACCESSORIES 
SHOP TICKET HOLDERS 





Manufactured and Guaranteed by 


G. J. AIGNER CO. 


503 S. JEFFERSON ST., CHICAGO, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 































io. 208 
Style and Comfort Combined 


Custom built leather chairs and davenports for 
executive office-club-lounge. Centrally located 
factory and salesroom in the heart of Chicago. 
Niemann quality is unsurpassed. Let us show 
you why. Write for brochure. 


Tiemann 


Sfotey o R en!) on ee 
aasacd a — 
eo aioe S omrmo ST. ,CMECAGO, 
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SAVE STEEL FOR GUNS 


4 i= conserve steel for 
war, Shaw-Walker, 
makers of the famous 
“Built Like a Skyscraper” 
steel files, is again build- 
ing wood files for letter 
and legal size papers. 





Theke files are the same 
as Shaw-Walker’s steel 
files in height, depth and 
color. They can be inter- 
membered with existing 


ne 
batteries of steel files co | 
eh 











without sacrificing uwuni- 
formity. 
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Users of Shaw-Walker 
Non-Metal files will con- 
tribute millions of pounds 


Cen 
His i I ] ; 
of steel to the nation’s } mm | 
] 











war effort. 


No priority is needed 
to buy this Shaw-Walker 
all-wood file. q 























ge SHAW-WALKER 


\ 
} 
| Muskegon, Michigan 











Mr. Dealer! 


Let the ( ol>— “CARBON GRIPPER” 
SELL CARBON PAPER FOR YOU 


A FLEXIBLE BACKING SHEET i oa, ge a | 


LIST PRICE 25¢ Notteneoupe 
% Holds assembled papers while 
being inserted 
*% Insures clean strong copies 


% Numbered margin shows lines 
remaining on sheet being typed 





*% Assures perfect alignment 


*% Produces many more legible 


carbon copies 


% Saves excess wear on both 


typewriter ribbon and platen 


Your customers will ask for 

Codo carbon papers when 

they learn that a “CARBON 

GRIPPER” is included 

FREE with each box of Write for Details of 

this and other Codo 
Dealer Helps. 


C. ( MANUFACTURING CORP. 
O 


509 South Franklin St., 270 Lafayette St., 
Chicago New York 


Factory: Coraopolis, Pa. 


Super-Kote or Keen-Rite. 
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all existing records relating to the prices charged in 
March 1942, and must continue to keep the same kind 
of records relating to prices charged after May 18. 

2. Every retailer must complete by July 1, 1942, on 
the basis of any records he has or any other informa- 
tion, a statement showing— 

(a) The highest price at which he delivered or 
offered to deliver during March 1942 every item sub- 
ject to the regulation; and 

(b) The customary discounts, allowances or price dif- 
ferentials to different purchasers or classes of pur- 
chasers. 

This statement must be kept in the store and made 
available for examination by any person during ordi- 
nary business hours. There is no special form required, 
so long as it is perfectly clear what the maximum price 
is for each particular article. Mr. Henderson pointed 
out that many misunderstandings would be avoided if 
retailers had this record ready for their customers to 
look at as soon as possible, instead of waiting until 
July 1. 

3. Every retailer must be prepared to show how he 
arrived at his maximum prices for goods that were 
sold in March as well as for all goods that are sold for 
the first time after May 18. 

4. Every retailer must file with his nearest War 
Price and Rationing Board by July 1 a statement of 
his ceiling prices for all cost-of-living commodities. 
Preferably this should be typewritten, but a carefully 
written statement in ink is acceptable. Each cost-of- 
living commodity must be listed and the maximum 
price shown, and the item must be sufficiently described 
so that the merchandise can be identified in the store. 
This statement alsc must have on it the retailer’s cus- 
tomary discounts and allowances and price differen- 
tials during March. 

5. On the first day of each month after July 1 the 
retailer must file with his War Price and Rationing 
Board a statement of maximum prices for any cost-of- 
living articles newly offered for sale during the previ- 
ous month in the same form as he prepared his orig- 
inal statement. 

Sales Slips 


The regulation requires any retailer who has custom- 
arily given sales slips or receipts to continue to do so. 
However, any retailer, regardless of his previous cus- 
tom, is required upon request from a purchaser to give 
a receipt showing the date, name and address of the 
store, name of each article and the price reecived for it. 

Regarding this requirement, Mr. Henderson asked 
the public to appreciate the burden that would be 
imposed upon retail stores if every customer, or even 
a substantial number of customers, demanded sales 
slips where none had been customary before. The 
primary purpose of the sales slip provision, he said, 
is to give a buyer direct evidence of the price paid in 
cases where there is definite reason to believe that the 
store is over-charging. Except for these cases, he added, 
it is hoped that shoppers will forbear from demanding 
sales slips in stores that are not well equipped to han- 
dle the demand. 


Applications for Price Adjustments 


Procedure by which retailers in exceptional circum- 
stances may apply for adjustment of an abnormally 
low maximum price under the provisions of the Gen- 
eral Maximum Price Regulation was announced May 
14 by Mr. Henderson. 

The administrator emphasized that the machinery— 
outlined in Temporary Procedural Regulation No. 2— 
is not intended for widespread use. “Merchants whose 
margins are lowered or even eliminated on an article 
or a group of articles not making up a substantial 
portion of their total volume must consider it their 
duty to absorb the difference or to seek relief from 
their suppliers,” Mr. Henderson said. “There will be 
many cases where the burden can be spread over more 
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A Complete Nation-Wide 
Figure Service 






Monroe 
Adding-Calculator 







Monroe 
Adding-Listing 
Machine 





Monroe 
Bookkeeping Machine 


Business has come to depend on Monroe for 
every type of business figuring—on Monroe 
Adding-Calculators to get the basic figures, 
on Monroe Adding-Listing Machines for 
proof and form work, and on Monroe Book- 
keepers to speed up and simplify the keep- 
ing of accounts and business controls. 
Back of every Monroe machine is a 
service organization of Monroe owned 
branches in over 150 cities in the United 
States. Wherever you may be, Monroe as- 
sumes the responsibility of keeping your 
Monroe machines constantly at work pro- 
ducing speedy accurate figures. Call the 
nearest Monroe branch or write us for infor- 


mation about the complete Monroe line. 


Monroe Calculating Machine Company, Inc., Orange, N. J. 


MONROE 





MACHINES FOR CALCULATING, ADDING, BOOKKEEPING, CHECKWRITING 





a 





: 
: 





106 





OFFICE APPLIANCES 


Sales opportunities for June 1942 
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am are more sales opportunities awaiting the 
office supply dealer today than ever before—and 
that’s in spite of the elimination of steel. 

Where are they? In the purchasing, production, 
shipping and file departments of every defense in- 
dustry and manufacturer of essentials in your dis- 
trict. The tremendous change in methods of doing 
business in a war economy, plus the absorption of 
thousands of inexperienced people into business 
offices, has created great problems of record keeping, 
record filing, and record finding. These problems can 
only be solved by installing new indexing systems or 
expanding and revising old ones to meet current needs. 

Here’s a market that needs your services now. It 
is a service you can best render through the installa- 
tion of efficient ““Y and E” Filing Systems and Sup- 
plies. Write for complete information on this famous 
line designed for use in time of war as well as peace. 
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HELP AMERICA’S WAR 
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PROGRAM WITH SYSTEMS 








THESE “Y AND E” SUPPLIES WILL HELP YOU 
INCREASE YOUR SALES VOLUME 





DIRECT NAME SYSTEMS-—for alphabetic, subject, geographic and 
numeric filing. 

VERTICAL GUIDES—letter, legal, bill and check sizes, blank and 
printed, with plain, reinforced celluloid, and metal tabs. 
CARD GUIDES —5 x 3, 6 x 4, and 8 x 5 sizes, blank and printed, with 

plain, reinforced celluloid, and metal tabs. 
CARDS—blank, ruled, and printed forms. 
FILING FOLDERS—all standard sizes having various tab cuts. 
YAWMANOTE—red rope pockets, envelopes and folders for heavy 
duty use. 
FILING ACCESSORIES—folder labels, out slips, and cross reference 


sheets. 





YAWMAN AND ERBE MFG. CO. 


1099 JAY STREET © ROCHESTER, N. Y. 


Send for this helpful educational material 


Enroll today in the “Y and E” Educational 
course which explains the construction and use 
of all items in the “Y and E”’ Supplies Line. Send 
for a copy of the new Filing Systems and Supplies 
Catalog No. 3702 which contains extensive infor- 
mation on indexing and file control. Study this 
material thoroughly—learn the uses and adapta- 
tions of “Y and E”’ filing systems and supplies 





4) i e ye > » > » mncrease . a . ‘ 
) ~ v oe n be bette r prepared to increase your A complete course in filing sys- Catalog, illustrated pricelistand | Consumer educational material 
sales volume and profit Ss. tems and supplies for your sales- _ filing system demonstrator. educates and assists manage- 

ment and file super visors. 


men and store clerks. 
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profitable lines; while in others the situation will prove 
only temporary. 

“The price control order is a war measure, and such 
sacrifices as it requires of retailers must be taken in 
the light of sacrifices for the country’s welfare. There 
is no more ‘business as usual,’ nor will there be until 
we win the war. 

“We do not expect applications for relief except in 
the most unusual circumstances.” 

The new regulation expires August 1, 1942, at which 
time it will be replaced by a permanent procedural 
regulation. 

The new regulation states: 

“Any seller at retail who finds that the maximum 
price of a commodity or service established for him 
under the provisions of the General Maximum Price 


Regulation is abnormally low in relation to the maxi- | 


mum prices of the same or similar commodities or serv- 
ices established for other sellers at retail, and that 
abnormality subjects him to substantial hardship, 
may apply for adjustment of that maximum price in 
the manner set forth below. 

“In establishing that his maximum prices are abnor- 


mally low, an applicant shall, so far as possible, pro- | 


duce evidence showing to what extent his maximum 
prices on the particular commodities or services are 
unusually low as compared with prices established for 
other retail sellers of the same or similar commodities 
or services. In any event, he shall produce evidence 
showing to what extent the maximum price estab- 
lished for his store or service establishment is un- 
usually low as compared with the price customarily 
charged by his store or service establishment. 

“In establishing substantial hardship the applicant 
shall produce evidence showing the loss suffered on 


the particular commodity or service as a result of the | 
effect of such | 


maximum prices established, and the 
luss on his overall operations.” 

The temporary regulation distinguishes 
various classes of application for relief. 


between | 


In case of an application for adjustment in prices | 


of single items, in one store, or in a group of stores 
under common ownership, the retailer should use Form 
OPA-T-1 for each item. This form requires the pre- 
sentation of all pertinent facts concerning the store 
itself, its ownership, the type of service rendered, and 
monthly dollar sales volume; a detailed description of 
the commodity for which a price adjustment is sought, 
and the monthly dollar sales volume of the item; and 
information on the maximum price, net cost, and re- 
placement cost. A separate part of the form asks for 
the prices charged for the same item by the five most 
closely competitive sellers. 


New Form Coming 


A separate form is being developed for applications 
for adjustment of maximum prices for services. This 
form will be prescribed by OPA prior to July 1, 1942, 
when the general ceiling becomes applicable to serv- 
ices sold at retail. 

Where the price abnormality complained of applies 
to most of the articles sold by a particular store, or a 
number of stores under common ownership, a single 
application may be filed for the entire group of stores. 
In this case, Form OPA-T-1 need not be used, but the 
retailer must outline in detail the nature and cause 
of the abnormality, the extent of the hardship claimed, 
and the precise relief requested. This procedure also 
can be followed by anyone complaining of hardship 
with regard to maximum prices charged for services. 

An original and one copy of an application for ad- 


justment must be filed with the appropriate regional | 


office of the OPA. However, where a single application 
relates to stores of the applicant in more than one 
region, the original and copy must be filed with the 
Retail Trade and Services Division of the OPA in 
Washington, D. C. 

On receipt of the application for adjustment, the 
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Newly Designed 


GLASS 
DESK PADS 


Constructed of non-critical materials, so you need no prior- 
ities to order or sell these Glass Desk Pads. 






Made in Green, 


Brown or Maroon 


Made of LYNO Board with a 34” frame of LYNO Board 
all around. Smoothly rounded corners and edges. Con- 
venient lifting arrangement that allows glass to be raised and 
papers changed. Back covered with felt. 


Overall size 1934” x 2434” (Glass size 18” x 24”) 
Available with Ve” or %4” glass 
at $3.50 and $5.00 list. 


Geo. E. Fox & Company 


Office Specialty Manufacturers Since 19117 
412-420 ORLEANS ST., CHICAGO, ILL. 














IT TAKES 


ALL KINDS 


WIN A WAR 


CO Makers of 

CELLUGRAF SIGNALS 
NU-VISE SIGNALS MAPTACKS 
NU-VIZ SIGNALS VISE CLIPS 


GEORGE B. GRAFF COMPANY 
64 Washburn Ave., Cambridge, Mass. 
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CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 





can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “” STATIONERS 


Complete detail 


ALLEN & COMPANY 
DErT. = 
11-18-15 Vandewater St., 
New York, N. Y. 








2 
on req 
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Window 
Ives-ease- 
Visibility 
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Py) 
AUTOMATIC COIN WRAPPERS 


war » P . 
Stationers! It’s your Line. Exclusively! 
Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
Pirate your customers and cash in on your missionary work 











Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller's Moisteners 
Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 


Coin Wrappers 
Bill een” 
Coin Bags 
Currency Bags 
Draw String Bags 
Metal Clasp Bags 
Night Depository Bags Sorting Trays 
Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 








HANNIBAL, MO. 


THE C. L. DOWNEY CO. 
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regional office, or a state or district office, under direc- 
tion of the regional office, will investigate the facts. 
In some instances, conferences will be held on the 
issue, and filing of affidavits will be asked. 

The regional office, after completing its investiga- 
tion, may grant in whole or in part, or deny the ap- 
plication, giving its reasons. In cases of unusual diffi- 
culty or importance, the regional office will refer the 
application for decision to the administrator in Wash- 
ington. 

An applicant whose application has been denied in 
whole or in part by the regional office, may, within 
fifteen days after the date on which the denial was 
mailed to him, file with the regional office a request 
for review by the administrator. Requests for review 
must be filed on Form OPA-T-2. This form may be 
obtained from any field office of the Office of Price 
Administration. 

After due consideration, the administrator will grant 
in whole or in part, or deny the application for adjust- 
ment, giving his reasons. An applicant whose appli- 
cation is denied by the administrator, may within 
sixty days file a protest against the order, in accord- 
ance with provisions of Procedural Regulation No. 1. 

A list of regional offices with which applications 
may be filed and states under jurisdiction of each, 
follows: 

Region 1. Boston Regional Office, 
Maine, New Hampshire, Vermont, 
Rhode Island, and Connecticut. 

Region 2. New York Regional Office, 350 Fifth Ave., 
New York, New Jersey, Pennsylvania, Delaware, Mary- 
land, and District of Columbia. 

Region 3. Cleveland Regional Office, 363 Union Com- 
merce Building, Ohio, Michigan, Indiana, Kentucky, 
and West Virginia. 

Region 4. Atlanta Regional Office, Candler Build- 
ing, Peachtree St., Georgia, Alabama, Mississippi, Flor- 
ida, Tennessee, North Carolina, South Carolina, and 
Virginia. 

Region 5. Dallas Regional Office, Fidelity Union 
Building, Texas, Oklahoma, Louisiana, Missouri, Ar- 
kansas, and Kansas. 

Region 6. Chicago Regional Office, 2301 Civic Opera 
Building, 20 North Wacker Drive, Illinois, Wisconsin, 
Iowa, Minnesota, North Dakota, South Dakota, and 
Nebraska. 

Region 7. Denver Regional Office, 334 U. S. National 
Bank Building, Colorado, New Mexico, Utah, Idaho, 
Montana, and Wyoming. 

Region 8. San Francisco Regional Office, 1355 Mar- 
ket St., California, Nevada, Arizona, Oregon, and Wash- 
ington. 

Territorial Office and Territories Covered: 

Region 9. Territorial Office, Office of Price Admin- 
istration, Washington, D. C., Alaska, Puerto Rico, Vir- 
gin Islands, Canal Zone, Hawaii, and Philippine Is- 


lands. 


17 Court St., 
Massachusetts, 


. a 3 
BURNS SALES MANAGER OF DUPLICO 
The Duplico Manufacturing Company, makers of 
typewriter ribbons, carbons and stencils, which re- 
cently celebrated its thirty-fifth anniversary, has an- 
nounced the appointment of Benjamin Burns as sales 
manager. The firm is located in New Brunswick, N. J. 
Coincident with his appointment Mr. Burns, who has 
had more than twelve years’ experience in the retail 
and wholesale divisions of the carbon and ribbon busi- 
ness, reported he will shortly begin plans for the 
formation of a nation-wide sales organization. 
_~<—- 
SERPICO MOVES TO LARGER QUARTERS 
Serpico’s Office Equipment, office machine and sup- 
ply firm of Red Bank, N. J., has recently moved to 
larger quarters at 105 Monmouth street. The com- 
pany is extremely busy on contracts at Fort Mon- 
mouth and Fort Hancock. The company is owned and 
operated by Joseph R. Serpico. 






































CHECK THESE 
FEATURES 


PORTABLE 
Enclosed cylinder. 


Automatic inking. 


Front dial-controlled 


paper stop. 
Automatic feed. 


Instantly inter- 
changeable cylinder. 


Dial-controlled 
paper guides. 


Automatic roller 
release. 


Completely 
enclosed. 


The new STYLE lives up to its name in appearance, performance and 
results. It's the stencil duplicator that modern business needs today .. . 
every business. It's the duplicator that every business can buy today, 
because it is priced and styled to meet every office requirement. Let our 
representative show you what automatic duplicating means when you 
DIAL with STYLE. 

and 


STYLE DUPLICATOR SUPPLIES are now ready. See this complete line of Stencils, 
Inks, Styli, Lettering and Drawing Guides, and everything else for fine duplicating 


work. 

DEALERS 
Don't be "out of Style.'' Write at once for full information and prices on the new, 
improved STYLE Duplicator . . . priced to sell. 


THE POLYCHROME CORP., 84 University Place, New York, N. Y. 
sssoeeeeereerteeereeeeen alia eid ee 
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——K 
BALANCED ACTION 
CK) CHAIR IRONS CK) 


A COMPLETE LINE 


OFFICE—STOOL AND TYPEWRITER IRONS. 
EQUIPPED WITH RUBBER CUSHIONS OR STEEL 
SPRINGS, C-K PRODUCTS ARE OF HIGHEST 
QUALITY, SERVICEABLE AND WELL BUILT 
CATALOG ON REQUEST 





OVER TWENTY YEARS EXPERIENCE IN BUILDING CHAIR IRONS 


COLLIER-KEYWORTH COMPANY 


GARDNER, MASSACHUSETTS, U. a A. 















417—60” Full adaniaed Oak 


3 i “FAR PENNS WHO _ MAXIMUM DEK eo 7 


j* 7 
3, STurdily 
Cc 


* 
' HN) The Office Fu snes Wanton i. en.itt, oowe 

, A 573 Bro Pai New York, N. Y. 6708 Glenwood Ave., Chicago, III. 1876. 194 
Our 67th 
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DEALERS! 


Reluctantly we admit that we must relin- 
quish our activities in reference to steel 


OFFICE furniture, for the time being. 


Confine your efforts to securing 
business from Defense Plants and 
Government Agencies that will fur- 
nish you with Valid Priorities to 
cover the orders. 

We manufacture a great many 
items of steel furniture that are not 
used in offices but are built specifi- 
cally for factory use; and Office Fur- 
niture Dealers are selling them 
a-plenty. 








A recent Govern- 
ment order. M-126. 
restricts shipments of 


1744 Hastings Street 











UHL STEEL 


Furniture 











steel furniture after August 3rd, so 
you must act quickly. The time is 
limited. 


Take advantage of this opportunity 
to cash in while the demand is at its 
peak. This hurry up appeal is not an 
attempt to put on the “rush act” but 


the time limit IS AN ACTUAL FACT. 

Do not delay sending us your ord- 
ers as soon as possible; we can make 
prompt shipments. 


The Toledo Metal Furniture Company 


Toledo, Ohio 














ONSERVE-COOPERATE 


With Typewriter Ribbons and Carbon Papers so urgently needed 
in the War Industries, obviously the supply for lay users must 
dwindle as our National Program develops. Spare no effort, there- 
fore, to help your customers get the utmost wear and service from 
their Ribbons and Carbons . . . your most effective means of hold- 
ing good will in an admittedly trying period. 


IMPORTANT .. . Obtain and extend complete Preference Rating information 
when available. 














CHICAGO 





Mirtac « Votucer, Inc. 


PARK RIDGE 


These convenient branches to serve you faster and better 
BOSTON ST. LOUIS 


° NEW JERSEY 
KANSAS CITY LOS ANGELES 
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SAN FRANCISCO 
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Offices, Peoples Federal Savings & Loan Association, Peoria Furniture was designed and built of selected walnut 


Planned and Installed by the Business Equipment Company by craftsmen of the Leopold Co., Burlington, lowa 





“The Complete Line’ 
IS MORE IMPORTANT THAN EVER 








With a growing number of products on your “can’t sell” list, carbon paper, 
inked ribbons move right up front as immediate sales and profit makers. 
There’s a specific ribbon, carbon paper or carbon roll for every application 
right in the one line—the Storms’ line. 


You sell more to each customer when you prescribe the right Storms’ 
products for the job at hand. Get to know “The Complete Line” 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, Cameo, 
American, Reliance, Carbons-Storms Pen and Pencil Carbons 
in all weights and finishes. CARBON ROLLS: Tailor’s 
Marking, Photo Offset, Billing Rolls for Elliott Fisher Ma- 
chines, Billing Rolls for Burroughs Posting Machines, Regis- 
ter Rolls, Tally Rolls, Teletype Carbonized Rolls, Rolls for 
Elliott-Addressing Machines, Special Rolls. INKED RIB- 
BONS: Stormtex, Cameo, American Reliance, Ribbons for 
Addressograph Multigraph, Speedaumat, etc. 














H. M. STORMS CO. 


561 GRAND AVENUE, BROOKLYN, N. Y. 
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Office Appliances 
INFORMATION SERVICE 
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UNDER THE EMERGENCY 





(Continued from page 29) 


directly from any dealer, the Office of Price Admin- 
istration announced on May 7 in a classification of 
typewriter rationing regulations. 

Under the rationing order, new and used typewriters 
cannot be purchased outright except through ration- 
ing certificates. It was pointed out, however, that a 
supply of machines is available for unrestricted rental, 
subject only to the right of OPA to recapture rented 
machines should defense needs later require such a 
move. 


The announcement was made to clear up misunder- | : : : - 
| handling increased volume easier and quicker with Acme 


standings which have developed since general type- 
writer rationing went into effect on April 20. 


ADVISORY COMMITTEE FOR CONTINUOUS FORM 
AND AUTOGRAPHIC REGISTER INDUSTRY 


The formation of nine industry advisory committees 
during the week beginning May 11 was announced 
May 18 by T. Spencer Shore, Chief of the Bureau of 
Industry Advisory Committees. Among them was one 
for the continuous form, autographic register and 
salesbook field. E. W. Palmer, assistant chief, printing 
and publishing branch of the War Production Board, 
is the government presiding officer. Members are: 
W. R. Barker, United Autographic Register Co., Chi- 
cago, Ill.; R. J. Blauner, American Lithofold Corp., 
St. Louis, Mo.; Carl W. Brenn, Autographic Register 
Co., Hoboken, N. J.; W. A. Daley, W. S. Gilkey Printing 
Co., Cleveland, Ohio; R. S. Daugherty, The Shelby 
Sales Book Co., Shelby, Ohio; Clark Dunlap, Stephen 
Greene Co., Philadelphia, Penn.; R. D. Hopkin, Gil- 
man-Fanfold Corp., Niagara Falls, N. Y.; Talbot T. 
Speer, Baltimore Sales Book Co., Baltimore, Md.; 
Clarence L. Johnston, Sunset McKee Sales Book Co., 
Oakland, Cal.; W. N. McLeod, American Sales Book 
Co., Niagara Falls, N. Y.; Fred Merrick, The Gilmanton 
Salesbook Co., Cleveland, Ohio; Lawrence Rauh, The 
Egry Register Co., Dayton, Ohio; R. L. Robinson, The 
Nat’l Carbon Coated Paper Co., Sturgis, Mich.; William 
N. Ryan, American Register Co., So. Boston, Mass.; 
M. A. Spayd, The Standard Register Co., Dayton, Ohio. 


o 
SERVICES BRANCH SUPERVISES OFFICE 
MACHINERY INDUSTRY 

Organization of a Services Branch within the Divi- 
sion of Industry Operations to act as a clearing house 
for problems confronting the more than 2,900,060 
service institutions in the country was announced 
May 3 by John R. Kimberly, assistant chief of the 
Bureau of Industry Branches. 

The branch is headed by Nathaniel G. Burleigh, who 
was chief of the former Service and Distribution, 
Office and Service Machinery Branch and who is a 
veteran member of the WPB organization. The assist- 
ant chief is O. G. Sawyer, of Durham, N. C., formerly 
supervisor of purchases for Duke university and Duke 
hospital. 

In addition to serving as the focal point to which all 
institutions classified as service institutions can bring 
their problems, the branch has supervision of the 
machinery industry and the services machinery indus- 
dustry, including all types of office machinery. 

Mr. Burleigh announced establishment of eight sec- 
tions within the branch, the first two dealing with 
machinery and the remaining six concerned with 
The chief of the 


services to all service institutions. 
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ALL RECORDS 
ARE /NSTANTLY 
AVAILABLE 


Delays are out—as the unheard of demand on American 
industry makes it necessary to speed up—NOW. Scores of, 
businesses, manufacturers and Government departments are 


Visible Records—because they have available at all times 
up-to-the-minute accurate data that saves precious time and 
enables them to keep pace with skyrocketing requirements. 

Acme Visible Equipment is applicable to every kind of 

record and, when applied, multiplies the value of the record 

and, in addition, effects a substantial savings in clerical time, 


Ask for your FREE copy of illustrated folder, ‘ACME TIME SAVING VISIBLE RECORD SYSTEMS” 


ACME VISIBLE RECORDS. INC. 


"3122 S. MICHIGAN AVENUE, CHICAGO, ILLINOIS 








For War Work 


* ST. JOHNS wood office tables are serving the army, 
navy, draftboards and countless other agencies and 
industries ac‘ively engaged in war work. 


* Because of their sturdy construction, quality finish 
and simplicity of design, the ST. JOHNS office tables 
are adaptable to all lines of endeavor. 


* Write today for the new ST. JOHNS catalog showing 
this and the other distinctive wood tables in the 
ST. JOHNS Line. 


BUY WAR BONDS 
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No. 24 Table Description: 


% Selected Northern Oak in 
Office Golden or School Brown 
Finish. Top is 7” thick, Legs 
2\4” square. 





Sizes: 
27 x 48 inches 
27 x 60 inches 
30 x 72 inches 


% Also available in Northern 
Michigan Hard Maple as No. 
25 table finished Walnut, Ma- 
hogany or School Brown. 


St. Johns Table Company 


CADILLAC, MICHIGAN 


New York Office, Denton Bidg., Mineola, New York 
Chicago Office, 666 Lake Shore Drive, Chicago 
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‘“‘National’’ Cases 


Mean 
Profit and 
Satisfaction 
on Back-to- 
School 


Business 





Now is the time for 
all forward-looking dealers 
to get set for their school 
supply business for the fall season. 
“National” brief cases, envelopes and ring binders are proved profit- 
makers, backed by years of experience in 
knowing just what your customers need and 
want to buy. The “National” line assures you 
of advanced style, the finest leathers—and 
popular prices. If you want to be sure of 
ros school supplies better get your order in 
early. 


National Brief Case Mfg. Co. 
512 S. Peoria St., Chicago, Ill. 
10 E. 34th St., New York 

1709 W. 8th St., Los Angeles 
















The TRI-DUTY MANO-MACHINE 


for CUTTING, PUNCHING, PERFORATING, 
SCORING and RULING 


CUTS 30 sheets of paper in one operation; also cuts Card- 
board, Canvas, Cloth, Textile, Leather, Oilcloth, Acetate and 
many other soft materials, 
quick, easy and accurate. 

RULING device for Rap- 
idly Ruling, Accounting forms, 
statements; Tables, Charts, 
Panels, etc., with Pen, Pencil 
or colors. No drawingboard, 
T-square or experience re- 
quired. 

PAPER PUNCH that is 
quickly changed from a 3/16” 
to a '/44” or 5/16” hole, with 
a wide platform for conveni- 
ently shifting large size forms. 

PERFORATOR, slot holes, 
that is rapidly and easily op- 
erated. 

SCORER for scoring card- 
board and making corrugated 
cartons. 

The Tri-Duty Mano-Machine with the 4 corners of any double 
edge razor blade, new or used, cuts about 9,500 sheets of 
any paper equal in weight to 16 |b. writing, before it needs 
changing. 

The Tri-Duty Mano-Machine has no iron lever or heavy iron 
knife to lift or grind; and needs no power to operate. 

The Tri-Duty Mano-Machine is a labor saving and money 
saving investment wherever installed, office or factory. 





Patent Pending 


Write for full details and prices 


AMERICAN ENGINEERED PRODUCTS CO. 
Phone CHelsea 3-9476 Wi od yoRK N.Y. 
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office machinery section is Arthur Sanders, of Dothan, 
Ala., who has spent six years serving with the con- 
troller of the currency and who has been engaged in 
WPB liaison work between the Army and Navy and 
various war agencies. 


DEALERS PERMITTED TO RETURN NEW 
MACHINES TO MANUFACTURERS 


On May 8, the War Production Board modified its 
restrictions on distribution of various types of new 
office machinery to enable wholesalers, distributors, 
retailers and other dealers to return new equipment 
to manufacturers willing to accept it. 

The action, embodied in Amendment No. 2 to Lim- 
itation Order L-54-b, is intended to ease financial 
burdens falling upon dealers as the result of restric- 
tions in the original order, which prohibited sales, 
rentals and deliveries of new office machinery except 
to fill orders rated A-9 or higher on Preference Rating 
Certificate PD-1A or PD-3A. 

Under the terms of the amendment, wholesalers, 


| distributors, retailers and other dealers, who have 


found it difficult to dispose of stocks on hand, are 
free to return new equipment to a manufacturer if he 
is willing to accept it. The manufacturer, in turn, is 
authorized to accept such deliveries. 


o 


TYPEWRITER SALES NOT ON A QUOTA BASIS 

No quota restrictions have been placed on local 
boards in issuing certificates to buy new and used 
typewriters, the Office of Price Administration has 
informed its field rationing authorities. 

In a letter sent out April 30 to all state rationing 
administrators, John E. Hamm, senior deputy admin- 
istrator of the OPA, pointed out that typewriters 
should be made immediately available to eligibles who 
can establish their need for the machines. 

“There has been a tendency to confuse the pro- 
cedure for typewriter rationing with that for ration- 
ing tires and automobiles where a quota system is 
used,” Mr. Hamm said. 

Typewriter rationing is not being conducted on a 
quota basis, it was pointed out, because the wide exten- 
sion of the war effort has created heavy demands for 
machines in areas where the demand is normally low. 
Under the regulations, dealers and wholesalers are 
permitted to sell freely to each other in order to move 
machines quickly from surplus to scarcity areas. 


o 


PRINCIPLES OF COSTING UNDER GOVERN- 
MENT CONTRACTS 

A handbook which explains principles for determin- 
ing costs under government contracts has just been 
prepared by the accounting advisory branch of the 
War Production Board. 

For some time costs under government contracts 
have been based on a decision of the treasury orig- 
inally issued to carry out the profit limitation pro- 
visions of the former Vinson-Trammell act. This de- 
cision is known as TD 5000 and has been regarded by 
government departments as the most satisfactory 
existing definition of costs. The booklet just issued 
is not a revision or an interpretation of TD 5000 but 
explains in simple and complete terms the principles 
of costs as covered by TD 5000. 

The booklet was prepared under the direction of 
Eric A. Camman, chief, and Maurice E. Peloubet, 
assistant chief of the accounting advisory branch of 
the WPB. Copies can be obtained from the Super- 
intendent of Documents, Government Printing Office, 
Washington, D. C., at ten cents each. 


© 
MANUFACTURE OF PENCILS 

The War Production Board on May 2 prohibited the 
use of any metal, except limited amounts of iron or 
steel, in the manufacture of pencils. The order 
(L-113) also restricts the use of pigments and other 
materials for finishing pencils. Graphite, of which 
pencil leads are made, is not classed as a metal within 
the meaning of the order, and supplies are ample for 
this purpose. A manufacturer of pencils may use iron 
or steel for ferrules only to the extent of the number 
of rubber erasers he has on hand. 

A manufacturer may not sell or deliver any metal 
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3-PLY FOLLOWER BLOCK WOOD TORQUE PLATE 5-PLY TOP 
P 1D EK R LE S Res 
: : STEEL DRAWER SIDES 
W QO OD 5-PLY DRAWER FRONT 
3-PLY INSIDE 
FILING CASES 


DRAWER HEAD 
Available in four drawer Letter and 















Legal width. 


Thev match in all dimensions our  ®ONZEFINISH 
, METAL HARDWARE 


3-PLY DRAWER BOTTOM 
STEEL SUSPENSIONS 


CROSS SUPPORT 


regular line of steel files. 


A smooth running, efficient file which 
CROSS PIECE 


will give years of perfect service. 
STEEL TRACK HOUSING 


GLUE BLOCK 





Write for Catalog 





MAR-PROOF GLIDERS 


PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH & HASBROOK STREETS, PHILADELPHIA, PENNA. 














Fhe 
Production Army 


is steadily climbing in its War Production 
for the Army. 


With a record to be proud of! 


able to take care of most of your Leather 
Goods requirements too! 


(We do however urge conservative coverage of 
your needs for the balance of 1942.) 


STEIN BROS. MFG. CO. 


231 S. GREEN ST CHICAGO, ILL. 
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66x36" — Smart 
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THE VITAL BUSINESS OF A NATION 
FLOWS ACROSS THESE DESKS! 


Y 


America’s industry is geared to War. 
That means important decisions 
more critical demands on industry. 


Plans for the future . . . programs 
for today are created by executives 
working day and night at their 


desks. 


Indiana Desks are serving war in- 
dustry from coast to coast—in great 
numbers—sharing in their own way, 
the responsibilities of the hour. 





Design, Quality Materials, 
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JASPER 








Offer this 


Welcome 








No. 
2002 
New 
Indiana 
Chair 
Co. 


War conditions require higher efficiency, 
greater concentration of effort — longer 
hours. It isn’t always easy to present 
a calm serenity to important visitors. 

A New Indiana Chair Co. comfortably upholstered, well con- 
structed chair such as this one, adds a note of gracious living, 
restores and refreshes the occupant. See our catalog for other 
stimulating designs. 


NEW INDIANA CHAIR CO., Jasper, Indiana 
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INDIANA 
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‘ . EASON” . 
. No “CLOSED $ a‘ 
; PRECISE | * 
a on . 
x Paper Trimmers! * 
fe * 
*” * 
ve * 
* * 
* * 
* * 
+ * 
* * 
* Spring, Summer, Fall or Winter, it’s all the same as far * 
as sales for Precise Trimmers are concerned. 

* It's easy to demonstrate the outstanding, patented and * 
* exclusive features in this quality product. Furthermore, * 
there's a size for every use from 6/2 to 242” ata 
* price your customers expect to pay. x 
* Send for complete information today! * 


AMERICAN Puoto LaporaAToRES, INC. 


28 N. Loomis St. Chicago, Ill. 
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in his inventory, except iron or steel which has been 
made up into ferrules in accordance with the terms 
of the order, unless he delivers it to another manu- 
facturer for a permitted purpose, or sells it on order 
bearing an A-2 or higher preference rating, or to a 
government agency such as the Defense Supplies 
Corporation. 

A manufacturer may not use more finishing mate- 
rials, containing cellulose derivatives, synthetic resins 
and plasticizers than one gallon per 100 gross of 
pencils. Furthermore, he may not add any pigment 
to any finishing material, except carbon black, lamp 
black, boneblack, white, domestic earth colors and 
ultra-marine blue. 

i 


FORM PD-25X DISCONTINUED 


Because standard applications under the Production 
Requirements Plan were simplified by new instruc- 
tions issued early in May, use of the special PD-25X 
application blank for firms with an annual business 
of less than $100,000 a year was discontinued on May 
23, according to Director of Industry Operations J. S. 
Knowlson. 

The PD-25X application, known as the Modified 
Production Requirements Plan, was designed to reduce 
the paper work required from small manufacturers 
applying for priority assistance under PRP. 

The new instructions for filling out the regular 
PD-25A application permit applicants to leave a con- 
siderable number of the columns blank, and thus re- 
duce the amount of information required. A further 


simplification of Form PD-25A is being studied, and | 


may be put into effect for subsequent quarters. 

The use of the special form PD-25X is therefore no 
longer considered necessary, and no new PD-25X 
applications will be accepted. Preference ratings which 
have been assigned on that form may continue to be 
used until the end of the current calendar quarter. 
Applicants who have used Form PD-25X in the past 
should now apply on Form PD-25A, as simplified. 

Requiring all PRP applications to be submitted on 
the same form will assist the Production Requirements 
Branch to correlate the information about the mate- 
rials requirements of American industry which is 
obtained from the applications, and will also expedite 
processing of applications. 


o 


MAXIMUM EXPORT PRICES ESTABLISHED 

Maximum prices over all commodities and products 
sold for export were established April 26 by Price 
Administrator Leon Henderson. 

The new order—titled “Maximum Export Price Reg- 
ulation”—became effective Thursday, April 30. It was 
formulated by OPA in codperation with the Board of 
Economic Warfare and the Department of State. Its 
provisions apply to all export sales, regardless of 
whether or not the commodity or product is under 
an OPA ceiling schedule or regulation, and over-ride 
all provisions of existing OPA orders that are in con- 
flict with its terms. 

An export sale, in the language of the regulation, 
is a sale of any commodity or product for export to 
any place outside the territorial limits of the United 
States—the forty states and the District of Columbia. 

While the new regulation cuts across all outstanding 
contracts of sale or purchase it does not disturb prices 
involved in any export made under a validly out- 
standing export license issued by the Board of Eco- 
nomic Warfare prior to April 30, 1942. However, the 
provisions are applicable to any export license issued 
after that date. 

Briefly, the new order provides that the export price 
of any commodity shall be the cost of acquisition by 
the exporter plus the average preniium charged in the 
export trade on a similar transaction during July 1- 
December 31, 1940, or March 1-April 15, 1942, which- 
ever period yields the lower average premium. In 
addition, the exporter may add an amount sufficient 
to compensate him for expenses, such as war risk 
insurance, consular fees, demurrage charges, and 
shipping charges. Manufacturers or producers who 
export directly can similarly add the lower of the two 
average premiums and the export expenses to their 
domestic price for the product or commodity exported. 

In specifying the “average premium” that may be 
added to the cost or domestic price of an article for 
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“U.S. CARBON PAPERS CAN 
INCREASE YOUR PROFITS 


S. Carbons are outstand- 
ing in quality, of uniform manufacture and sold to 


dealers at prices that allow a real profit. 


The reasons are plain—U. 


Another important feature is the completeness of 
the U. S. line; regardless of the carbon problem, 
whether it is one of operation or price, you can be 
confident that U.S. makes a sheet that will fill the bill! 


Clip this ad to your letterhead and we'll send full 


details. No obligation, of course. 


U. S. TYPEWRITER RIBBON MFG. CO. 


FILBERT AT TENTH STREET 
PHILADELPHIA, PA. 
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50 YEARS OF EXPERIENCE 
"IS IN THE ARMY NOW"! 


af 


STAINLESS STEEL 
FILE SIGNALS 


VER since the emergency," 

Cook's experience, person- 
nel and equipment have been 
producing war material. The 
long years of serving the coun- 
try with dependable sheet metal 
products are now being turned 
to good advantage in contrib- 
uting to the war effort. 





Obviously, "Business as usual’ 
is a thing of the past, for war 
needs must come first. We hope, 
then, that our friends will be 
patient if their orders are not 
always completely filled or 
promptly delivered. The spirit 
is willing, but time is the boss! 


THE H. C. COOK CO., 


ANSONIA, CONN. 


Also makers of the nationally 
known Gem Fingernail Clippers 4 


SPRING STEEL 
LETTER CLIPS 





“BULL DOG” 
PAPER CLIPS 





INDEX TABS 


























. Attention Dealers 


SATIN FINISH 
EXECUTIVE rivtons 


Meet the maximum expectations 
of users of silk ribbons. 


SATIN FINISH EXECUTIVE Typewriter ribbons were in- 
troduced five years ago as successful competition to silk 
ribbons for sharpness of write as well as maximum dura- 
bility. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something un- 
known heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. This ribbon is an 
outstanding cotton product and as far as we know, there is 
no similar ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR OP- 
PORTUNITY to meet all the demands heretofore supplied 
by silk ribbons. 


“Oldest Exclusive Manufacturers of 
Typewriter Ribbons and Carbon Paper” 


of. eMITTLE. 
IN 


MANUFACTURERS Ce 


1888 Factory, Rochester, N. Y. 1942 

















NOW... 
AND FOR THE 
FUTURE 


MUTSCHLER’S long experience in styling and 
building SAMSON directors room and office tables 
for discriminating business men has supplied the 
vital “KNOW HOW” that enables them to produce 
sturdy tables fast for Uncle Sam .. . not only to 
serve the war winners of today, but as well, the 
peace makers of tomorrow. 

Write for complete descriptive Catalog. 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 
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export, the regulation requires the exporter to give 
due recognition to existing differentials in export 
premiums charged by different types of exporters, 
variances in premiums resulting from different size, 
value, or volume of exports, as well as differentials in 
premium as among exports to United States territories 
and possessions, Canada, and the various foreign 
countries. It is estimated that in no event may more 
than one premium be added by the exporter with 
respect to a particular export. 


What the New Price Order Does 

Effects of the new regulation are: 

(1) To provide United States exporters with a fair 
margin for their services in line with existing trade 
practices with respect to all commodities and products 
exported; 

(2) To protect foreign purchasers against specula- 
tive practices and profiteering; 

(3) To remove the threat to maintenance of do- 
mestic price ceilings that excessive export prices 
engender; 

(4) To prevent the diversion of domestic supplies 
to foreign markets that results when price differen- 
tials make exporting a more profitable operation than 
sales at home; and 

(5) To eliminate the danger of loss of foreign 
markets for American products (and consequent dis- 
tress in friendly foreign countries) because export 
margins are insufficient to encourage sales abroad. 

“Exports must move to foreign countries at reason- 
able prices,” Mr. Henderson stated in announcing the 
new regulation. “The spirit of your government’s 
policy on exports was expressed by the Secretary of 
State in his message to the recent Inter-American 
Conference in Rio de Janeiro. This message said, ‘The 
price paid by Latin American purchasers... approxi- 
mates the domestic price, plus normal export charges.’ 
The Office of Price Administration is now putting this 
policy into actual operation, with respect to all for- 
eign countries and United States territories and 
possessions. 

“While the over-all dollar volume of our exports has 
been growing larger, an increasing part of the total 
is made up of military supplies and exports to the 
United Nations under lend-lease. This is a war de- 
velopment. Moreover, private exporters are being 
affected adversely by the lack of shipping, priorities, 
limitation orders, and the like. By the new regulation, 
American exporters are given the benefit of prices 
that will compensate them for costs incurred and give 
them adequate operating margins. At the same time 
foreign purchasers are protected from inflated prices.” 

The new regulation requires each exporter to keep 
a record of all export transactions—giving the name 
and address of the importer, the base domestic price, 
the applicable premium, and an itemized list of the 
expenses added, together with a copy of the invoice, 
bill of lading, or other statement given to the im- 
porter. These records must be available for inspection 
by OPA representatives and the administrator may 
require their submission for inspection from time to 
time. In addition, exporters are required to file on 
license applications to the Board of Economic War- 
fare information on the cost of acquisition of the 
commodity or product (or, in the case of a manu- 
facturer, the applicable domestic price), the export 
premium added and the actual export price. 

niilacamcaliilaaaiat siiieamatiiap 
OLD TOWN OFFERS NEW SAMPLE FOLDER 

The Old Town Ribbon & Carbon Company, Inc., 
Brooklyn, New York, has introduced a special folder 
for enclosing samples of Dawn curlproof carbon re- 
quested by readers of the firm’s national advertising 
of the line. The folder serves another purpose in 
that it contains information explaining the method of 
obtaining best results from the sheet enclosed and 
describing Old Town’s typewriter ribbon line. 

——— = 


MISS MURRAY JOINS NAHM’S STORE 
Miss Mae Murray, for the past five years connected 
with Lit Brothers, Philadelphia, resigned last month 
to take over management of the stationery depart- 
ment of Nahm’s Department Store in Brooklyn, N. Y. 











SPEED-0-PRIN 


A VITAL LINK IN 
COMMUNICATION §S 


Automatic 


Feed Model 
(post card to 
legal size) 


$39.50 


Speed-O-Print is the practical and 
economical way to produce 
multiple forms. It’s no wonder 
modern business, big and small, 
chooses THIS rotary stencil dupli 
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WHAT IS THE OUTLOOK FOR STATIONERS IN 1942? 

(Continued from page 13) 
Think of the problems that can arise from the effects 
of a reduced physical sales volume at government 
regulated or frozen prices, upon operating costs. Since 
Many expenses are fixed costs, in the long run oper- 
ating expense ratios will naturally tend to rise as the 
volume of sales declines. 

Then there are some stationers who are definitely 
convinced that they are in for a struggle to survive. 
While in still other cases, and there are many, sales 
volumes are actually expanding and may continue to 
do so for some months ahead. It is quite clear that 
this matter of contraction, expansion, or struggling 
for survival depends upon the kind of a business you 
have operated, to what extent your merchandise lines 
have been diversified, where you are located (defense 
or non-defense area), how much working capital you 
have to play with, or upon a combination of all of 
these factors. These are the elements that are form- 
ing the basis of thinking out of which important de- 
cisions have to be made and upon which operating 
programs must be planned. 


Outside Predictions 


One can read numerous predictions covering the 
outlook for retailing in general and most of them 
make very unpleasant reading. Then, too, under nor- 
mal conditions they hardly serve as yardsticks for the 
retail commercial stationery trade. I have read many 
of these national retail reports in recent weeks. Since 
scarcities and complete blackouts of certain kinds of 
merchandise are now so widespread in their effect 
upon all retailing, some of these reports now contain 
much more of current interest for us than before the 
war. Let me quote from one or two of these: 

“There are approximately 1,800,000 so-called retailers 
in this country. According to statistics, from 1930 to 
1940 the number of retailers in most fields increased. 
But just as retail volume reached its peak in 1941, so 
has the number of retailers reached a peak. Retailers 
will be squeezed between the scarcities of civilian 
merchandise and a variety of government efforts to 
discourage unnecessary buying of the public, to say 
nothing about the problems arising from fixed selling 
prices. Right now thousands of automobile agencies 
are folding up and so are tire dealers, and the steady 
reduction of non-military automobile and truck traf- 
fic has already reacted upon gas stations throughout 
the country. However, it is not only in drastically 
curtailed fields that retailers are being forced out of 
business! Even in the soft goods lines, manufacturers 
—being in a seller’s market—are dropping undesirable 
retail accounts. We believe that in 1942, at least 
200,000 will close their doors and that comparatively 
few new retailers will open up. In some fields, the 
number of retailers may be cut as much as forty per 
cent. In other fields, the drop will vary from ten per 
cent upwards. If the war continues through 1943, we 
may end that year with from 500,000 to 600,000 re- 
tailers as compared with the present total of 1,800,000.” 


And here is another report which you may or may 
not exactly like: 

“Farsighted retailers are privately expressing their 
convictions that the future security of their business 
is more important than 1942 or 1943 profits. Several 
large retailers declare that with the new higher tax 
rates taking the lion’s share of profits, there is no 
longer a sound incentive to concentrate on a profit 
record. They point out that it is possible to run a 
business in a manner that will result in excellent 
profit showing ‘before taxes,’ but if in so doing they 
are digging their own post-war graves, of what avail 
will be those ‘before tax’ profits? Consequently they 
are of the opinion that consistent with patriotic duty, 
now is the time to make immediate profits second 
aim and the future security of their business the 
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COLLECTING 
DIVIDENDS .... 


... that’s what our regular Berkshire 
dealers are doing . . . collecting divi- 
dends in the form of preferred han- 
dling of their orders and an assured 
source of supply to the utmost of 













our available production! 


LOYALTY BEGETS LOYALTY 


For the present, we are declining all 
new business so as to maintain the 
maximum service to our loyal dealer 
friends. 


BERKSHIRE TYPEWRITER PAPERS 


EATON PAPER CORPORATION, PITTSFIELD, MASS. 
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*rypewriTER*™ 
* parers * 
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POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 





“BEST SELLER” for 40 YEARS 





THE NOTARIES FAVORITE 





The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 








FURNISHED IN 3 SIZES 





FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 





PLACE YOUR ORDER’ WITH YOUR LOCAL 


MARKING DEVICE DEALER 
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Simplified 1o Serve 


Restrictions and shortages have com- 
bined to bring about a simplified line of 


Woaldon Roteils nano 


If you have not received a notice of the 
Wartime Styles and Prices, it will be 


sent on request. 


Not So Many Styles 
BUT STILL THE BEST 


Waldon Rotel Granow 


correct Mistakes in Any L oRsmen none n= 





WELDON ROBERTS RUBBER CO. 
NEWARK, N. J., U. S. A. 











To the dealer, ERROR-No 
today is doubly valuable! To 
be true, it brings a nice profit 
return, but beyond that it 

increases transcribing produc- 
tion to a point where it may 
not be more typewriters your 
customers need, but more 
ERROR-No_ copyholders _ be- 
hind every typewriter. Show 
*em today the increased value 
of a superior copyholder. 





THE DAWN MFG. CORP. 


40 MT. HOPE AVE. ROCHESTER, N. Y. 
(REE RRR TANCE cE 
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primary aim. This is one time, they continue, when 
immediate profits and future security do not go hand 
in hand.” 

I am sure there is much in these statements to take 
home and think about even though you may not 
agree with that particular brand of business phil- 
osophy. These are the business reports and gist of 
many conversations that flow over a wholesaler’s desk 
in these abnormal times. 

No doubt, you will have concluded with me at this 
point that there are many and varying angles to the 
current situation as it affects retailing, and we know 
that we, as stationers, are not immune from these 
dislocations even though we have believed for years, 
and we still do, that many of the commodities we 
handle are essential to business and therefore to the 
conduct of war production and defense, but that is a 
story in itself. 

Since we are all feeling the effects of these drastic 
changes in one way or another, it is quite logical for 
you to ask the question, “Are my sales going to slip 
back to a 1934, 1935, or 1936 volume, or will I be able 
to equal 1941 sales or even beat the figure rolled up 
last year?” That is a part of the big question and it 
cannot be answered in a way that will broadly cover 
every stationery business represented at this conven- 
tion because the economic dislocations that we are 
talking about are affecting individual businesses in 
different ways. Let me illustrate by using two actual 
cases that have come to my attention within the last 
month or two: One is a retail stationery business 
located in a western agricultural state and the other 
in a central industrial state. Both had about the 
same general set-up and a similar sales volume at the 
beginning of 1941. The western state dealer is in a 
section of the country where there are no defense 
businesses nor government projects. Sixty per cent of 
his 1941 sales volume came from the sale of desks, 
chairs, steel files and equipment, duplicators and 
supplies. There is no priority certificate business 
available and few, if any, sales can be made on P-100 
maintenance and operations certificates. This sta- 
tioner is obviously very much concerned about where 
his sales are going to come from in 1942 or for the 
duration. He will be compelled to diversify (which 
may not be easy) or “shrink” his expenses along with 
declining sales and still try to produce some kind of 
a profit. Here it is logical that this dealer think in 
terms of survival, isn’t it? 

The central dealer, you will remember, had about the 
same kind of a set-up and sales volume at the start 
of 1941, but, being located in a highly industrialized 
area where plenty of defense orders were available with 
usable priority certificates, he completed his year with 
over a 400 per cent increase in sales. No increase in in- 
ventory or selling expense, but with a gross profit 
margin for the year of twenty-four per cent as com- 
pared to thirty-nine per cent for the previous year 
1940. 

In the last case referred to, you will note that a 
typical brokerage business was inadvertently developed 
with a drastically shortened profit margin, in spite 
of a large increase in sales volume. 


Maximum Price Regulation Order 


Now let me touch lightly and briefly upon another 
matter of real importance to all of us, the maximum 
price regulation order which is in effect in your busi- 
ness as of this morning (May 18). Ever since last 
summer it has been apparent that general price 
increases were becoming more and more of a threat 
to the efficient production of war materials and equip- 
ment and to the general stability of our national eco- 
nomic situation. In order to decisively meet this 
threat, there was issued on April 28, as you all know, 
the General Maximum Price Regulation freezing all 
manufacturers’, wholesalers’ and retailers’ selling 


| prices. This order brings all of us in the stationery 
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PRONTO 


FIBREBOARD FILES 
SAVE STEEL 


PRONTO Files are made of 275 Ib. test cor- 
rugated board reinforced with steel. Thou- 
sands of concerns have used them for many 
years—used them for all filing and storing 
purposes. When PRONTO Files are used 


1 


all records are readily available. In Grained 


walnut as well as olive green finishes they 


And they 


can be interlocked into solid batteries, 


Sell PRONTO Fibre Board FILES. 


match present office installations. 


A Size for Every Record 


Freight Bills Sales Checks Claims 
Charge Slips 5 x 8 Cards Receipts 
Job Tickets 4 x 6 Cards Meter Stubs 


349 BROADWAY, NEW YORK, N. Y. 





PRONTO FILE CORP. 


Manufactured under one or more of the following Patents 2061485—2110556—2139520—2181918—2225958 





CHECK SIZE 
No. 1941L 







STEEL SLIDING 
BOLLOW BLOCKS 


40¢ 
ADDITIONAL 


MADE FOR 
ANY SIZE 

















Carton Price 


LETTER SIZE 
No. 1210L 









Carton Price 
$2.50 


Prices in Denver and West of Rockies 20% Higher 














ROCKET CARBON PAPER 
The pinnacle of perfection 
& 


SKIPPER RIBBONS 


for best performance 
. 


ALLIED CARBON ROLLS 


for all purposes 
« 


ECHO GELATINE SUPPLIES 


for perfect reproductions 





hey BRING 'EM BACK ALIVE 


wag enthusiastic because customers are quick 
© appreciate the value in products stamped 
“ALLIED,” 
actually doubled and redoubled their sales. 
Prove the big repeat-profit facts for yourself 


ALLIEN 


That is why our dealers have 


ITIL ILL lao CARBON & RIBBON MFG. CORP 
165 DUANE STREET 
NEW YORK. N: Y. 


with a test order. 


A POSTAL CARD WILL BRING OUR COMPLETE CATALOGUE AND SALES PLAN 
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DESKS FOR WAR INDUSTRIES 


DEMAND FLUORESCENT LIGHT ! 





Team-mates 
for Vital War Work 





Where you sell desks to Uncle Sam or important War 
Industries, you serve both buyer and yourself by sug- 
gesting VAN DYKE Fluorescent Desk Lamps. Further, 
the high priority ratings possessed by these customers 
makes it possible for us to assure quick delivery. 
Don't overlook this opportunity to boost your sales. 
Make it your business to sell desks and fluorescent 
lamps as essential office mates whenever the occasion 
arises. 
America’s Outstanding Manufacturer of Fluorescent Lights. 


Wire or Write for Catalog. 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 











As Advertised 


in Time, Fortune, Nation’s Business and 
many other leading business, trade and 
industrial publications. 
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VOGEL-PETERSON COMPANY 


1823 No. Wolcott Ave., Chicago, U. S. A. 














New Improved AIRMAIL Model 


TRINER! 
Airmail | 
Special 
No. 300 


EXTRA 
FINE 
CONSTRUCTION 





Capacity 1 ib. x %& os. 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-class Mail (local & out-of-town) 

Foreign First-class 

Merchandise & Printed Matter 

Catalogs, Books, Newspapers 

Publications, etc. 
Built throughout of steel, highly sensitive and accur- 
ate, handsomely finished in chrome and satin black. 
This special model offers a new range of opportuni- 
ties for selling scales for Airmail as well as general 
mail. 

Write for Circular X. 


TRINE SCALE & MFG. CO. 
2714 W. 2Ist St. Chicago, Ill. 





‘Beautiful Rainbow Handles 











-29 Styli-for 
Every Need! 


Ball points, loop 
wheels, shading, etc. 


@ Technygraph _styli 
offer an important 
selling point in the 
soft, neutral tones of 
their beige-mottled 
lumarith handles. De- 
signed to avoid eye 
fatigue. In attractive 
transparent containers. 


me | 


@® Knourling near tip 
gives index finger es- 
pecially firm grip. 


@ Beautiful rainbow 
colors; pleasing to the 
eye. Easy to clean and 
keep clean. 


@ MADE IN U.S.A. 


DEALERS 
Our four-page broad- 
side shows Techny- 
graph Styli in actual 
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STYLI TIPS ARE size in their fast-sell- 
, ing Rainbow hues; 
ee OM -FLATED please write for your 


copy today! 
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trade within the wartime economic mobilization so 
that in addition to rationings, allocations, scarcities, 
and priorities, we now have all selling prices in our 
industry frozen at March levels, and I want to add 
that we of the stationery industry are heartily in 
favor of any government action that will tend to 
maintain an orderly economy, preserve democratic 
processes, forestall inflation, and help to win the war. 
We can and we will adjust ourselves to these new 
conditions as they affect our businesses! 

Heretofore it was common practice and good busi- 
ness to cover rising costs of doing business by increas- 
ing our mark-ups or profit margins to adequately 
cover such costs and to keep net earnings after taxes 
in line. With selling prices frozen, this procedure is 
no longer possible except through minor price adjust- 
ments. It now becomes our task, as owners or man- 
agers, to keep profits in line through the careful 
day-by-day study and adjustment of operating ex- 
penses; and from the standpoint of sales manage- 
ment, to see that sales increases come mainly from 
the mine-run or garden-variety of a larger number 
of small unit sales which usually carry the highest 
margin of profit. 

What management problems and difficulties may 
arise out of price control regulations can only be 
learned from day-to-day experiences. It is encourag- 
ing to learn from reliable sources that the Canadian 
price regulation order, which has been in operation 
since September, 1941, is not working any real hard- 
ship upon retailers in that country. Retail sales vol- 
ume for 1942 continues to run moderately and satis- 
factorily ahead of last year. I, for one, think there 
is at least one big advantage for retailers in the price 
regulation order. Think of the benefits that can come 
out of the elimination of guessing or gambling on the 
future costs of merchandise. If this order seems bur- 
densome, think of the alternative—the burdens and 
terrific penalties of inflation. 

Certain it is, there will be some confusion to start 
with, but I believe that retailing will do a good job in 
making the necessary adjustments and lending full 
support to the administrators. 

From the standpoint of management, it now be- 
comes doubly necessary to seek the most efficient and 
economical methods of doing business. Heretofore, 


through some Divine or economic benevolence, even | 


the inefficient somehow or other were able to do busi- 
ness, undersell all competition, and keep going after 
a fashion. Now comes the real test! This price regula- 
tion order is a challenge to retailing and now more 
than ever before, efficiency will have its reward. 

I repeat again that there are three schools of 


thought right within our own trade; those who are | 
looking and planning for sales expansion, those who | 


have planned for contraction, and a few who are 
thinking in terms of a struggle for survival. 


“Ability to Intelligently Compromise” 


Someone in defining education once said, “Educa- 
tion is the ability to intelligently compromise.” If you 
will think about that definition for awhile, you will 
find that out of your own experiences you have 
learned that there are usually three schools of thought 
on every subject of real importance. Take politics for 
example. There are those on the extreme left, the 
liberals who are constantly endeavoring to change 
everything, and they have their good points. On the 
other extremity, are the old conservatives who do not 
like many changes (especially fast ones) and they, too, 
have their good points. In the third group are those 
who intelligently compromise every issue by weighing 
all of the facts and merits on both sides, combining 
all of the good which they can find with their own 
ideas and convictions, and shaping it all into a sound 
progressive middle-of-the-road program. That, it 
seems to me, is analagous of the present situation 
and the kind of business management program we 
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Soll FOX : 


CHAIR CUSHIONS. 
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Here is the newest design in Chair Cushions, created without 
use of materials on the ‘critical list" of today. 

Yet in this FOX cushion you get a perfect quality cushion 
at a reasonable price. Made one inch thick at $1.30 list or 
two inches thick at $2.50 list. 

Get your share of the Summer Chair Cushion business by 
stocking up NOW. FOX has a complete line of Chair 
Cushions—No Priorities Necessary. 


SEND FOR CATALOG SHEET, PRICES 
AND DEALERS DISCOUNTS TODAY. 


Geo. E. Fox & Company 


Office Specialty Manufacturers Since 19117 
412-420 ORLEANS ST., CHICAGO, ILL. 














PREMIER CUTTING BOARDS 
"Have the Edge” Everyway! 


Yes! The PREMIER Line ‘has the edge" and will keep it—outstanding 
built-in features make them the choice of dealers as weil as United 
States Government Bureaus. 

Get acquainted with the PREMIER Cutting Boards NOW!! 


Fully 
covered by U. S. Patent No. 2,256.4606. SOLD ON PRIORITIES OR 
EXTENSION A-I-J or better 


Write direct for prices and details. 


PHOTO MATERIALS CO. 


1323 S$. Michigan Ave., CHICAGO, ILL. 


Representatives 

Dalias, R. E. Horter, tnd., tll., Mich., Ohio, 
2523 W. 109th P!I., Chicago, Ill. 
S. Lichtenstein, 1228 Locust Ave., 
Philadeiphia, Pa. 


Fred Deutsch, 615 Eim &St., 
Texas, serving Texas and Oklahoma. 
Milton Stone, 30 Church St., New 
York City, covering New York. 
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PROPER LIGHT 
for WAR WORKERS! 





Office lighting in War Industries offers a good opportunity for 
profitable sales. 


We know of no better way to increase and maintain the efficiency 
of office workers than to provide them with comfortable seeing 


conditions. 


MIDCO the Perfectlite Fluorescent Portable Lamp can be relied upon 
to provide ‘the comfortable seeing condition'’ for every desk task. 


MIDCO'S current 1942 models are still available, but only in standard 
baked enamel! finishes. 


Concentrate on the sale of efficient lighting for office workers 
in WAR INDUSTRIES with MIDCO the Perfectlite. 


Midwest Naturlite Company 


440 N. Wells St. Chicago, Ill. 














WARSHAW FILING SUPPLIES 


Everybody likes to buy from the 


dealer who can fill the order right — rot LABELs 


from stock. But, it is harder than GUIDES 
ever now. INDEX CARDS 

ORCED 
Dealers who handle WARSHAW _““OibeRs 
products are still in this fortunate PROTEX 
position. They have been able to nerusiengagd 
keep their stock positions practi- MENDING TAPE 
cally normal. INDEX TABS 
They have profited accordingly. . 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET, BROOKLYN, NEW YORK 
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must all adopt under present war economy conditions. 

You can be guided by silly pessimism on one hand 
and by blind optimism on the other, or you can in- 
telligently compromise and steer to a sensible middle- 
of-the-road course and manage your business so that 
you will not only survive but actually continue to 
operate profitably, even though by economic circum- 
stances you may be compelled to shrink your business 
to a very small size. 

Most stationers pulled through the lean years of the 
early 30’s. You did it then and you can do it again, 
if need be. During the early 30’s you could get all 
of the merchandise you had money to pay for, but 
you couldn’t sell it. Now you may be in a position 
where you can sell more goods than you are able to 
buy because of restraints and restrictions. There is a 
strange similarity between the two situations. Effi- 
cient management made the grade then and can 
make the grade again! 

In normal years, and in years not entirely normal, 
most well-conducted businesses establish definite ob- 
jectives and then plan to achieve those objectives. 
Sure, you may ask how to establish a fixed objective 
in a year or an era when nothing but uncertainty is 
fixed. That is, of course, a logical question and the 
obvious answer is that it is your job as a proprietor 
or manager of the business to fix objectives—if not 
for the duration, then for a shorter term if necessary 
—but you must fix a program! 

Let me once again suggest that no one can predict 
what lies ahead for 1942 or for the duration. Each 
one of us will have to be guided by our own locality, 
our market potentials, our inventory replacement sit- 
uation, our ability to diversify, how much capital we 
have to work with, and finally by our own mental atti- 
tudes. 

With some of us, it may mean expansion and fairly 
prosperous times. To others, contraction, but we can 
and should all be committed to the principle of sur- 
vival and profitable operations. In either case, it will 
require the best kind of business judgment and the 
most efficient application of whatever business ability 
we possess. 

As we fortunate exceptions discuss what is yet to 
come, we should keep in mind that while we are 
seated here so comfortably considering the future of 
our business, elsewhere on the active battle fronts, 
men are meeting with sudden death, giving up their 
futures that ours may survive. Compared with such 
sacrifice, the dislocations, inconveniences, and per- 
sonal sacrifices pale into insignificance. The vital 
thing for all of us now is so to live, and so to plan, 
and so to conduct our business that everything we 
do will be a contribution toward winning the peace. 

If any of us have need for daily encouragement and 
need something to give us an occasional lift and a 
fighting spirit to carry on, take these words to heart 
and let this be our attitude- 

When everything seems dark and drear, 
I shall succeed! 

When failure’s voice speaks in my ear, 

I shall succeed! 

I do not fear misfortune’s blow; 

I tower with strength above the foe; 

I stand erect because I know; 

I shall succeed! 

I see the stars that darkness brings 
And I'll succeed! 

No force on earth shall make me cower 
Because each moment and each hour 

I still affirm with strength and power, 
I shall succeed! 

And then in the words of one of our great American 

poets and philosophers 
He who loses wealth, loses much! 
He who loses a friend, loses more! 
But he who loses faith, loses all! 
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HIGH FACTOR 


“Built-in” 


ly’ p~*, SALES VALUE 
o } | \2\ 
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Eye Value—Ehrlich 
"Styled for Sales” 
Upholstery. 


Write for fully 
illustrated 
catalog 


EHRLICH Upholstery WORKS 
520 West 43rd St., New York, N.Y. 
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Statio 
You profit when you recommend purchase of a 


“ROBERTS” 


NUMBERING MACHINE 


because: 
1. Prices are lower. 
Discounts are greater. 


3. The range of figure 
actions is widest. 


styles and automatic 


4, Their quality is backed by unconditional guar- 
antees against defective workmanship or ma- 
terial. 


5. You can accept trade-ins. 


6 


Imprinted literature describing various models 
is available for your sales promotion campaign. 


Have you any further questions? . . . 
Please write 


a . . . > . . . . 


Roberts Numbering Machine Co. 


694-710 Jamaica Ave. BROOKLYN, N. Y. 





























“KEILIAR® 


Unground Ball Bearings for the 
Metal Office Furniture Indusiry 


(U. 8. Patent 1,782,622. Canadiat Patent 324,059 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications 


Kilian Manufacturing Corp. 


1728-1736 Burnet Avenue 








Other patents pending.) 


Syracuse, New York 


4 Drawer 


Wood Files 


* The sides are made of 
% inch thick solid 
stock. 


* The top is % inch thick 
five-ply stock. 


* The back is % inch 
thick three-ply stock 
set-in. 


* The bottom of the file 
is closed and framed- 
in. 


* The drawer front is % 
inch thick five-ply 
stock — the sides and 
front and back are 
dove-tailed together. 





* Furnished in Olive 
Green, Grained Wal- 
nut, or Mahogany 
Grained finishes. 


* Files can be furnished 
with and without Auto- 
matic Lock. 





Letter and Cap Sizes 


Brow ne-M orse Co m pany 


| Muskegon, Michigan 





Browne- Morse 

















128 


Copy RIGHT CoPYHOLDER 


The TILTING, TWO LEVER 
Ball Bearing, Lifetime 
Copyholder with Unrivaled 
EQUI-PRESSURE Paper Grip 


FOR MODERN, FRONT-VISION 
Line for Line Copying 
A Necessary Adjunct to 
Every Typewriter 


SIX MODEL WIDTHS 
to Meet All Transcribing 
and Copying Needs 
* 


ASSURES MAXIMUM SPEED ’ 
and Precision; Saves Eyes, Two Hands Aren't 


Backache, Time MONEY! Enough These Days! 


"I'm keeping right up with the Boss 
these days,"' says Miss Typist, ‘be- 
cause this EXTRA PAIR OF HANDS 
makes it so easy to hold Notebooks 
and Copy-Work at natural easy- 
reading angle." 


And that's why Officials of Mili- 
tary Projects and Vital Industries 
are adding a CopyRIGHT behind 
practically every typewriter in use, 
to gain time and to relieve hard- 
pressed, limited Stenographic Staffs. 
Ample Profit for Dealers who cooperate 


in placing this Necessity where it will 
do the most good 


COPY RIGHT MFG. CORPORATION 


PARK 
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IN STOCK 
Gor Immediate Delivery" Now! 


You need no priorities to order and sell these fast moving 
items that we have in stock. 

Every one is a real seller but can not be replaced once 
our stock is exhausted. 

We suggest you act now and order your supply. 


TYPEWRITER 
' and 

} OFFICE MACHINE 
TABLES 


l * 


FLUORESCENT 
DESK LAMPS 





* 


ey FILING 
7 CABINETS 











Send today for descriptive information, ‘—,/ 
prices and liberal discounts. ¥ 


Office Products Co. 


330 South Wells Street ’ Chicago, Illinois 

















A GOOD “MOVE! 


We're all settled now in our larger quarters 
at the conveniently located Chamber of Com- 
merce Building. Our facilities for rendering 
fast service and quick deliveries are hetter 
than ever. Keep our new address in mind 
when you want fast action on “Old Dutch 
Line” Inked Ribbons and Carbon papers. 


WATERS & WATERS BRANCH 


= SF, tests: 841 Locust Street 
® SAN FRANCISCO: 779 Mission St. 
BURLINGTON, NEW JERSEY 


IN 2 2 COLORS 


WITH THE NEW SMOOTH 
BRILLIANT COLORED LEADS 
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Pes Yew “Nick & PULL 
WITH PATENT STRING FEATURE 






laisdell venir co. 
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REMINGTON RAND STAGES “MILITARY” 
SALES CONTEST 


Unusually timely because of the distinct martial 
flavor imparted by a clever handling of the idea, a new 
sales contest is being staged by Remington Rand Inc., 
Buffalo, N. Y. 

The contest consists of dividing the entire sales staff 
into three armies, Rookie Army, Combat Army and 
Veteran Army. The men in these individual classifica- 
tions are salesmen with two or less years of service, 
from three to nine years, and from nine to fifty-seven 
years, respectively. 

Each month the men, by reason of their sales record, 
can rise in the ranks from “buck privates” to colonel, 
while among the senior salesmen there is a dominating 
rank of general. 

Those who aspired to and acquired high ranks dur- 
ing the month of March were as follows: 

General: A. M. Houseal, Harrisburg, Pa. 

Rookie Army: Colonel, W. G. Welch, Milwaukee, and 
Majors, P. A. Burgess, Richmond, Va.; R. H. Flood, 
Chicago, and F. A. Bredimus, Des Moines. 

Combat Army: Colonel, L. P. Payton, Washington, 
and Majors, H. L. Elms, Shreveport; L. M. Frykman, 
Waukegan, Ill., and D. Frees, Los Angeles. 

Veteran Army: Colonel, E. B. Fredericks, Newark, 
and Majors, E. A. Johnson, Denver; W. B. Pully, 
Atlanta, and B. E. Lowe, Mobile. 

7? 
BOOK TELLS FAIR TRADE DETAILS 
OF 45 STATES 


Statistics and general information on the present 
status of state and federal laws permitting the 
specification of resale prices on trade-marked products 





are contained in a brochure just published by the | 


American Fair Trade Council, with offices in New 
York City. 

Entitled “Resale Price Maintenance by Means of 
Fair Trade Laws in Force April 1, 1942,” the brochure 
includes a directory telling where the fair trade laws 
of each of the forty-five states with such legislation 
may be found in the state statutes, a tabulated digest 
of their salient features and a classification by subject 
of court decisions interpreting the provisions of federal 
and state laws enacted since January 1, 1931—BJ 
<=> —___— 


LEVIN CHANGES NEW YORK ADDRESS 
B. Levin, dealer in office furniture, has recently 





moved his business to new and larger quarters at 


31 West Twenty-sixth street, New York, N. Y. 





ENGAGEMENT S$ 


The engagement of John Everett Fellowes, of Chi- 
cago, and Miss Elaine Janet Anderson, of Beverly Hills, 
Ill., was announced last month. Mr. Fellowes, formerly 
of the Bankers Box Company is now a lieutenant in the 
United States Army. Miss Anderson is a junior at 
Northwestern University and formerly studied at Lin- 
denwood college. 











Wevuvieain’sGs 


HIGGINS-McLEER 


Wedding bells rang out for Tracy Higgins, president 
of the Higgins Ink Company, Inc., when he was 
married on May 6 to Miss Leigh McLeer, daughter of 
Colonel McLeer, Jr., U. S. A. retired. Mr. Higgins is 
the son of the late Charles M. Higgins, founder of the 
company bearing his name. Only the immediate fam- 
ily and close friends were present at the ceremony 
which took place at the bride’s home in Stony Brook, 
N. Y., and was performed by Judge W. Royden Klein. 








| 
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Profit 





Serve your customers well by selling 
them our high grade upholstered chairs 
with DuPont's durable leatherette. 


Jasper Seating Company _,7AS*5%, 











DUPLICATING "ez | INKS 


— 
en BLACK INK 





TODAY more than ever, 
customers want QUALITY. 
* TEMPO is “tops.” 


WRITE FOR INFORMATION 


mito HARDING 60: 


436 West Pico Blvd., Los Angeles 
617 Commonwealth Annex, Pittsburgh 


| Manufacturers of famous TEMPO FILM STENCILS 
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for WAR 
INDUSTRY RECORDS 
CAN STILL BE SOLD! 


Our government requires that com- 
plete tax records and business 
records be kept. Safeguarding 
these records in time of war against 
fire and theft is the function of 
Schwab Safes. 


Office outfitters can still sell 
Schwab Safes to War Industries 
who can provide priority ratings of 
better than A2. Dealers are urged 
to make a careful scrutiny of their 
communities: locate those com- 
panies who are on war work and 
offer Schwab Safes to these manu- 
facturers for adequate protection 
of their business records, valuable 
blueprints and important docu- 
ments. 


Schwab Safes are available in a 
wide range of capacities and fire- 
proofed for all emergencies. Con- 
sult us if you have War Industries 
in your city in need of modern 
fire and theft protection. 


THE SCHWAB SAFE COMPANY 





“LAFAYETTE, INDIANA 


‘SYAVAYAYAYAYAYAYA’AYAYA’AVAYAYAYA’A’A’AYA’AYAAYA’A’AYAA AYA’ AYAYAAYAYAYAYAS: 


BRIGH 


LEATHER 
OFFICE FURNITURE 


7a 





BRIGHT offers wealth of charm 
and distinction of appearance in 
executive office seating that gives the user recurring satis- 
faction and delight every time he returns to headquarters. 
It surrounds him in a positive expression of creative and 
vigorous harmony in the reception of his visitors. 


BRIGHT designs offer wide variety of choice for the many 
opposing temperaments that are to be found among men 
in positions of leadership. Throughout the line is an 
outstanding quality that carries on long after all other 
details of the purchase are forgotten. 


BRIGHT CHAIR CO, Inc. 
127-133 BLEECKER ST. NEW YORK, N. Y. 
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No. 13 B 60 60x34 inches 
Inset back 


JACKSON 1300 Grade 


—Next year’s quality and convenience 
Now—to help U. S. industry win! 


JACKSON 1300 presents a simple, wholesome de- 
sign and offers advance use features in placing and 
fitting storage spaces, drawer interiors, center legs 
placed for foot clearance, etc. Choice of three sizes 
of executive double pedestal, also single pedestal, 
typewriter desks and office tables to match. 


Write us or contact our representative with reference 
to this grade. Its extra facilities mean much to men 
contending with problems of war production. 


Jasper Uffice Furniture Co. 


JASPER, INDIANA 








You can say it to any customer— 
regardless of his or her writing style—when 
you stock Esterbrook Steel Pens! Because 
Esterbrook makes the world’s largest variety of 
point-styles. That helps put them in schools, 
offices, homes. And here's what keeps them 
there, keeps your customers buying Esterbrook: 
Every pen is individually inspected before it 
leaves the factory. It'll write right — or Ester- 
brook won't sell it. And it'll write longer than 
any other pen! Get set to say: “We've got 
your number!” Stock Esterbrook. 


THE ESTERBROOK PEN COMPANY 
86 Cooper Street, Camden, N. J. 


bstertrvuk 


WORLD'S LARGEST VARIETY OF POINT STYLES! 
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ATLANTA NEWS FLASHES 
To have an interview with Maxim Litvinoff, am- 
bassador from Russia, is a difficult feat these days, 
but Ivan Allen, Sr., chairman of the board of the 
Ivan Allen-Marshall Company, recently spent an hour 


at the Soviet embassy with him. What they talked | 


about must, for the time being, remain a military 
secret. But it is no secret that Mr. Litvinoff noted the 
name “Ivan” at once and wanted to know if any of 
Mr. Allen’s ancestors were Russians. ... There is more 
kaolin in Georgia than any area its size in the world, 
according to Garland Peyton, state director of min- 
erals, and one county alone, Wilkinson County, con- 
tains enough of the clay to supply all of the world’s 
normal needs for 600 years! Kaolin is principally used 
as a “filler” and a coating, making it possible to 
“take” ink. ...A fifteen-year service lapel button has 
just been received by B. R. Smith, veteran city sales- 
man for the Dictaphone Corporation. He began his 
work with the corporation in Birmingham, Ala., and 
was transferred to Atlanta in 1931... . Old issues of 
the Macon (Ga.) Telegraph, recently come to light, 
reveal that we don’t know anything about high prices 
in this war. In 1864, when the South was effectively 
blockaded by the Federal fleet, the records show that 
paper sold for $110.00 a ream in Macon, when it could 
be obtained at all! ... North Carolina stationers and 
office supply firms are joining with other merchants 
in asking the repeal of that state’s three per cent 
sales tax. They point out that the measure was passed 
as a “depression act’ designed to supply the state with 
needed funds, and, like many laws of its kind, never 
repealed. Now, the stationers claim, the state has 
ample funds in the treasury; the tax is not needed, 


and it stands in the way of federal taxes needed to | 


help win the war—JHR 


— +~<e— — 


NEW ENGLAND TRAVELERS NOTES 


Considerable water and smoke damage was done to 
the Melcher street factory and warehouse of Adams, 
Cushing & Foster by a fire which broke out on April 
24. ... Dave Silverman, owner of Mayfair Stationers, 
was another who sustained a loss by fire when a 
conflagration was discovered in the Mayfair hotel, 
a building in which the office supply store is located. 
. . . Nine intrepid souls showed up on April 24 to 
donate blood for the Red Cross drive and discovered 
that it didn’t hurt a bit! ... They were Harry Chand- 
ler, Jim Davidson, Osman Giddy, Arnold Thomas, 
George Hutchinson, Mal Dresser, Franklin Wilde, 
George Slater and John Dwyer. ... Mr. and Mrs. Bob 
Furlong, Empire Stationers, Springfield, have realized 
an ambition of many years’ standing. ... They have 
purchased a grand old house (reputed to be 100 years 
old) and have modernized it to suit their tastes.... 
Gordon Walker is back on the job fully recovered from 
a serious operation. ... The club sent congratulations 
to Jim Sheehan, owner of the Office Appliance Com- 
pany, Providence, on his marriage to Miss Yvonne 
Ratte. . . . Joseph P. Murphy has joined the sales 
staff of The Carter’s Ink Company and will be a wel- 
come addition to the N. E. T. crowd. ... Members who 
received—along with their May issue of Netclub News 

a handy little printed schedule of the club’s golf 
tournaments should give thanks to the Standard 
Diary Company, the donor. . Elsewhere in this 
issue will be found the names of three New England 
men who have put aside their civilian pursuits to 
enter Uncle Sam’s fighting forces. 

The above new items were gleaned from the pages 
of the N. E. T. Club News, official organ of the New 


England Travelers Club. 
—- 


ALEXANDER IN CANADIAN ARMY 
Robert T. Alexander, for the past five years a member 
of the staff of J. & A. McMillan, St. John, N. B., office 
supply retailers and distributors, has been awarded 
an officer’s course in the Canadian active army—VJM 





On the FACTORY 
FRONT LINE— 


x 


Cooperation to the nth degree is evi- 
denced by the wholehearted understand- 
ing accorded us by our loyal dealers 
everywhere. 


* ** 


With such teamwork we are bound to 
win the World struggle and continue in 
our free way of life. 


x 3 


Bentson will continue to develop merchan- 
dise dealers can sell in these unprece- 
dented times. 


x 
The BENTSON MFG. CO. 


Aurora, [Illinois 


Manufacturers of 
Steel Office Equipment 


* 


NEV-RCKURL 
CARBON PAPER 


* 





sys PURPOSE 


Best way to check advantages 
of Nev-R-Kurl is to ask office 
managers or dealers. They'll 
say “Nev-R-Kurl tons all carbon 
papers.” 


@ WILL NOT CURL, tree, wrinkle or 
smudge. 


@ LASTS LONGER. more copies per 
sheet. 

UNIVERSAL, same sheet works on 
all typewriters. billing, bookkeep- 
ing machines. 








WOOD STAMP PADS 


4 sizes. Won't warp or sag. Sharp, 


non-fading impressions. Ink dries in- 





stantly on paper but not in pad. 





LAPHILLIPS 
President 














You Help Someone You Know 


USsU 


When You Give to the U $ 0 














_ Pe 


RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 












hERR 
CHANGEPOINT 


SF 52 Walnut Base Desk 
Set. Other Styles of bases 
available in one, two, and 


three pen sets. 


Catalog sheets, prices, and 
discounts on request. 





MADE IN U.S.A. 


W. K. KERR PEN COMPANY 








TUESA + ORLAHOMA- USA 
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ROLLING STORE LADDERS 
“A” Type Ladders * Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


New Literature Now 
Ready 





WRITE FOR IT, WITH 
PRICES AND DISCOUNT 





Manufactured by 


i. D. COTTERMAN *™* 'e. Sar *- 


World’s Most Amazing 
qa» STAPLE REMOVER 











The New PRESTO Staple Re- 0 
mover quickly easily re- ne 
moves all wire staples from of the 
checks, letters, reports and 

other papers. No torn papers. Four 


No broken fingernails. The 


Presto is made of colorful PRESTO 
plastic and hardened steel— Profit 


priced low assuring wide 


use in office, school and home. Makers 


Y Write for full facts. 


METAL SPECIALTIES MFG. CO. 
C 3200-08 Carroll Ave. Chicago, Ill. 









SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 
for details nowl 






Simply tip 
the card 
and copy 


3468 N. Clark St. 


Meilicke. Systems, Inc. chicago, ill. 

















Multiple-Sliding 
DESK TRAYS 


Automatic File & Index Co. 
DEPT. A-102, 629 W. WASHINGTON BLVD. 


CHICAGO, ILLINOIS 
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MARKILO 
IA MMM MAUS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent cei- 
lulose. We build to fit your particular need. Write 
us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A. 



















WAR / PRODUCTION 






NATIONAL 





RIDES ON RECORDS 


We are proud to say that National records are help- 
ing in every important government job. Proud, too, 
to report that we have helped so many of our deal- 
ers get into the defense picture. 


NATIONAL BLANK BOOK COMPANY 
Holyoke Mass. 








SERVICE DESH PADS 
“<, 





Made of wear-resisting Plastic Fibre Board . . . immune to 
atmospheric changes . . . stainless and ink-proof. Smooth 
surface. Pencil groove at top. Decorated with gold score 
lines. Made in 3 sizes. Write for circular. 


SERVICE INDUSTRIES, Inc., 2025 S. Calumet Ave., Chicago 














Have You 


a Friend—.: business acquaint- 

ance who might like to keep in touch 

with office equipment by reading 

Office Appliances? If so, send us the 

name, address and business and we will 

send a sample copy with our com- 
pliments. 


THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A. 
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POSTURE CHAIRS 


Smart-Com f ortable-Modern 
Manufactured by 


STURGIS POSTURE CHAIR COMPANY 


STURGIS, MICHIGAN 


For ALL OFFICES 


Every office needs Clarotype to 
keep the type on typewriters, and 
other business machines, clean and 
legible. Clarotype cleans quickly 
and thoroughly. Stenographers 
prefer it. Increase your profits by 
featuring this nationally known 
product. Order today from your 
jobber or direct from the 


Clarotype Company, Inc. 
16-G Hudson St. New York 













wa ata 


CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 





NON-RUBBER 


Typewriter 
Keys 
* 


The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 


Speed Key Mfg. Co. 32,c0 


330 Columbus Place 
ee eee eee eee eee eee ee eee ee eee eee eo oo & 3 


VICTOR DEALERS! 


PROMOTE - VOLUME 
“MAINTENANCE NOW! 


Tuot SANDS of Victor adding ma- 











chine users—who heretofore have been -interested 
only in knowing that they could get repair service 
if needed—now want to “Keep ’em Adding” at peak 


efficiency by having regular inspections and adjust- 
ments made by competent Victor service men. 
* This business will be highly profitable for you 
for the duration—and we'll help you promote it 
economically with our tested, proved “Victor Main- 
tenance Program.” Write for full details today! 


VICTOR ADDING MACHINE CO., 3900 N.ROCKWELL ST., CHICAGO 


» ahalalalelelelelolelaloiclaisioisieisioieisioieia’ © 
PET UU TCU SECT ETTCTETETETTD. & 
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OFFICE APPLIANCES 





COOPERATION 
PLEASE! 


LET’S ALL HELP 


UNCLE SAM 


e Concentrate on preferred, other Government 
and Defense Customers. 


WPB General Limitation Order No. 73 drasti- 


cally curtails production. Write us for particulars. 


use] STAPLE INSTEAD OF 9 


REPAIR INEFFICIENT STAPLERS 


99 times out of 100, just cleaning, adjustment or 





replacement of a minor part, will restore them to 
war time efficiency. 


Your cooperation will help build more 


PLANES—TANKS—BATTLESHIPS 


MARKWELL MFG. CO., INC.2%c¢25°* 





INDUSTRIAL STOOLS 


For Plants on Defense Work 





Good quality stools with 
heavy metal legs and hard- 
wood seats, walnut or nat- 
ural finish. 

Seven sizes, from 18 to 30 
inches high. 

Big demand among defense 
program manufacturers. 
Order a dozen for a starter. 


METALSTAND CO. 


1615-1625 Melon St. 
PHILADELPHIA, PENNA. 























ALL DAT 
} DATING MACHINE TER 

: TWO TYPE SIZES 
| STANDARD 
NOV 18°42 
TINY TYPE 
NOV 1842 

Write For Discounts 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 


Help Uncle Sam! 


CONSERVE MATERIALS! 


Buy the preferred Daco line. Daco products are made to last longer, 
reducing costs and saving materials. 
@ Filing Folders 


@ Guides and Indexes 
@ Bank and Insurance Forms 


@ Filing Systems 
@ Printed and Ruled Stock Forms 
@ Special and N.C.R. Forms 


DACO 


Write today for illustrated 
catalog and Prices. 


” THE DACO CARD « INDEX CO. 


BOSTON, MASS 






9 FEDERAL COURT 





| 
& "| im? \ 


YS ace), Baa, [eat 
WORKS CO. *cnic"™ 











When You're Asked 
for ,@» FACTS 





YOU GIVE THEM? 


ditions are changing dail ly. Are YOU keeping pace with 


CAN 


them? Timely in nformati will help you plan sales, act de 
ms, keep your stock up to date. 
us was just 
on to secure addi 
not have gotten." A. 


ely, push pro sgt ite 
'The informat your Service Bureau gave 
t we needed end plac ed us in a positi 
na b isiness tha 
Taylor Co., Memphis, Tenn. 
OFFI Cs Arr ANCES brings you the s, news and 
ade go eV helps you 
jain ‘es ati n, lists and data grat almost impossible te 
yain elsewhere at any price 
Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 W. Jackson Bivd., Chicago 


at ot herwise we 


ery month. The Service Bureau 
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CLEANS Type-REMOVES Spots 


SPEED-MO No. 400 TYPE BRUSH and CLEANER 


No daubing; no dirt. Fin- 
ger tip control saves fluid, 
prevents evaporation. In- 
terchangeable brush for 
removing spots from 
clothing, gloves, ete. 
Nothing else like it. 


Write us. 


RIVET-O MFG. CO. 
99 Jason St. 
ORANGE, MASS. 





CRAVVIER 


The Complete Line of 
Posture seating 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 




















Efficient and economical. 
Will keep correspondence 
and papers alwayson hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 






Paz. R. Bristow 
24 Central Ave.West Orange,N.J. 


VITAL To VICTORY 


Speeding “OFFICE PRODUCTION” in War Industries 








i. th — 





VIZ-TAB | 

PLASTIC TAB FOLDER | 

NON-INFLAMMABLE WITH THE 

Plastic Index Tabs— ‘TAB that CAN’T HIDE’ 
SPEED VICTORY! _————— 


Free Samples for demonstrating to WAR Industries. 


Manufact 
VEIT CO. ieis't Kiedy st., Detroit, mich 
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MAGIC FLOW 


An Excellent 
Duplicating Ink 
ALSO OTHER DUPLICAT- 
ING SUPPLIES . . . Colored 


Inks available. Samples and 
prices upon request. 


CONTINENTAL 
INK COMPANY 


544 W. Lake St. Chicago 


NATIONAL 


SPONGE RUBBER 


OFFICE CUSHIONS 


12 STYLES—ALL SIZES 
ALL COLORS 


























PROMPT DELIVERY 
NATIONAL OFFICE CUSHION CO. 


110 GRAND ST. NEW YORK, N. Y. 









Hanson Scale Co. 
525 N. ADA ST., CHICAGO 


BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 





Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 
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Signifying 90 Percent or More Employee Participation in the Pay-Roll Savings Plan 








OFFICE APPLIANCES 





Next to the Stars and Stripes... 


AS PROUD A FLAG AS INDUSTRY CAN FLY 


[. doe$n’t go into the smoke of battle, but 
wherever you see this flag you know that it spells 
Victory for our boys on the fighting fronts. To 
everyone, it means that the firm which flies it has 
attained 90 percent or more employee participa- 
tion in the Pay-Roll Savings Plan . . . that their 
employees are turning a part of their earnings 
into tanks and planes and guns regularly, every 
ay day, through the systematic purchase of 
. 8. War Bonds. 
You don’t need to be engaged in war production 
activity to fly this flag. Any patriotic firm can 
qualify and make a vital contribution to Victory 
by making the Pay-Roll Savings Plan available 
to its employees, and by securing 90 percent or 
more employee participation. Then notify your 
State Defense Savings Staff Administrator that 


you have reached the goal. He will tell you 
how you may obtain your flag. 

If your firm has already installed the Pay-Roll 
Savings Plan, now is the time to increase your 
efforts: (1) To secure wider participation and 
reach the 90-percent goal; (2) to encourage 
employees to increase their allotments until 10 
percent or more of your gross pay roll is sub- 
scribed for Bonds. “Token” allotments will 
not win this war any more than “token’”’ resist- 
ance will keep our enemies from our shores, 
our homes. If your firm has yet to install the 
Plan, remember, TIME IS SHORT. 


Write or wire for full facts and literature on instal- 
ling your Pay-Roll Savings Plan now. Address 
Treasury Department, Section D, 709 12th St., 
NW., Washington, D. C. 


Make Every Pay Day “Bond Day" 





“us WAR Bonds« Stamps 





THIS SPACE 





IS A CONTRIBUTION TO VICTORY BY OFFICE APPLIANCES 





U. S. GOVERNMENT PRINTING OFFICE 16—27879-1 


Form No. DSS-BP-4 


OP didn. 








se 
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on A-10 or Higher 


In times of war the Government establishes the targets— 


it’s up to us to demonstrate our marksmanship. 


Our job is to help win this war. The American way is to | + si ( ) IA 
serve the war efforts. Industry needs Heyer Duplicators and malonate 
supplies to assist in maintenance, operation and in speeding IN K S FOR ALL DUPLICATORS 
up production; for every order you take or hope to replace 
in your stock, you can greatly assist us in making prompt 


delivery by securing a priority rating of A-10 or higher. 


While supplies and accessories are still available for gen- 
eral use, your stocks can best be maintained—your sales 


better protected and your service become more effective, : : 
if you will PICK YOUR TARGETS. | : ‘Te tage 


ee ng : 
for further priority information L ) Satisfy 
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Our Duty ... and Yours... 


is to Make America’s 


Typewriters Last “for the Duration!” 


( a [CE has always been part of your business. Today it is a bigger 
i 


part...and will be more and more important as the months go by. 
Present conditions put a premium on the conservation of every 
typewriter and business machine. 
So, it is up to all of us. On our shoulders the obligation falls. You 
ean be sure there has never been a time when our customers needed 
us so much...to help speed the Nation's Victory! 


War conditions. fortunately, don't last forever and the service work we 
do today will build good will and stronger ties with customers of fomorrow. 


UNDERWOOD ELLIOTT FISHER COMPANY 


ONE PARK AVENUE . NEW YORK, N.Y. 












*® SHORTEN THE DURATION... BUY UNITED STATES WAR BONDS AND 





STAMPS 











